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MERICA is looking ahead to Victory—to the time when all of us can 
resume a peaceful and normal living. To the day when our boys in 
service will be living with us at home instead of in fox holes. When 

steaks, gasoline, tires and shoes are plentiful and peace-time business is resumed. 

For many industries it will be a tremendous task to convert from war pro- 
duction to their regular business. Fortunately, the back-bone of our equipment 
for making wood-boring tools and screw drivers was designated to remain 
intact for the purpose of supplying the war effort. For us, conversion will 
come easily and quickly, with little or no break in the production of our peace- 
time products that now are so vitally important to winning the war. 

It is well for all of us to look forward and plan for the future, but the job 
now on hand must come first and to a successful end before tomorrow's plans 
can become a reality. 


THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO, U. S.A. 


The World’s Largest Manufacturers of Wood-Boring Tools— 
also Makers of Screw Drivers. 


INVEST IN WAR BONDS NOW — LOOK AHEAD TO VICTORY 
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PAINTED BY WORDEN WOOD 





Designed to protect our convoys against enemy submarines, the Destroyer-Escort is 
proving itself a worthy addition to the fleet. Into its 330 feet is crammed every 
anti-submarine weapon known to science. . . . Ash Cans to destroy submerged 


raiders 


.. . deck guns to take care of aircraft, or subs on the surface . . . and tor- 


pedoes for striking power against even capital ships. Keeping “D-E’s” supplied 
with rope is an important job. Please do your part by conserving what rope you 
have and re-ordering only when necessary. 
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®@ The illustration is from the “AMERICAN” SERIES OF UNITED STATES 


AMERICAN MANUFACTURING COMPANY 


SALES 


NAVAL VESSELS. Write for a full-color reproduction suitable for framing. 





NOBLE and WEST STS., BROOKLYN, N. Y. 


ROPE TWINE PACKING OAKUM 


WESTERN FACTORY: 


ST. LOUIS CORDAGE MILLS 
ST. LOUIS, MISSOURI 
OFFICES: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 
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In 1941, I did a good volume of tire business and 
made money. Then came Pearl Harbor and the tire 


freeze. But I didn’t give up—not then. 


Now the news about synthetic tires coming along 
sounds good. But I’m wondering what I should do 
to make the future in the tire business most profit- 
able and secure for me. 


For one thing, I'm certainly not married to any 
particular tire brand. I don’t like the kind of prefer- 
ential treatment which keeps tires in other retail 


stores while I go begging. There are some things, 


I want— 


First, a source of supply on which 1 can rely when- 
ever tires are available to others—one that protects 
me, as an independent tire dealer. I want a supplier 


who will view my interests as part of his own future- 
In short, I want to buy from someone who is fighting. 
in my corner all the time. 

Second, | would ‘like a supplier close at hand—one 
who knows my community—one whose selling: 
policy does not conflict with my own needs. 


Third, give me a complete line of truck tires off 
proven quality. 

Fourth, give me a line of tires by a mamufactucer 
who knows how to build top quality ties from 
synthetic rubber. 

That about sums up what I’m looking for.. This is: 


a big order, but I’m determined to get what | 
want, somewhere. 


THE MANSFIELD TIRE & RUBBER 


MANSFIELD, CENTURY, 


HARDWARE AGE 

















Brother, I don’t blame you a bit for looking ahead. 
I'm a tire dealer, myself. You see, I have been selling 
one of the tire lines made by Mansfield and supplied 


to me by a nearby wholesaler. 


This wholesaler has always carried a large and com- 
plete inventory of tires which enabled him to 
give me prompt service at all times. When 
the freeze order came, he knew that many tires 
would be needed to keep America’s essential war 
wheels turning. So what did he do? He held on to 
his tire inventory and kept this stock right in my 
territory. He knew that the “freeze” would eventu- 
ally thaw out, thus permitting his dealers to do a 
fair tire business in spite of rationing. Believe you 


me, I’m going to stick to this wholesaler for my tire 
requirements in the future. 

The proposition I have, enables me to make as much 
profit as other dealers enjoy who buy direct from 
distant factories or from branch warehouses. The 
quality has always been satisfactory. 


The factory at Mansfield has demonstrated that they 
“know how in productdevelopment,” which assures 
independent dealers the highest quality both in truck 
tires and in the new synthetic tires. This Company 
has always distributed tires only through recognized 
wholesalers to independent dealers. Their success 
has been outstanding. If the tire situation has had 
you stumped, Brother, it will pay you to get the 
full Mansfield story. 


COMPANY, MANSFIELD, OHIO 


RICHLAND, UNITED 
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Ear.y in 1942, when it became ap- 
parent that existing. refrigeration equip- 
ment could not be replaced, Frigidaire 
intensified its efforts to help dealers 
solve the many problems confronting 
them. 

Because this Wartime Conservation 
program was based on the wide expe- 
rience of factory specialists, as well as 
actual experiences in the field, it has 
been unusually successful. Covering all 
phases of service activities from factory 
to user, it has helped Frigidaire dealers 
perform an outstanding service job 
during a very critical period. 

Moreover, the Wartime Conservation 
program is not a one-time affair. It is 
of continuous help, with up-to-the- 
minute information and suggestions 
constantly flowing to the field organi- 
zation as new problems arise. Here are 
a few of the reasons why Frigidaire deal- 
ers are so enthusiastic about this pro- 
gram: 


Factory -Conducted Meetings have 
been held in all parts of the country to 
acquaint dealer and district personnel 
with first-hand details of the Conser- 
vation program. Factory specialists are 
also in touch with the field constantly 
to lend assistance wherever and when- 
ever they can. 


For Excellence 





District Meetings and other means 
have been used to show dealers how to 
set up an inexpensive service shop; 
how to conserve time and expense by 
proper diagnosis of service complaints; 
how to conserve parts by repairing in- 
stead of replacing; how to build cus- 
tomer good will; and how to maintain 
identity as service headquarters. 


Field Training Schools conducted by 
factory and district instructors have 
been of great assistance. Hundreds of 
new and experienced servicemen have 
received fundamental and advanced 
training in Household Refrigeration, 
Commercial Refrigeration, and Electric 
Range work. Night School classes have 
been very popular. 


A Correspondence Course, over a 
period of 16 weeks. has had an enroll- 
ment of more than 5,000 students. 
This course embraces Household and 
Commercial subjects, from basic to ad- 
vanced information. Personal aid and 
encouragement are given to each stu- 
dent by district service specialists when 
grading lessons. 


Training Films have been made avail- 
able to help new servicemen and to 


“refresh” veterans. Films cover such‘ ~ 


subjects as “Changing Sealed Rotary 


Back the Attack— 
with War Bonds 


Units in Various Style Cabinets,” “Ser- 
vice Operations on Household Recip- 
rocating Systems,” “The Easy Way to 
Service and Diagnose the Sealed Rotary 
System,” “Service Operations on Ice 
Cream Cabinets,” and “Servicing Wet 
Storage Beverage Coolers.” 


Handy Reference Guides help new 
servicemen and veterans alike. These 
easy-to-follow pocket size manuals have 
proved to be invaluable aids to more 
intelligent and quicker diagnosis. 


Factory Bulletins and the dealer news- 
paper, the BTU News, are issued regu- 
larly to keep the service organization 
abreast of latest service developments. 
They also publicize the successful ex- 
periences of others and tell the “what, 
why and how.” 


Adequate Parts for keeping millions 
of Frigidaires operating are an impor- 
tant factory responsibility. A large Parts 
manufacturing department produces, re- 
pairs and feeds parts to depots strategi- 
cally located throughout the country. 
From there they are distributed to serv- 
icing dealers. 

Conservation of Critical Materials, 
affecting the manufacture of hundreds 
of parts items, has been an important 
means of assuring the parts and assem- 
blies needed by Frigidaire’s servicing 
dealers. 


a 


is 
A continuous major program é 


to help dealers accomplish 
these 5 important objectives 


1 To cooperate with the Gov- 
ernment’s Food Conservation 
and Health Protection Pro- 
gram. 


2.To help keep the millions 
of the nation’s refrigerators 
running. 


3. To help dealers locate and 
train necessary service man- 
power. 


4.To help dealers obtain es- 
sential service parts. 


5.To help dealers build good 
will and maintain income. 








Every Sunday Afternoon: GENERAL MOTORS SYMPHONY of THE AIR, NBC Network 


FRIGIDAIRE Division of GENERAL MOTORS 


Peacetime builders of Home Appliances, Commercial Refrigeration, Air Conditioners 


HARDWARE AGE 
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HARDWARE for the 
“After the Victory” 
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GAME ROOM 


Since gas rationing changed the traveling American 
into a “stay-at-home” many pepple are studying their 
homes — finding improvements to make, or thinking of 
how they will build their new homes, once the war is over. 


One of the rooms that will get careful consideration is 
the playroom. Here, home owners are inclined to give 
way to their originality. Pine paneling with built-in 
closets for games and sports equipment, benches with 
hinged tops to hold toys, cabinets for bar supplies, and 
other ingenious features will be developed by architects 
and home-planners. 


Whatever the hardware requirements of a post-war 
building are, STANLEY will be in a position to fill them. 
All of the resources which have made STANLEY the best 
known name in hardware will be directed to supplying 
the needs of home builders. 

Due to government restrictions on metals it is impos- 
sible to supply civilian needs in hardware at the present 
time. We are certain that you and your customers under- 
stand why the present shortage exists, and realize that 
when our big war job is done you will have all the 
STANLEY hardware you need. The Stanley Works, 















HELP FOLKS 
MAKE OLD THINGS DO! 


DISPLAY Du Pont Duco Cement; remind your customers 
how easy it is to repair broken articles now hard to replace. 

Duco Cement is clear, waterproof and flexible. It mends 
broken china, glassware and toys—repairs torn luggage, scuffed 
shoes and damaged books—fixes loose rungs in chairs and 
tables—mends nearly everything except rubber. 

Duco Cement is easy to apply—dries quickly— mends per- 
manently. It sells on sight! 


E. I. DU PONT DE NEMOURS & CO. (INC.), WILMINGTON, DEL. 





BUCO CEMENT 


REG. U.S PAT OFF 


HARDWARE AGE 















COUNT ON US 
To Redouble our 
Efforts on the 


Home Front. . 2 


More Bonds—More 
Effort—More Sacrifice. 
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| ) THE WAR COMES FIRST AT KATZINGERS WHERE 
WE'RE MAKING SHELL CASES 24 HOURS A DAY! 


Soon after the war began, Katzingers went “all-out” for war production. 











The simple explanation of why we have had nothing to offer the trade 
for months. But, as soon as war conditions permit, we'll be on hand first 
to offer you the best in kitchen tools, tin-ware, cutlery and other housewares. 
Meanwhile we're concentrating on the war effort to help speed that day. 


EDWARD KATZINGER COMPANY - CHICAGO, ILLINOIS 


A&J KITCHEN TOOLS e EGG BEATERS e CAN OPENERS’ e STA- BRITE TABLE-WARE 
EKCO, OVENEX AND PLAIN TINWARE e GENEVA FORGE CUTLERY e KATZINGER FLASHLIGHTS 
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and-a-half glider towed high above the 
clouds by Columbian-made Nylon rope. Out 
on either wing are two other gliders. Ahead, 
straining at the ropes, flies the mother plane. 
Soon the gliders will cut loose and dive upon 
enemy territory—far behind the front lines. 


The mother plane will scurry away, trailing 
the tow ropes in straight streamers behind. 
Ropes that never twist or kink but are always 
under control. That’s because they’re stabilized 
by a special process, discovered and developed 
at the Columbian mills. 


y Fifteen fully-equipped soldiers in a ton- 





OLUMBIANGdizer Gre 


Tows Flying Fighters Into the Sky... 


Another Columbian Contribution 
to the War Effort 


The amazing strength and elasticity of Nylon 
was a natural for the tow ropes of Uncle Sam’s 
glider forces. But how to keep the ropes from 
twisting and fouling the rudder and tail sur- 
faces? That was a problem. And Columbian 
workers solved it. When American air-borne 
troops descend upon Europe, chances are they’ll 
land safely, and their wounded will take off 
safely again, thanks to the workmanship of 
Columbian workers, to the skill and inventive 
resource of Columbian research. 






COLUMBIAN ROPE COMPANY 
Auburn, “The Cordage City,” N. Y. 


A cCOLUMBIAN ROPE 


HARDWARE AGE 
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PUBLISHED BY GENERAL ELECTRIC LAMP DEPARTMENT, 





NELA PARK, CLEVELAND, OHIO 





30,000 lamp bulbs put to sea 





HEN one of Uncle Sam’s new battle-wagons puts to 


sea, she carries approximately 30,000 lamp bulbs of 
nearly every type and description. Among them you’d 


probably find some of the 150 new designs and types of lamps 
General Electric research has produced for military uses 


since the war began. 


BLINKER SIGNAL 
GUN LAMP 


TELEPHONE 
SWITCHBOARD 


All of them are built to the same standards of quality that 
distinguish G-E lamps for war industry and the home. 
Lamp efficiency and lamp quality depend on many factors. 
General Electric research is constantly at work on all of them 
—so that the Army, Navy, and War Industry may have the 
light they need—and have it now. 


SOME OF THE MANY TYPES OF LAMPS THE U.S. NAVY USES 





WAKE 
ILLUMINATOR 


SEARCHLIGHT 
LAMP 





THE BEST INVESTMENT IN THE WORLD IS IN THIS COUNTRY’S FUTURE — BUY WAR BONDS! 





SEPTEMBER G-E LAMP AD 





Look for this G-E lamp ad in Sept. 13th 
issues of Time and Newsweek, Sept. 18th 
Collier's, Sept. 24th U. S. News, and Oct. 
9th Post. Other G-E lamp ads appear in 
Sept. 18th Post and Sept. 20th Life. 
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Hear the General Electric radio prog 
Mah ge Sow Sunday 10 p.m. EWT, NBC 

orld Tod: Hay’ news every weekday, 6: 45 
p.m. EWT, CB. 


“The 








Thousands of Entries in G-E Hour of 
Charm War Bond Contest 


Tens of thousands of entries were 
received in reply to the G-E Hour of 
Charm War Bond contest question, 
“T am buying an extra War Bond 
because’’. In the first five days more 
than 6000 50-word essays were 
received after only one explanation 
of the rules of contest: 

U. S. Treasury officials gave en- 
thusiastic approval to the contest. 
Hundreds of letters, some without 
entries, have rolled in to tell us of 
the grand thing the contest is and 
how it must reflect in a small way 
the patriotism of the company. 
Final closing date was Aug. 26, and 
the winner of the $5000 War Bond 
Grand Prize was to be announced 
Sept. 26 over 125 NBC stations. 
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PLENTY OF EYE- APPEAL 
IN THIS NEW DISPLAY! 


a SRE 
GENERAL tH f 
MATOR 





Here’s General Electric’s new display for 
G-E MAZDA lamp dealers, featuring the 
Hour of Charm’s two pin-up stars, Evelyn 
and Vivien. In eight colors, 26” x 27” it’s 
a sure stopper for windows and counters. 
It will be distributed early in October. 
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HEY boc! 
WILL YOU PUT A GLASS 
INTHIS WINDOW SO | 

CAN ADMIRE MY HUSBAND 
IN HIS NEW VICTORY 
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PROBLEMS SOLVED—BY THE HARDWARE DEALER 


Hammers, Chisels Rods for Guppies, 
Panes of Glass and Masks for Puppies 
It’s taken years to do it—years of hard work, conscien- 
tious and oftentimes tedious work by the dealer—but 
today the Hardware Store is an American Tradition. 


the kids break a 


window .. . Pop runs out of nails and bolts . . . Sis wants 


If a housewife’s iron stops cold .. . 
a can of paint for her new chair . . . it’s all the same— 
they all turn to their Hardware Dealer for help. Even 
in the present emergency, this trend has been increased 
a hundredfold for the Hardware Dealer’s skill and patience 
in keeping the home front rolling smoothly is being 
taxed as never before. 


We salute the Hardware Merchant. We salute him 








because of his helpfulness, his energy, good nature and 
keen judgment for his customers. And we're pleased to 
find that, in his good judgment, more often than not, he 
recommends Libbey-Owens-Ford Quality Window Glass 


for his customers. Why? Because he knows that, because 








of L:O-F’s longer annealing process, this glass provides 
greater clarity—handles and cuts easier, with less break- 


age. That’s another reason why so many dealers pick up 





the phone and call 
WANT A COPY of this il- 
lustration? Write Libbey-Owens- 
Ford, 3093 Nicholas Building, 
Toledo 3, Ohio, and ask for 
Cartoon No. 44. 


their regular Libbey: 
Owens: Ford Glass 


Distributor to have 






their supply replen- 
ished. 



























LIBBEY: OWENS:FORD 


A GREAT NAME in Glast 
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CONSERVING OIL AND 
“ ~\ MOTOR REPLACEMENT PARTS 
ese =) AS A VITAL WARTIME NEED! 
[LEC T ; 


Faultless motor oil filtration is the key to a num- 
ber of our biggest wartime transportation prob- 


lems. We must “Keep ’em Rolling” . . . we must 





reduce “lay up” time and save repair parts... 
we must conserve oil! 

WIX Filterefils fit this picture like a glove. 
They’re engineered to do an outstanding job— 


do it longer and—do it at lowest cost. 





To you, as a merchant, they represent the 
answer to today’s streamlined merchandising 
needs. WIX Filterefils service all popular oil 
filters — ONE LINE covers your demand — no 


stock duplication—no confusion—no lazy items 





on sleepy shelves. 
Ask your jobber to give you the facts about 
WIX Filterefils today! 





4 
ACCESSORIES CORPORATION, GASTONIA, N. C. 


WAREHOUSES: NEW YORK - CHICAGO - KANSAS CITY, MO. - MINNEAPOLIS - LOS ANGELES - SA”, FRANCISCO 
CANADIAN FACTORY: WIX ACCESSORIES CORP. LTD., 161 Bay St., Terente, Ontario 
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FOR AMERICA... 


with Trews 


STAMINA in our planes, and stamina for those 
who build them; they go together. 

Wholesome. drink is just as necessary as nour- 
ishing food. Hot coffee, tea, or soup . . . cold 
milk or fruit juices . . . in a Thermos brand vac- 
uum bottle . . . give American workmen more 
stamina to build more planes. 

Day after day millions of “Thermos” brand 
bottles are carried to and from the war plants of 
America—eloquent testimony to the vital part 
they play in our war effort. 

**Thermos” keeps hot things hot and cold things 
cold—just right. 


THE AMERICAN THERMOS BOTTLE CO. - NORWICH, CONN. 
Thermos Bottle Co., Ltd., Toronto Thermos Limited London 


THERMDS 


TRADE-MARK REG. U. S. PAT. OFFICE 


BRAND .VACUUM BOTTLE 
The Heated of Che leach hae 


HARDWARE AGE 






























96 million people living in 31 fuel-rationed areas. 


»» CHIMNEY 
monet. SWEEP 


SOOT DESTROYER which cleans soot and scale from fire box, 
furnace walls, boiler tubes and five clear up to the chimney top. 





Most powerful advertising campaign that ever backed 
a soot eradicator. Radio Stations—the biggest in 
America—Newspapers, Trade Magazines, point-of- 
purchase Displays and Direct Mail will carry the 
CHIMNEY SWEEP message to millions of consumers. 


The 
PROMOTIO 


An unprecedented season for CHIMNEY SWEEP— 














j T a big, generous profits for you through quick sales 
Treatie” and rapid turnover. 
Do you know that Heating Experts estimate that 
13.3% of all furnace service troubles in 1942 
those were caused by SOOT? CHIMNEY SWEEP is a 
pulverized scientific compound that reduces 
carbon deposits to a flyash, which is easily 
nour- eliminated by natural furnace draft. Sprinkle it 
cold on the fire—chemical action does the rest— 
Sai without disturbing the heating system. 
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G. N. COUGHLAN CO. manuracrurers - WEST ORANGE,N.J. 


usT 
NO. SIZE CASE PRICE RETAIL 


$12.00 doz. $1.00 ea. 
3.48 doz. .29 ea. 
22.68 doz. 1.89 ea. 


A 48 oz. 1 doz. 
Al 12 oz. 2 doz. 
c 6 Ib. % doz. 
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How to get out of a quandary 


(with a possible hint for you) 








1. Here we see the manager of a hardware store in a 
quandary. He’s wondering what profit items he can 
stock to fill his fast-emptying shelves. 


2. He reads about Dust-Stops* and their great selling suc- 
cess in numerous hardware and department stores. 








3. He figures that every owner of a forced-warm-air furnace 
is a Dust-Stop prospect for at least 2 Dust-Stop filters, 
and these filters must be changed at least once a year 
to keep those furnaces at top operating efficiency. 













“WSs 7 
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4, He finds that Dust-Stops are nationally advertised in 
Life, The Saturday. Evening Post, Better Homes and 
Gardens, American Home, and House Beautiful, all 
through the best filter-selling season. 











5. He is amazed at the amount of free promotion material 
he receives with his first order. He gets folders, post 
cards, display material . . . all the free sales helps 
needed for over-the-counter or telephone orders. 











How about = ee , 
initial stoc ; 

vines — Dust-Stop selling meer D ny el 

yar Mi Filter Division, Owens- oe og 

bs lied Toledo, Ohio. In Ca - 

= / seer Ltd., Oshawa, Ontario. 











6. He also finds that, because Dust-Stops are made of non- 
critical materials, he gets mighty prompt service on 
deliveries from local warehouse stocks. 
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AIR FILTERS 









HARDWARE AGE 








When he asks for a 


MACHINISTS’ site... 


When your customer asks for a machinists’ file and 
tells you the particular shape he wants, a discreet 
question may often disclose that a different shape 
will meet his needs better. By helping him select 
the best file for the job, you are rendering a service 
he is certain to appreciate. 

The accompanying chart,. showing typical NUCUT 
Machinists’ Files, should be of assistance in this 
connection: 


































































NUCUT MACHINISTS’ FILE FINDER CHART 






























































cross . WOTH on FACE TWNCKNESS OR EDGE 
: enare SEcTion | from heel from middle | from heel from middle GENERAL USES 
— to middie _—te point to middle _—to point 
Flat P A general-purpose file. 
oc | Uniform) Tapered | Uniform | Tapered Geed for Gét surt 
Hand , Another general-purpose file for 
3 | «Uniform | Uniform | Uniform | Tapered encies, sévteni, ond tek wert 
, Pillar fed Uniform | Uniform] Uniform | Tapered | Keyways, slots and narrow work. 
Warding|] c——— | Tapered | Tapered | Uniform! Uniform] N®trow work requiring thin file. 
Making keys. 
-Uniform from heel to middle; 
Square 0 then tapered to point Corners, grooves, keyways, slots. 
in 
nd Three A Uniform from heel to middle; Acute angles, corners, grooves, 
all Square then tapered to point notches. 
= Round O sir vst ee Holes, shaping curved surfaces. 
Holf = Uniform from heel to middle; Concave corners, crevices, 
Round then tapered to point rounding holes. ° 
| Uniform from heel to middle: Cleaning out acute angles, 
then tapered to point 











> Because of its exclusive “Wavy Teeth” design, a NUCUT 
files more, better, faster, with less effort. The coarse teeth 
cut clean, deep, true. The fine teeth level the surface smooth, 
— both at the same stroke! You are serving your customer’s 
best interests when you urge him to take advantage of these 

paid “MORE CUTS WITH NUCUT” features. 

_ Ask your jobber about the right sizes, shapes and cuts 

oat to meet your needs in machinists’ files and also in NUCUT 


mill, saw, Swiss pattern files, and rasps. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers a ‘ 
Good Tools Since 1836 ie, WAVY TEST 


NEWARK, N. J. NEWCOMERSTOWN, OHIO Lai®. A FILES 


PATENT No 2027039 
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MYERS GIVES YOU 
MORE TO SELL... 


To take utmost advantage of increased material allot- 
ments to farm equipment manufacturers, we are con- 
centrating our production entirely on the more popular, 
fast-moving Myers items. Those items meet all but 
the most unusual needs of the trade for Myers Hand 
and Power Pumps, Water Systems, Hand and Power 
Spray Pumps and Sprayers and Hay Handling Tools. 


Many other items in each of our product divisions 
shown here will be manufactured. All of the available 
items are listed and illustrated in our new Wartime 
Production List. If you haven't received your copy. 
write or wire for it today. 








ws ieee \ ay 


THE F. E. MYERS & BRO. CO. 
167 Orange St., Ashland, Ohio 
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WORLD’S LARGEST. SELLING ELECTRIC FENCER 
These features found only in Parmak 








el ROTA P ) LU” \ 
aie B06 DOWN-CORN FIELDS 10 GET MORE FROM EVERY ACRE 10 SEPARATE STOCK FENCE STUBBLE NEXT TO GROWING CROPS 
INVESTIGATE OUR DEALER FRANCHISE! tive. Here is an opportunity for you to secure the 
PARMAKS are sold only through legitimate, estab- exclusive roel 3 one of the hottest iterns in 
the farm field. Write today to 
lished retail dealers. Because we sell direct from . 
—_ factory to dealer, our discounts are unusually attrac- PARKER-McCRORY MFG. Co., Kansas City 8, Mo. 
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FISHING 


MERCHANT MARINE 
AND LEND-LEASE 
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SO MUCH TO DO...SO LITTLE ROPE 


WE KNOW the current rope picture is tough on 
Dealers. And we're doing everything we possibly 
can to ease the situation. 

Our Emergency Service Department keeps you 
informed of Government rulings affecting the sale 
and use of rope. We're exploring every possible 
new source of fiber supply . . . and experimentin 
daily with the fibers we secure. We are hopeful, 


and we’re working fast and hard. 

Thousands of acres of rope-making fibers are 
growing in new fields which should help relieve the 
= acute rope-fiber shortage. The Plymouth 

boratory is working hard on synthetic fibers, too 
...and here again, we’re Ate fy 

We are as anxious to make rope... more rope... 
as you are to sell it. Bear with us. 


PLYMOUTH 


Rope FOR INDUSTRY 


Warehouse Stocks: New York, Boston, Philadelphia, Baltimore, Houston, Chicago, San Francisco 


HARDWARE 


PLYMOUTH CORDAGE COMPANY, North Plymouth, Massachusetts and Welland, Ontario. Division Offices: New York, Chicago, Houston, Sen Francisco. 
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LIBERTY SHIPS 
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TECHNICIAN KITS 


NAVY AND MARI 


by, 
AR 
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the Things 
That Protect America 


They’re little fellows, these PT boats dubbed the “pee wees of the fleet’’, 
but in the hands of their alert crews they pack a punch powerful aaa 


to sink the largest ships afloat. 


Still smaller protectors, on PT boats too, are Master padlocks, called into 
service in countless ways to protect these things that protect America. Thus 
do we work and fight for victory, and the day when we can once more 


turn our full efforts to serving YOU. 


Master Padlocks 


DOUBLE CASE 


16, 1943 








How You Can Help Farm Homes 
With Lighting, Ironing And 
Cooking Problems Today! 


Here’s a vital war-time job! New equip- 
ment is scarce — yet farm homes must 
have stoves, lamps, lanterns and irons! 
The Coleman parts you can supply today 
will help keep many war-time farm homes 
running smoothly, producing food! 


Dozens — maybe hundreds — of your best 
customers depend on Coleman appliances 














for light, heat, ironing and cooking on 
the farm, and in other essential war jobs. 


You can help ‘‘Keep ’Em Working’’ by 
featuring Coleman parts and repairs! 
Coleman is making these parts—and tell- 
ing your customers ‘‘They Are Available!’’ 


So team up!—Let the folks who need help 
know that you’re the man who can supply 
them. If your Coleman parts stock is low, 
order from your jobber now! Write near- 
est house for Dealer Service Helps. 


Coleman 
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THE COLEMAN LAMP AND STOVE CO. + WICHITA + LOS ANGELES - CHICAGO + PHILADELPHIA 





“Essential Appliances Stay ‘On-The-Job’ 
With This Coleman Dealer Service Plan” 

















15 Million Ads Say: 
“SEE YOUR HARDWARE 


DEALER NOW!” 


Ads in leading farm papers — 
total of 15 million messages 
—are sending Coleman users to 
you. Be ready for them! 


24 Million Ads On 
Post-War Heating, Cooking 
and Lighting! 
Watch for big full pages and 
half-pages, in current national 
magazines, on Coleman’s ‘‘Pro- 
ducts of the Future.’’ We 
are building a post-war mar- 
ket for you; follow these ads. 
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The spotlight is on 
this 











featured in the next three national ads on the McK 
schedule. 





ed by McKee. 
All these ads| show a sample recipe and urge women 


© go into your store to get their individual copy of 
the folder with all the recipes. 


folder publish 














Tie up to this national advertising by displaying 
the Ration Retipe folder in your store or windows and 
/ by showing the McKee Glasbake and Range-tec items 


— Rati used in the ads. 
Housekeeping Write to us today for a quantity of the folders. 













American Weekly. 


They are being featured with 
Recipes, which were checked by 
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nar- McKEE GLASS COMPANY, 

ads. Jeannette, Pa. Established 1853 






NEXT TO UNCLE SAM ...YOU COME FIRST AT McKEE 
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*Exclusive, PATENTED, Interior Construction 
Features Make Possibletémsaging Kesulta/ 


The we Re. Look 
ONE for the Name 
and Only . WARM 
Genuine MORNING 
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Holds 
100 Lbs. 





FIRE BRICK FLUES 


Hundreds of 
ys Thousands 


























in Use COAL o 
vw 
bled Only’ 

All Day aaNight | Heater of Its Be 
Without »» Kind in wo 
Refueling the World Yc 

: the 
tery Success Is More Than Skin Deep— evi 


jae # Warm Mornine 


There are two things about this amazing heater that can’t be copied... 
the name WARM MORNING which is a symbol of efficiency to hundreds of 
thousands of users... and the exclusive, patented, interior, construction features 
which have brought heating comfort and fuel economy the length and 
breadth of the Nation! 

Since the day WARM MORNING entered the market a few short 
years ago, consumer acceptance has been enthusiastic and customer satisfac- 
tion increases year after year. The sales field is still tremendously large 
and fertile. 

NATIONAL ADVERTISING ...The big WARM MORNING national 
advertising campaign is on... the largest of its kind, in National Magazines, 
Newspapers and Farm Journals with a combined circulation of many 
millions. Advertisements are telling your customers to “Look for the name 
WARM MORNING ... get the genuine”. 


LOCKE STOVE COMPANY « 114 W. 11th ST. « KANSAS CITY 6, MO. 





HEATER 






(LT-2) 
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"An excellent product 
under normal conditions —a spec- 
tacular “must” during wartime fuel 
restrictions 


HEETSAVER GUMMED /- 
WEATHERSTRIP TAPE [: 


ly 


- 







*Prevents wind and draught leaking through cracks between 


window sash and frame uy] 
_ WEAT.-- , cold 
«Keep ont 
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“Scale Ps 
Because millions need it—millions want it—we are frankly 
worried about the supply keeping pace with the demand. 
You can help by ordering today, thereby making certain 
that you will get your share of the biggest Profit “*blitz’’ /y/ 
‘f 
Alf 


\ 
i 





ever achieved by a weatherstrip product. 






60-ft. rolls list for 256 150-ft. rolls list for SOF 

Available in White, Buff and Brown EP WAR ie 

*HEETSAVER Weatherstrip TAPE proved 100% effective in preventing wind we M ] 
Ph 






leakage in tests conducted by a national Testing Company. Details upon request. SA VE Fu &4 . / 


| de 


o 







33 1/3% more effective than DEAL “A"—Expires Oct. 1, 1943 

storm sash. These kits contain 12—60-ft. rolls — Retails $3.00 
everything but the glass . . . 12—-150-ft. rolls—Retails 6.00 
HEETSAVER TAPE, holding FREE 2—150-ft. rolls—Retails 1.00 









cleats, nails, HEETSAVER Re- Total Retail Valve........ $10.00 
mover and accurate creasing YOUR PRICE ONLY...$6.00 
device. Enough for 12 30x40 Assortment includes 6 white, 3 brown and 






3 buffs in beth sizes. Free goods all white. 
FREE SELLING AlDS—Counter display card, 
windew streamers, circulars. 






sashless storm windows. 


list...$1,.00 
SOILICIDE LABORATORIES, monrciair, Nn. J. 
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Dear Mr. Hardware Man: 


Garden Hose Fitting 
some materials has force 
Otherwise we anticipate N° 


During } 
ss on these i 


busine 





ss to yOu, 


In fairne 
at once- 


your order in 








a Weapon 
— Help K 
eep the Victory Gard 
ens Growin 
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ing 
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iz “ ulip” 
Sprinkler 
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SCREEN 
CLOTH 





HARDWARE 
CLOTH 








HE men in our fighting forces are still going to get 
all the Hardware Cloth and Screen Cloth they 
need to protect their food and help keep them well. 


But it’s good news to hardware dealers that the Gov- 





ernment has recognized certain uses of these products 
more 1m as essential to maintaining civilian health and to aid the 
th an ev er food production, protection and preservation program. 
’ This means that limited quantities of U-S-S Cyclone 
mers often bev’ > re “Red Tag” Hardware Cloth and Screen Cloth now are 

Your gs these eves ventually allotted for vital needs at home. 
Poe able oe me pes © a Cyclone Your jobber will do the best he can to fill your needs. 
peony 4 Ope Ne aware Cloth of Keep in touch with him for information on available 

“Red os oa are caretal supplies of these Cyclone “Red Tag” products. 
ways wv aards ¥ u've 


HARDWARE CLOTH SCREEN CLOTH 








CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in Principal Cities 
United States Steel Export Company, New York 


% BACK THE ATTACK... WITH WAR BONDS: * 


Nite €6U€GSULTATES 6 US6UTCE EL 
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BUILDING POST-WAR SECURITY FOR YOU 


@ The best of everything is going into war 
industries and the armed forces. Warren Tools 
are weapons of war on four fronts—industry, 
transportation, war construction, and on actual 
battlefronts with the Engineering and Mecha- 
nized Forces—wherever production, construc- 
tion, and maintenance demand ruggedness and 
safety in performance. 


Before the war, your repeat business came from 
satisfied users whose material-cost records 
proved that Warren Tools gave greater service 
during longer life. Now among war industries, 
construction companies, bridge builders, ship- 
yards, Army Engineers— many who are using 
Warren Tools for the first time—are learning 
to rely on their unfaltering durability on the 
toughest jobs. These new users will be your 
customers when this war is won and they 
turn their talents to the immense 
task of reconstruction that will 
follow. They will specify Warren 
Tools in peacetime—the tools that 














did not fail them in the severest test that steel 
ever faced. 


Your present Warren Tool business lies with 
those essential uses in war production, construc- 
tion, agriculture, and maintenance. By soliciting 
them, you will increase your sales and build a 
strong foundation for post-war profits — not 
only for Warren Tools but also for your other 
lines of merchandise. Opportunity is beckoning 
to you from the doors of every type of war 
industry using heavy hand tools — doors that 
you may have found difficult to enter before. 


The Warren Tool Corporation is working 
twenty-four hours a day, producing tools with 
these outstanding features: 


1. Steel of uniform high quality 
2. Precision-formed, uniform striking faces 


3. Heat treated to extreme toughness to with- - 
stand severe shock 
4. Sharp, tough cutting edges, heat 


treated for long life 
5. Rigid, controlled inspection 








WARREN TOOL CORP. * WARREN, OHIO 
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We're SWAMPED 


With Tremendous Wartime 


Demand For 
FUEL-SAVING .. . COMFORT-BRINGING 


KOL-GAS 


NEW STYLE MAGAZINE TYPE HEATER 











Orders for KOL-GAS are piling up about our ears! 
And small wonder — for this advanced self-feed 
heater, always a big seller, is a wartime “natural”. 











Because KOL-GAS heats with coal and saves fuel— 
as well as saving steel by use of firebrick in its con- 
struction—KOL-GAS helps the Government and the 















& public in the vital fuel conservation program. Con- 
sequently, KOL-GAS is in enormous nationwide 
demand. 

COKES COAL We're speeding our production to the limit, striving 

BURNS GASES earnestly to take care of Dealers everywhere. So, if 

KOL-GAS cokes the coal, you are unable to obtain all the KOL-GAS Heaters 

then delivers both radiant required for your trade, please remember that we are 

and en heat = ‘al thi ible t 1 hn eis 
able economy—an 

a eyo oing everything possible to supply you, in the face 

smoke, soot, or clinkers. of wartime problems, 

KOL-GAS is uni d , , 

outstanding ” , ae © And rest assured we'll continue to do our best! 


no other heater with the 
scientific Heat Booster 
that makes KOL-GAS 
both super-efficient and 































Super-safe. 
KOL-GAS Heaters are made in plants at three strategic locations, q tr 
assuring economic manufacturing and shipping facilities. —— 
«< | 

"he, sg ee Se ge bist | 

rown str. Co. u s Co. se- Hasson e. b yeathera ng., Inc. 7 

731 Glenn 8t., 8. W State Distr. Co. mempuie, TENN 3 Friendship St. To refuel, tift Reguiate drafts 
BALTIMORE, MD. 1921 East Ferry Gui tes & oo lid and fill with te contre! fire 

Baltimore Gas Light Co. DENVER, COLO rs i a ROANOKE, VA. coal. 

111 E. Lombard 8t. th | yg MILWAUKEE, WISCONSIN Nelson Hardware Co. 
SIRMINGHAM, ALA. Co. pp John Pritzlaff Hdwe. Co. 17 Campbell Ave., E 

Birmingham Elec. Bat. Co. 1541 Wynkoop 8t. NASHVILLE, TENN. ST. LOUIS, MO. 
‘ Ee B & 23rd 8t., 8. DULUTH. MINN McWhorter-Weaver Co. Artophone Corp. 

a o* Marshall-Wells Co. NORFOLK. VA. 4200 Forest Park Bird. ‘ - 
wnakns. EVANSVILLE, IND F. Trant, Ine. SALT LAKE CITY, UTAH > - 

nie Mlckine Ge. Tes Small & Schelosky Co. 1620. 31 E. Main St. Strevell-Paterson Hdwe. Co. Pra ved 

25 High St. GRAND RAPIDS, MICH. onaee. See. SEATTLE, WASHINGTON _ ~ 
CEDAR RAPIDS, IOWA State Distributing Co. 2926 Ha St. F. B. Connelly Co. -_ ~ 

Harper & Mclntire Co. 11 lonia Ave., 8. W. rT ite 1015 Republican St. _ ~ 
CHARLOTTE, N. C. GREENVILLE, 8. ©. ag ie SOUTH BEND, IND. 7 . 

American Hdwe. & Equip. American Hdwe. & Equip. — — P Radio Equipment Co. 

Co. Co PEORIA, ILL. 
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P Griffith Distributing Co Radio Equipment Co. cessories Co. Co. 
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“| don’t see vy dis should be der most 


popular fence in America” 


ARDON our laughing, Hans, but 

you certainly make a pleasant 
picture for American farmers and 
dealers who can’t get all the Ameri- 
can Fence they want. They'll be glad 
to see that wire usually made into 
American Fence is being put to such 
good use. 

We know that you dealers have 
had a tough job on your hands—try- 
ing to keep your customers satisfied 
with the limited amounts of U-S-S 
American Fence that have been 
available. We want to compliment 
you on doing a grand job. 
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Now, even with somewhat more 
fence to sell, there is still not 
enough to meet demands. That’s why 
we suggest that you do these three 
things: 

(1) Continue to distribute equitably the 


limited supply of American Fence allocated 
for farm use. 

(2) Distribute our helpful, illustrated book- 
let, “How to Make Your Fences Last 
Longer,” to your farm customers. lf you 


need a supply of this booklet, write us. 
(3) Be sure to let customers know why 
they can’t get all the American Fence they 
would like to have, and keep them up-to- 
date on the fence situation. 

These are excellent ways that you 
can build good will—good will that 
will help you cash in on the pent 
up sales volume when there is again 
plenty of good U-S-S American 
Fence to meet the demand. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


AMERICAN FENCE 
SBITAHES 





STEEL 
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The Educational Kits 
With Double Gales ys 


Because they are designed on sound engineering principles . 

train the mind as well as the hand... because they so well fit 

school and club aviation projects .. . the Boy Scouts of America 

“Air Scouting” . . . Youth in Aviation Program . . . Joe Ott 

Kits have a DOUBLE SALES APPEAL that can be an important " nis 
factor in the volume and profits of hardware dealers everywhere. Cvenge po U. S. Navy Torpedo 


peseie pt Grumman 


x * 


Thirty Popular Kits 
15 cents to $3.00 


* 
MODEL CEMENT AND DOPE 
The Five and Ten Cent Sellers That 


Produce a Terrific Volume 
«x * 


. 
See Your Jobber or Write to Us 
for Catalog and Details Today 


JOE OTT MANUFACTURING CO. 


415 WEST SUPERIOR STREET 
CHICAGO 


Boong Flying Fortress 


p oof nope 


* cons Rus . 
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HEN customers ask for traps 
you can’t get, remember 
this: Steel which might have 
made those traps is being used to 
manufacture “hardware for Hitler.” 
Metal products of Animal Trap 
Company of America are helping 
the armed forces to “trap” the 
world’s most dangerous game—the 
wolves and rats of the Axis. 
However, your government, 
recognizing the need for vermin 


Animal Trap 


LITITZ 


and predator conttol, sanctions the 
production of a limited number 
of traps. 

Models and shipping methods 
are naturally restricted to fit emer- 
gency conditions. 

Think it over and, as a good busi- 
ness man, you'll agree that no free 
business enterprise, large or small, 
is safe until Hitler and his Axis 
partners have been buried under 
ton after ton of military “hardware.” 


on ee oe 6S OS SS 62 oe oe oe ee oe oe 
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i Animal Trap consumer 

4 advertising for 1943 is 
designed to help you hold 

| the friendship of your 

: trap customers. Since 
trap supply must be 

| limited, Animal Trap 
Company of America 

{ offers a free, concise 

i folder giving trappers tips 
on the care and repair of 

} presentequipment. ‘Trap 
Tips” will be featured to 

| millions through 19 lead- 

i ing Farm and Out- 
door magazines. 

! 
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y of America 
PENNA. 


Victor Traps 
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* STAR RANGES HAVE BEEN LEADERS SINCE 1895 x 
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“We Haven’t Been In Business All These Years 
For Nothing, Says This DVS Dealer 


“Many things have changed since we started 
selling Detroit Vapor Stoves years ago—but 
there’s ONE thing that hasn’t: 


“The Star line of ranges has as good a reputa- 
tion today as it has ever enjoyed. Better, if 











anything, because the long life and uninter- 
rupted service of these ranges during the war 
years when replacements are not possible, are 
proving the values that were once taken for 
granted. 


“So we're looking forward to selling DVS 
again when the war is won. We haven’t been 
in business all these years without learning 
that the public will give its buying preference 
to old, established products —and we'll be 
there with DVS when the time comes. 


“People are going to remember, too, that 
DVS was 100 per cent in war production.” 
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A BORG-WARNER INDUSTRY 





*& DETROIT VAPOR STOVE DIVISION, BORG-WARNER CORPORATION, DETROIT 26, MICHIGAN * 


SEPTEMBER 16, 1943 





TOOLS FOR 
WAR WORKERS 


Certification is Back 


The individual war worker who must buy his 
own tools came in for priority aid recently when 
WPB set up a form of certification (in Direction 
9 to CMP Reg 5) entitling him to apply the 
same rating as his employer has been granted 
for maintenance, repair and operating supplies. 
War workers will thus have a considerable edge 
over civilian buyers, a crying need since the 
demise of P-100, and dealers in war production 
areas will be better able to maintain stocks. 
The new certification is available for buying 
hand tools, and also now may be used to ac- 


quire precision tools. 


Resembies EHT, Not P-100 


In drafting the new procedure for war workers, 
WPB followed the pattern of the Employees 
Hand Tool certification (EHT) of the precision 
tool order, E-5-a. The plan seems almost air- 
tight, being hedged with these restrictions: 
(1) only one tool may be acquired on each cer- 
tification; (2) the certification must be signed 
by the employer as well as the employee; (3) the 
employer is supposed to deduct, from the total 
MRO supplies he is authorized to acquire under 
CMP Reg 5, all the individual purchases he 
signs for his employees; (4) both parties certify 
that the worker needs the tool for his job, and 
(5) the employee certifies that he does not pos- 
sess a similar tool which would serve the 
purpose. 

If the company is covered by Schedule I of 
CMP Reg 5, the employee applies an AA-1 
rating. If it’s on Schedule II, the rating is AA-2, 
and if it’s an unlisted industry the rating is 
AA-5. The amended regulation also permits a 
firm to buy hand tools for re-sale to employees, 
even if it did not customarily do so before CMP 


came along. 


Dealers Must Watch Certifications 


Dealers may still sell hand tools without rat- 
ings, of course, replacing stock through PD-1X. 
When they sell on the new employees’ certifi- 
cations, which give them CMP ratings which 
are immediately extendable, they are expected 
to be diligent in checking signatures. Compli- 
ance with the other restrictions mentioned 
above are up to the conscience of employer and 
employee. From August issue of Mill Supplies’ 
Supplementary Bulletin. 
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HOW TO SELL TOOLS 






War workers who buy their 





own tools for maintenance, 






repair, and operation can now | 





use the same ratings their em- 






ployers use for these items. 





Employees of companies on 
Schedule I of MRO Regula- 
tions rate AA-1; on Schedule 
II, AA-2; and unlisted, AA-5. 
PD-1X is still in operation, 









of course; this new rating is one additional sure way to keep tools going 
where they’re needed and to keep you selling. The new plan has these 





restrictions: 






1 Only one tool may be bought on 
each certification. 







2. Certification must be signed by both 
























employer and employee. 


a Certification must state that the 
worker needs the tool for his job, and 
that he does not have a similar tool 
which would serve the purpose. 


That’s just about the whole story . . . but 
remember this: It takes as much scarce 





material to make a poor tool as it does 
to make a good one. You serve the war 
effort best by selling quality tools. So 





specify the better brands. One of these is 
PRECISION 


TOOLS 






Millers Falls, whose hand tools, portable 
electric tools, hack saw blades, and pre- 


MILLERS FALLS 
TOOLS 


cision tools fulfill every 
requirement for efficient 
work, easy handling, and 
long service life. 





MILLERS FALLS COMPANY 
GREENFIELD, MASSACHUSETTS, U.S.A. 
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LAMSON & SESSIONS 
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Your Jobber Stocks the Lamson Line 





Special Features of 
DEMING JET PUMPS 


} Tapered Stainless Stec! Shaft insures tight-fitting, 
true running shaft and impeller assembly. 





? Slotted Compression Type Sleeve Coupling pro- 
vides a close coupled connection between pump shaft 
and motor shaft which keeps the assembly in absolute 
alignment, preventing wear on stuffing box and wear- 
ing ring in casing. 


3 Air Release Tube on top of casing eliminates any 
air which might accumulate at top of impeller 
thereby preventing possibility of air locking. 


4 Automatic Balanced Regulator consists of sprin 
loaded valve and diaphragm. Does not create back 
pressure on pump. Manually adjustable for varying depths. 


5 Threadless Pipe Connection in pump casing elirni- 
nates all slip couplings or union in pressure pipe linc. 


Patented Single Pipe Ejector. No special tools 
required to expand packer. Easily removed from 
well by withdrawing suction pipe. 


FREE BOOKLET “Facts You Should Know about Deming 
Jet Pumps” explain why these pumps are the more 
popular in the field. 





PUMPS AND WATER SYSTEMS 


The Deming Company - Salem, Ohio 
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No. 14... . PICKING THE 
PROPER TOOL FOR THE JOB 








Next to knowing how to use tools, it is ee to 
know which particular tool of a type to use for a given 
iob or operation. With this in mind the next few issues 


of TOOL NOTES will cover this subject graphically. 

















Where wire must be cut off close to a wall or other flat 
surface from which it protrudes, use CRESCENT END 


CUTTING NIPPERS. They make — an almost 
flush cut because they are designed for that purpose. 
Example : cutting form wires on concrete work. 








AE TS EPG, AY 
“How To Do It” 
information For 


Crescent Tool Users: 


























When you must work around obstructions or into tight, 
out of the way corners where fingers cannot reach, use 
CRESCENT CURVED NEEDLE NOSE PLIERS. 
They’re designed to provide a good grip on small ob- 
jects. Example: assembling and servicing radio sets. 


“yy 
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The broad, flat, long jaws of CRESCENT’S DUCK 
BILL PLIERS not only provide excellent gripping 
power on flat surfaces, but will “reach in” and “work 7 
where clearance is extremely limited. Example: straight- 
ening and spacing metal fins. 











CRESCENT SLIP-JOINT PLIERS are a general-pur- 
pose tool, having excellent gripping power over a wide 
capacity range because of their adjustable jaws. Ideal 
for holding or turning round pieces. Example: loosen- 
ing a “frozen” adjustment screw. 


MAIL THE COUPON FOR FREE REPRINTS 


This is No. 14, in Crescent’s TOOL NOTES Series. 
These informative advertisements providing practical 
information for users of hand tools, are available either 
unched to fit a standard 3-ring binder or suitable for 
ulletin board and classroom use. Coupon request will 
receive prompt attention. 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 


Crescent Tool Co., Jamestown, N. Y, E-5 
Please send your “TOOL NOTES” Series 


(] for Bulletins (| for 3-ring binder 


Name 





Address 








City 











No. 42 
Trolley Door Hanger 


The sliding door moves 
with friction-frée ease on 
NATIONAL HARDWARE 
Kase of action is the secret of efficient door ma- 
nipulation. Wherever friction occurs—wear and 
deterioration follow to break down free, gliding, 
door action. National designers have stressed 


wage the importance of eliminating friction from these 
Oo. 


Tediinyy Doar Munger hangers which accounts in part for their popu- 


larity with architects and builders everywhere. 


Natienal 


The many hanger and rail styles and sizes shown 





give great flexibility to their service in adequately 

meeting most every type of construction. Preci- 

Braced sion built, the hangers and rail work in perfect 
Rail : , _ ‘ F ee 
“Big 4” coordination. The many fine individual features 
Flexible Door Hanger of this hardware assure years of trouble-free 


service when installed. 
Dealers may replenish their stocks of the above 
hardware by using Form WPB-547 for supply- 


ing jobs carrying AA4 rating or better. 


NATIONAL MANUFACTURING ee 
COMPANY =: Sterling, Illinois you! 


It wa 


Adiustable Storm-Proof Door Hanger 


ed to 
nor 
thert 
guide 
ture 


Storm-Proof Rail 36 ee almo 
No. 55 It to 


Storm-Proof strut 
Junior Door Hanger 


No. 41-14 Trolley Rail No. 51-16 Trolley Rail 
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THIS IS YOUR ARMY-NAVY “E”! 





ERE at Taylor Instrument, we're mighty 
proud of this Army-Navy “E” Award 
we won last July. 


You can be just as proud of it as we are, because 


you helped win it! 


It was won by the Taylor Instruments you want- 
ed to get—and couldn’t. Production that would 
normally have gone into indoor and outdoor 
thermometers, 


fishing 


cooking thermometers, 
guides, barometers—diverted to the manufac- 
ture of hundreds of different instruments for 


almost every branch of the armed forces. 


It took years of Taylor Accuracy in making in- 


struments for you—to be able to supply Uncle 


Sam with the instruments he needed in the high 
quality and tremendous quantities required. 
And after the war you'll be able to tell your 
customers that, more than ever, “Taylor In- 
struments mean Accuracy First!” Taylor In- 
Rochester, N. Y., and 


strument Companies, 


Toronto, Canada. 








‘Taylor Instruments 


es Se 


ACCURACY FIRST 











* KEEP ON BUYING U.S. WAR BONDS AND STAMPS 
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MANUFACTURERS OF AMERICA’S FIRST AND FINEST WASHERS FOR 72 YEARS | 


40 





MADE GOOD! 
Mary likes to be clean— 


and is proud of the fact that 
her clothes are always spic 
and span. 

That's because another Horton 
dealer made good—he kept 


faith with his customers by 


checking irreplaceable laun- 
dry equipment—repairing it 
when necessary so as to keep it 
working at peak efficiency. 


Horton urges dealers every- 
where to set up a routine 
checking system. It builds con- 


a Awittn dealer 


fidence and paves the way for 


future sales. 


Horton employees, for excellence 
of production of war materials, have 
received the Army-Navy “E” award 
—and for investing 10% of their 
earnings in War Bonds they proudly 
fly the Minute Man Banner. 


FORT WAYNE, INDIANA 








HELP YOUR CUSTOMERS 


50 Fe. 
150 Fe. Rolls, 


SELL RV-AN UTE FOR 
STORM DOORS and WINDOWS 


Leading heating engineers assert that 25% to 30% 
of the heat generated in the average home is lost 
through the glass panes in the doors and windows. 
The greater part of this loss can be prevented by 
properly fitted R-V-LITE storm doors and windows. 


Your Market ts Unlimited 


R-V-L ITE Reekegeeetaeetcleeer 
R-V-LITE 
R-V-LITE 


ings, etc. 
IN THE HOME 
Unequalled for sunporches, nurseries, 
playrooms, attic and basement win- 
dows, etc. 
IN THE FACTORY 
Economical and effective for factory 
windows, skylights, partitions, etc. 
R-V-Lite National and Point-of-Sale 
Advertising Works For You Constantly 
Continuous advertising in 
prominent publications and 
tensive radio commercials, 
backed by powerful merchan- 
dising helps for your store, 
makes it easy for you to sell 
R-V-LITE, the All-Purpose 
Window moterioal. 





* 
Help 
The War 
Through Fuel 
ORDER FROM YOUR JOBBER TODAY Conservation 


ARVEY CORPORATION e ~~ 


Exclusive Manufacturers of R-V-LITE 


3470 N. KIMBALL AVE CHICAGO 
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What about the 
Future? 


After the war the popularity of hunting and target shoot- 
ing will increase. Men who have worked hard in the 
war effort, restricted in recreation, will return in greater 
numbers to the woods, fields, marshes and target ranges 
to enjoy the healthful sports that so characterize America. 


For the first time in their lives millions of men now in 
our armed forces are experiencing the natural fascina- 
tion of handling and shooting guns. When they return 
to civilian life this interest will continue with many of 
them, reflected in hunting and target shooting. 


The sudden, greatly enlarged demand for sporting arms 
will find the Savage Arms Corporation ready. 


SAVAGE — high grade rifles and shotguns 


embodying the latest developments in the field of 
gun-making. 


STEVENS — vol prod of guns for 


sport; values hard to equal in point of accuracy, 
dependability, safety in operation and all-round 
excellence. 





FOX —a tradition in the realm of high grade 
double barrel shotguns. 


Now we are producing large quantities of Browning .50 
caliber airplane machine guns, and other guns and mil- 
itary rifles. But we are also looking forward to the time 
of victory and a return to the happier days of peace. 
And we'll be ready. 


SAVAGE ARMS CORPORATION ¢ UTICA, N.Y. 








STANDING BY 


When our facilities are no longer 
needed to produce implements of 
war, we shall be ready to serve you 
better than ever. 

New skills, enlarged and improved 
manufacturing equipment... and 
broadened experience . . . will pro- 
vide finer Bennett products and 
greater Bennett values. 


After the war, look to Bennett for 
fireplace specialties that will top 
the market. 


BENNETT FIREPLACE CO. 


NORWICH, N. Y. 


BENNETT 


reo. 


ae a oe a Oe 
SPARK CURTAINS 


Thiel a -1eld Ma lelaelelm@misl-Midelti-timelgeh dlaleMilag-tiaa-1-1ar 


olaMmiil-Meiale la 4-1 dae a Aelia niolanal-aalelale MS d-talaalela mel ii tia 


oh @uaslela-Mehisgelehaha-m Zeli0]-. Mmeobal-1 maar — 








Under present conditions . .. and because of the increased demand 
for these Federal items that protect and conserve food . . . our 
service is necessarily limited both as to available merchandise and 
to deliveries. However, we will continue to do our best to meet 
your requirements as fully as possible. We regret that we cannot 


accept new accounts. 
, 


— 


@ No. 430 Dripless Server, 1'44-qt. size, holds point-saving 46-oz. 
can of fruit juice; is ideal refrigerator container; keeps juice better, 
longer—avoids contamination and odor—cleans easily; retails at 75¢ 
@ Similarly, No. 427 No-Drip Server, 14-oz. size, is for cream, 
condiments, etc. .. . retails at 25¢ @ No. 630 Sugar Server prevents 
spilling; is sealed with self-closing top . . . retails at 25¢ @ No. 
610-G Gravy Blender mixes gravies, salad dressings, etc. . . . retails 
at 25¢ @ No. 453 Twin Server Set provides sanitary, hinged-top 
containers (complete with spoons) for jellies, jams, horse radish, etc. 
. retails at 50¢ (No. 455 individual jar—20¢) @ No. 459 Salt 
’N Pepper Range Set has new, sanitary “side flow” pouring holes in 
shaker tops to keep dust and grease from settling down and into 
contents .. . retails at 39¢ (No. 456 individual shaker—10¢). 


SEE YOUR JOBBER... 


(All retail prices as listed above are suggested retail prices; they may be 
slightly higher west of Mississippi) 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 


400 N. LEAVITT ST., CHICAGO, ILLINOIS 
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Turning out the tools of war 
in great quantities and on 
time is our prime responsibil- 
ity. But that isn’t all! 


Not specifically mentioned, 
but nevertheless a very real 
part of our war contracts, is 
the duty to do the job at the 
lowest possible cost. 





Take the case of the (CEN- 
SORED). On this one con- F ~ ¥ 
tract Lawson experience and 
efficiency made it possible to produce an im- 
portant part of a war weapon at one-third of 
the previous cost. This means a real saving 
to every American taxpayer. 


Tomorrow, when we again turn to the 
manufacturing of a complete line of bath- 
room cabinets, this experience will help us 
to make better cabinets for you at lower 
cost. 


THE F. H. LAWSON CO. 


Bathroom Cabinet Division 
CINCINNATI, OHIO 
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\ when you go after 
War business 


When you go after building hardware on a 
war job, you'll find it pays to add the plus of 
McKinney to your quotation. 

Two good reasons: 

The name McKinney has represented quality 
and precision manufacture for more than 75 years. 

With diversified war production added to its 
regular hardware line (the making of parts for 
numerous war items from aircraft to hand 
grenades and landing mats to tanks) McKinney 
is better known than ever before among war 
producers. 

First consider McKinney for wartime building . 
then talk McKinney and display McKinney * 
building after the war. 
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Post-War 
Distribution 
Of Surplus Goods:— 


War demands for huge 
quantities of all kinds of mer- 
chandise continue. Unbeliev- 
able and unprecedented vol- 
ume has been required for 
many hardware and tool prod- 
ucts. Practically every hard- 
ware manufacturer has _pro- 
duced and delivered shipments 
of size and frequency that have 
taxed both facilities and the 
imagination. Many producers 
wonder how even half of these 
fabulous quantities will be put 
to useful purposes, even in 
global war operations. What 
really worries these business 
men is—how much of this 
merchandise will be in govern- 
ment warehouses at the close 
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of the war and how will such 
“surplus goods” be disposed 
of and at what prices. Obvi- 
ously, there will be tremen- 
dous stocks of many hardware 
store items. If such goods are 
dumped on the market at dis- 
tressed prices, as they were 
following the previous war, 
many markets will be upset 
and many unfair conditions 
will prevail. Some program, 


providing orderly and equita- 


ble disposal of surplus goods, 
should be developed now— 
well in advance of the prob- 
able needs for such a program. 
Many partial plans have been 
advanced and a few complete 
plans have been discussed, but. 
as yet, no real action has taken 
place even though many of the 
projected ideas on the subject 
have genuine merit. 


Surplus Goods 
Could Be Returned 


To Producers:— 


One of the best suggestions 
we have seen is premised on 
the return of all surplus goods 


to the manufacturers who 
made them. The return price 
would be the same as charged 
the government, less any pen- 
alty fee for damaged condi- 
tion, need of repair or refin- 
ishing. Such a price would 
be fair both ways, as it may 
well be assumed that the gov- 
ernment purchase price was 
below normal market quota- 
tion. Such a program of re- 
sale back to producers should, 
of course, be governed by 
some restrictions. For exam- 
ple, no manufacturer should 
be permitted to resell such re- 
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claimed goods at the rate of 
more than 10 or 20 per cent 
(of total reclaimed) in any 
one year—or required to not 
sell beyond 10 or 20 per cent 
of his total year’s volume from 
stocks of reclaimed goods. 
This would be a fair and 
proper precaution. It would 
prevent unfair advantages be- 
ing taken by any one manu- 
facturer whose goods were 
especially plentiful and avail- 
able at the close of the war. 
Such a program would assure 
an orderly and equitable dis- 
tribution of surplus goods 
without demoralizing effects 
for each producer would be 
protecting his own brand of 
merchandise and, therefore, 
would have a proper and self- 
ish interest in maintaining a 
fair market. The government 
would receive a better money 
return than could be realized 
on an auction sale, the cost of 
which also would be saved. 
The professional “scalpers” 
and price wreckers would not 
approve of this plan, but most 
legitimate tax-paying produc- 
ers and distributors would 
very definitely see the merits 
of such a program. 


Good Convention 
Topic for October 
Meetings: — 


In a month’s time hardware 
manufacturers and wholesal- 
ers will meet in joint conven- 
tion in New York City. Both 
groups have vital stakes in the 
post-war problem of surplus 
goods. A discussion of the 
procedure suggested in the 
preceding paragraphs would 
be most appropriate for this 
convention—as would a free 
discussion of any other plans 
for accomplishing the same 
objective. If a sufficient num- 
ber of producers and distribu- 
tors become seriously inter- 
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ested in the surplus goods 
problem, and can agree on 
some practical solution or for- 
mula, some good progress can 
be made. Congress unques- 
tionably would be interested 
in an intelligent, workable 
program that had wide-spread 
business backing. Remember 
that if business itself doesn’t 
do the thinking and the plan- 
ning and insist upon the right 
procedure, we will experience 
again the same demoralization 
of markets that followed the 
first world war. 


People Still Have 
Power and Should 


Exercise It:— 


A prominent WPB official, 
borrowed from the ranks of 
the hardware industry, is both 
amazed and pleased to find 
official Washington very re- 
sponsive to the complaints of 
articulate citizens. He says 
that letters to Congressmen do 
get attention and that employ- 
ees, in high or low places, in 
governmental agencies take ac- 
tion when a Congressman asks 
for it on behalf of some out- 
raged constituent from back 
home. He further says that 
most of us don’t appreciate 
our own strength in the matter 
and that many more of us 
should exercise our privilege 
of telling our law-makers what 
we want and what we don’t 
want—instead of holding post- 
mortem complaint sessions 
among ourselves. Just as the 
squeaking wheel gets the 
grease so do the more articu- 
late get action. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 76 








“The Spirit 

of Enterprise,” 
A Book You 
Should Read:— 


Over the past week-end, I 
read a book by Edgar M. 
Queeney entitled “The Spirit 
of Enterprise”. This morning 
I obtained ten copies and have 
distributed them to as many 
associates who will, I am sure, 
enjoy the restrained wisdom 
of this author who is a busi- 
ness man writing about busi- 
ness. It is truly refreshing to 
read -such a book in these 
strenuous times. The author 
is president of the Monsanto 
Chemical Co. of St. Louis, Mo. 
His message is an impartial, 
analytical, yet intensely inter- 
esting, exploration of the de- 
velopment of this country and 
of our post-war responsibilities 
and opportunities through our 
own American system of free 
enterprise, or, if you prefer. 
call it the capitalistic system. 
He tells what we have accom- 
plished and what we may and 
probably will accomplish if, 
in the post-war era, we are 
able to unshackle ourselves 
from bureaucratic control and 
really give initiative and ambi- 
tion a free hand with free com- 
petition for goods and ser- 
vices. Mr. Queeny does not 
defend the errors of judgment 
and practice of our system to 
date nor does he condemn the 
social aims of those who op- 
pose the unshackling of busi- 
ness, life, liberty and pursuit 
of happiness when the war is 
over. In fact, he seeks a bet- 
ter standard of living for all 
people, but he insists that it 
can only be obtained by pri- 
vate enterprise and not by 
legislative controls or through 
regimentation. With this I 
wholeheartedly agree and I 
urge our readers to get this 
hook and read it thonehtfully. 
It is published by Scribners. 
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or. advantages of friendly, personal contact. But this friendship can 
m. at least be shown in the honest quality of merchandise supplied 
d them. ILCO endeavors to do just that! 
n 
if, * a4 * 
re 
es WPB-547 Preference Rating Application Form will help wholesale and retail 
nd sales organizations to obtain priority assistance on certain essential types of 
Di- supplies. We will gladly aid you toward interpreting priorities and early 
= delivery of supplies for essential sales. ° 
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= and farming 


are becoming of increasing impor- 
tance each day in our fight against 
the Axis, and the hardware dealer 
who increases his efforts to sup- 
ply the needs of the farmer helps 
both the war effort and his own 
business. The dairy farmer, for 
example, has to be on the job 365 
days of the year and each of his 
cows must be milked twice daily 
fair weather or foul. He’s a No. |] 
prospect for your store. Even 
though the major part of his dairy 
equipment is comprised of items 
used for long periods of time. 
there are articles which must con- 
stantly be replaced. He uses large 
units of sale which his high prior- 
ity ratings enable him to buy. No 
matter how the hardware dealer 
looks at the dairy supply business. 
it is a really worthwhile field to 
go after. 


For the Dairy Farmer 


Among the numerous items 
needed and used by the dairy 


farmer are milk cans, milk pails. 
setting cans, filter disks, cream 
separators, milking machines, elec- 


tric motors, cattle dehorners, de- 
horning saws and blades, teat 
dilators, dairy scales, butter molds, 
bottle caps, hand milk bottle cap- 
pers, spurred cow 
bells, cow stanchions, litter car- 
riers, barn hardware, fly spray, 
milk stools, tie and tie-out chains. 
cow anti-kicks, dairy and bottle 
brushes, milk coolers, milk strain- 
ers, dairy thermometers, water 
bowls, bull rings, work gloves, 
fencing, lanterns, lamps, wire 
screen cloth, repair parts for sep- 
arators, milking machines, etc., 
and water systems and parts. Other 
items include whitewash, roofing 
and supplies, paints, lime, dairy 
disinfectants, clippers and _ clip- 
ping machines, manure and hay 
forks, brooms, brushes and elec- 
tric wiring accessories, etc. 

In order to give you a better 


pokes, cow 
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idea of the potential market for 
dairy supplies in your territory, 
check the number of farms in the 
district and the number of cows 
on each farm. Four million farms 

—or two-thirds of our 6,000,000 
farms—have some dairy facilities. 
Consider these figures and you will 
have a broader picture of the huge 
market there is for equipment 
needed. True, much of the dairy 
farm equipment has a long life if 
it is properly used and cared for, 
but items used for years will even- 
tually need repair and finally must 
be replaced. The very importance 
of dairy and other types of farm- 
ing in our war effort is empha- 
sized by the fact that particular 
attention to those fields is now ac- 
corded by the War Manpower 
Commission and national and lo- 
cal selective service boards. 


Here’s How to Sell ‘Em! 


1—Offer commission to haulers 

Know the men in your district 
who haul milk from the farms to 
the milk plants. These may be 
licensed haulers or farmers. They 
pick up milk daily from many 
farms and on many of these stops 
they see the farmers and talk to 
them. As the result of such con- 
tacts, they are often asked to pick 
up various supplies for delivery 
on their next round. Knowing 
these haulers, and being on good 
terms with them, will help to bring 
you a much larger percentage of 
the dairy supplies business in your 
territory. Offer these men a com- 
mission for the business which 
they bring into your store from 
dairy farms. You will help im- 
prove your volume, create good 
will among them and make them 
think of your stocks whenever they 
want hardware store lines for their 
homes or for business use. Spend- 
ing a little extra promotional 
money—which is just what such 
a commission would be—will help 
you do. considerably more _busi- 
ness with the dairy farm trade. 
And. since some of these items 
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“The dealer who increases his 
efforts to supply the needs of 
the farmer helps both the war 
effort and his own business’ 


will actually be picked up by the 
haulers, your delivery equipment 
will be saved so much extra wear 
and tear. You will save gasoline, 
oil, rubber and time. 


2—Know all factors in the 
dairy field 

See that you or some member of 
your sales staff attends gatherings 
of dairy farmers and other dairy- 
men, wherever and whenever it is 
permissible. This will give your 
staff and yourself a better knowl- 
edge of all dairy farm problems. 
Knowing the farmers, dairy sani- 
tarians, milk plant operators and 
field men will help greatly. The 
milk plant field man is usually the 
dairy sanitarian whose job it is to 
know just what laws affect dairy- 
ing. Become acquainted with 
these men so that you will know 
what changes, if any, have been 





“A Wisconsin dealer has helped 
his business as a result of offering 
milk can service.” 
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made or will be made in sanita- 
tion requirements. 


3—Keep abreast of rationing 
regulations 


Changes in farm rationing regu- 
lations are not infrequent. Keep- 








“Know your local 4-H members and 
keep in contact with their activities 
at all times.” 


ing in touch with the County Ra- 
tioning Board of the United States 
Department of Agriculture will 
protect you from releasing from 
stock those items subject to ration 
certificates unless you are author- 
ized to do so. Some dairy sup- 
plies items are subject to county 
allocation based on past sales and 
requirements and knowing what is 
going on will save you and your 
customers many headaches. 


4—Sell cleanliness 


Dairy farmers have both a legal 
and a moral obligation to main- 


tain clean premises and clean live 
stock. They must deliver clean 
milk or be penalized by losing 
their market. In your contacts 
with the dairy farmer, emphasize 
the fact that clean milk from 
healthy cows will boost the farm- 
er’s income and that other kinds 
will serve to decrease it. The dairy 
farmer is aware of this, but a 
friendly and constant reminder of 
the facts will do much good. Re- 
jection of milk because it is not 
clean is, after all, wasteful and is 
a dissipation of needed supplies 
for both service and civilian needs. 
Remind dairy farmers that all milk 
utensils must have not only clean 
but smooth surfaces. Open seams, 
dents and cracked and pitted uten- 
sils provide ideal places for the 
growth of bacteria and the accu- 
mulation of dirt. Therefore, such 
defects should be remedied or the 
equipment discarded. 


5—Offer repair service 


A Wisconsin hardware dealer 
has helped his community and his 
business, as the result of offering 
milk can repair service. Even if 
all other sanitary measures are 
followed to the letter of the law 
the use of damaged utensils will 
cause conditions resulting in rejec- 
tion of milk. This angle of the 
dairy supplies business is well 
worth going after and such ser- 
vice is a traffic builder and a 
means of conservation and build- 
ing of good will. If your farm 
equipment repair and service man 
is not at present repairing dairy 
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farm equipment, strongly consider 
adding this service to his duties. 
A farm equipment repair man is 
considered as being an essential 
man in essential industry. If you 
do not have such a man but do 
have a household appliance re- 
pair man, consider the feasibility 
of having him take on the duties 
of milk can repair work, ete. 


6—Make calls on famers 


Gas rationing prevents the fre- 
quent calls on farm and other 
prospects that were possible 
months ago. But you can and 
should have your outside men con- 
tact dairy farmers, milk stations. 
etc., that are along the route of 
their calls. Having salesmen, de- 
livery men and repair men on the 
watch at all times for more dairy 
supplies trade can build business 
for you. While a bonafide farm 
equipment repair man is permitted 
supplemental gas ration points, be- 
cause of this service, he is re- 
quired to keep records indicating 
his mileage for actual farm repair 
service separate from mere deliv- 
ery trips and side trips en route 
to and from repair jobs. In other 
words, a delivery man delivering 
a repair part for farm equipment 
is not considered as being on a 
repair visit. However, where the 
repair man has to return to the 
store or go elsewhere to actually 
pick up a repair part and then go 
back to the farm it is considered 
as being within the scope of essen- 
tial farm repair work. 


7—Play up filter disks 

Filter disks are needed by all 
dairy farmers—large or small— 
and must be constantly replaced. 
Many farmers will use two or more 
disks per day per strainer. Disks 
are uually sold in boxes of 100, 
36 boxes to the case, the most pop- 
ular sizes being 6 and 61-inch 
sizes. Encourage the farmer to 
come and buy filter disks from 
your store by constantly display- 
ing them in the store and in dis- 
play windows. They are rapid 
turnover items and are good profit 
makers as well as excellent traffic 
builders. Be sure that all your win- 
dow and store displays of dairy 
farm supplies include and feature 
filter disks with cards indicating 


their purpose, and other pertinent 
data. 


8—Use dealer helps 


Dairy supplies makers, like 
manufacturers of other goods mer- 
chandised by the hardware dealer, 
offer dealer hints for displaying, 
advertising and selling their wares. 
These companies offer such helps 
as outlines of rules of cleanliness 
for keeping dairy herds in healthy 
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“If there is a fair in your irading 
area be sure that you exhibit dairy 
supplies at it.” 


and productive condition. Check 
the manufacturers of lines you 
handle as to what printed matter 
is available for distribution to 
farmers, milk station operators, 
haulers, etc. Use display pieces 
offered by manufacturers as back- 
grounds or integral parts of store 
and window displays. Some of 
these bulietins, circulars and post- 
ers contain good basic selling 
points for you to use while talk- 
ing to customers and prospects. 


9—Watch 4-H activities 
Remarkable work is being done 
by 4-H Clubs to educate and help 
youngsters in farming districts to 
be good farmers and good citi- 
zens." Know your local 4-H mem- 
bers and keep in contact with their 
activities at all times. Most of the 
youngsters in such groups are in 
dead earnest as to learning how 
to be better farmers of the future. 
After all, the youngsters of today, 
despite the fact some will enter the 
armed forces between now and the 
time they become full fledged 
farmers, are the farm owners of 


tomorrow. Good relations with 
these youngsters today builds good 
will and creates more customers 
for later years. You might even 
play host to a local 4-H Club from 
time to time in your store or at 
some local meeting place. 


10—Advertise the department 
Let your community know what 
you have for dairy farms by 
means of display windows, store 
displays, and by using direct mail 
material and newspaper advertis- 
ing. Tell your community in 
every possible and logical way 
that you are in the dairy sup- 
plies business. Direct mail—par- 
ticularly post cards—is a partic- 
ularly good method of advertising 
dairy supplies. Using post cards 
bearing informative, worthwhile 
data about your dairy supplies sec- 
tion can be a big help and the 


cost is very reasonable. 


11—Emphasize the war angle 


Production of more food is ab- 
solutely necessary and you should 
emphasize the war angle of poul- 
try raising and egg production in 
all of your sales talks, displays and 
ads. Food is needed to help win 
the war and the raising of poultry 
is an important way of supple- 
menting the individual’s food sup- 
ply as well as a means of relieving 
shortage of other types of food 
for personal use and for sale to 
neighbors and friends. 

If you do not have a list of 
dairy farm operators be sure to 
develop one. If your local milk 
stations do not sell supplies to the 
dairy farmer they are excellent 
sources for such a list. Another 
good source is the milk hauler. 
Having a complete list of dairy 
farmers in your area tells you 
whom your men should contact in 
reference to dairy supplies and 
gives you marks at which to shoot. 


13—Exhibit at fairs 

Many farm fairs will be held 
this year. If there is one being 
held in your trading area be sure 
that you exhibit dairy supplies at 
it. Emphasize in your exhibit the 
aid to the war effort angle and the 
need for cleanliness on the dairy 
farm and play up sanitation as a 
patriotic and personal need. 
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If You Can't Buy It There 
You Can Probably Rent It 


The Darby Hardware Co. is 
renting a good many items 
it used to sell in peace 
times. And it’s a policy 
that is paying dividends 


Manager D. C. Osteen looks 
over some of the small tools 
in the rental department. The 
board below slides up cover- 
ing the tools and can be 
locked when not in use. 


al 


not be able to buy what they want 
at Darby Hardware Co., Florence. 
Ala., but, in all probability, they 
can rent it there. 

This firm, for several years, has 
had a well regulated rental de- 
partment, featuring floor finishing 


prising number of items which a 
customer would ordinarily buy in- 
stead of renting. 

Rental services in normal times 


machines such as sanders, edgers, 
polishers, pipe threaders, blow 
torches, wire stretchers, tree 
pruners and caulking guns. Now 


that so much new equipment in 
the hardware line can no longer 
be bought, this department has 
been expanded to include a sur- 





Items Rented by the Darby Hardware Co. and Their Rental Cost per Day 


Curtain stretcher -50 
Drag scraper 50 
Lawn mower . . 
Horse clippers . 1.00 
Steel wool polisher .50 
Shovel ...... 25 
Pick ... ota 
Pipe threader . 3.00 
Pipe threader, 

small ... 
Pruning saw 
Cross cut saw 
Grass shears 
Roller 
Blow torch . 
Soldering iron 
Tree pruner .. 
Long pruning 

shears 


Extension ladder 
Tin snips .... 


Stilson wrench, 24” 
Stilson wrench, 14” 


Bit and brace 
Floor polisher 
Vacuum cleaner 
*Sander 

*Edger 

Sprayer 

Hand saw 

Hack saw 

Baby scales 
Dehorner 
Wheelbarrow 
Wire stretcher 
Post hole digger 
Seed sower ... 
6 ft. ladder . 


1.00 
.25 
35 
.25 
35 

1.00 

1.00 
50 

1.00 


Picnic jug . 
Picnic basket 
Corn sheller 
Vetch drill 
Corn and cotton 

planter 
Can sealer 
Mowing machine 
Cultivator 
Caulking gun 
Wire pliers 
Ciaw hammer 
Loud speaker 
Glazier pointer 
Staple driver . ; 
Set of auger bits. 
Pressure cooker 

* Per hour. 

+t Per bit. 
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This well painted sign publicizes the store's rental services. 


are usually predicated upon the 
idea that users become buyers of 
the machines and also buy the 
materials to go along with the ma- 
chines such as waxes and polishes 
for floor finishing operations. 
However, this company, according 
to D. L. Osteen, manager, has ar- 
ranged its schedule of rentals to 
make the department profitable in 
its own right. It still enjoys the 
sale of materials along with the 
machines, such as polishes and 
sand paper with floor sanders, 
wire with wire stretchers, and 
spray with sprayers. The sale of 
machines and tools themselves is 
out, although the company puts a 
recovery price on the equipment 
in case it is lost or damaged. 

Items for rent are all segre- 
gated into one department in 
charge of D. W. Nichols, man- 
ager of the rental department. His 
job is to check each tool or ma- 
chine as rented to see that it is in 
operating condition and again on 
its return to see that it has not 
been damaged. Mimeographed 
blanks are used to note the follow- 
ing data on each item rented: 
date, customer’s name and ad- 
dress, item rented, rate, date and 
hour checked out, date when cus- 
tomer promises return, date and 
hour when actually returned. The 
slip also has a space to note other 
items added to the bill and a place 
for the customer to sign. 

Rental items are kept under 
lock and key by the rental man- 
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ager and others on the sales force 
operate through him. Except for 


this airtight system, Mr. Osteen 
says, it would be easy for rental 
tools and machines to become lost, 
misplaced or damaged. Responsi- 
bility is vested in one man who 
sees to it that the tools are kept 
sharp and in good condition for 
operation. 

“We could have sold out all our 
tcols and machines in the critical 
list and let homeowners and 
handy men get along the best way 





they could,” explains Mr. Osteen. 
“Instead, we felt it was better for 
all concerned to keep a few new 
or reconditioned tools on hand for 
rent. Our rental stock includes 
four lawn mowers, four floor pol- 
ishers, two sanders, one edger, 
two vacuum cleaners and a wide 
assortment of other handy items. 
In fact, there is hardly an item in 
our line that we do not rent from 
time to time. 

“The urge to ‘do your own 
work’ now that so many craftsmen 
are in the army or war plants has 
increased enormously the demand 
for rented tools and machines. 
Craftsmen would ordinarily be 
equipped for this work but home 
owners and farmers are not, hence 
the desire to rent them. The man 
who wishes to sand his own floors 
doesn’t need to buy a sander, but 
he does need to rent one. Simi- 
larly, the victory gardener who 
wants to put a fence around his 
plot doesn’t need to buy a post 
hole digger, but he would like to 
rent one for a few hours. 

Among the most popular items 
added to the rental list are pres- 
sure cookers. Customers are keep- 
ing them busy day and night. This 
was an item which was _ badly 
needed, but which could not be 
purchased in quantities large 
enough to supply the demand. 








Bowlers Read, Came and Purchased 





Attention 


Ordered at Once. 


Contrasting Colors. 


MEN’S AND WOMEN’S 


BOWLING SHOES, 


Water & E. Main St. 





Decatur Bowlers 


Bowl In Style This Season! dud TANS 
BOWLING SHIRTS AND TIES are Still KGilabis if 


DECORATIVE SHIRTS in White Broadcloth and 


See Us for Prices and Delivery Information 


Pair $2.49 to $3.95 
Morehouse & Wells Co. 


SPORTS DEPARTMENT—BASEMENT 





Phone 4231 








Morehouse & Wells Co., Decatur, Ill., starts to promote merchandise for 
the bowling enthusiasts early in the season. This advertisement, repro- 
duced in original size. calls attention to essential bowling attire. It 


produced excellent results. 
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They Sell 3,000 Gallons of Paint 
In a Trading Area of 15,000 


Here is a section of the firm’s large paint department. A bank of tables 
in front features floor wax, cleaning fluids and other home cleaning needs, 


{ in THOUSAND 


gallons of paint a year in a trading 
area of about 15,000 is really a 
volume worth talking about. The 
Greenwich Hardware Co. in 
Greenwich, Conn., enjoys just such 
a business. What is even more 
noteworthy is the fact that Green- 
wich is within an hour’s distance 
of New York City with its numer- 
ous paint outlets. Simple arith- 
metic shows that the store thus 
sells approximately a_fifth-of-a- 
gallon of paint for every person in 
its estimated trading area of 15,- 
000. And last year’s volume in 
paint and related lines was about 
one-third greater than the store’s 
previous annual average in such 
goods. A volume of $20,000 was 
enjoyed last year for paint and re- 
lated lines. 

Like many other hardware 
stores, the Greenwich Hardware 
Co. normally circularizes its trade 
with manufacturers’ mailing pieces 
and supplements that policy with 
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The Greenwich Hardware Co. is 
selling about one-fifth of a 
gallon for every person in 
the trading area and had a paint 
volume of $20,000 last year 


store demonstrations. Because of 
war conditions, the store has not 
followed that policy this year. 
Even so, paint and related lines 
volume is continuing high since 
the store has handled and pushed 
the same top quality paint for 
about 37 years and has built up 
a steady trade. Although never 
missing an opportunity to sell 
master painters with good credit 
standing, most of the store’s vol- 
ume is in sales to homeowners, in- 
dustrial painters, etc., for home 
and business place maintenance. 
Right now, with present-day labor 
shortages, there is an increasing 
tendency among home owners to 
do their own paint jobs. When 


necessary, in such instances, the 
store staff will estimate for the 
customer the quantity and type of 
paint needed for a particular job. 

Shown herewith, is a section of 
the paint department of the Green- 
wich Hardware Co. store. While 
the section in which sandpaper 
and brushes, putty knives, etc., is 
very prominent in the department 
that section of the setup is not 
shown in this illustration. Because 
customers see sandpaper, brushes 
and related items and are re- 
minded by the salesmen of the 
need for such extras about three 
out of four paint customers will 
buy such’ articles. In many in- 

(Continued on page 149) 
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Manufacturers, Jobbers Meet 
In New York, Oct. 18-20 


convention 
Hardware 


The joint annual 
of the American 
Manufacturers Association and 
the National Wholesale Hard- 
ware Association, in the form of 
a war conference, will be held 
at the Hotel Commodore, Lex- 
ington Ave., and East 42nd St., | 
New York City, N. Y., Monday, | 
Oct. 18 to Wednesday, Oct. 20, 
1943, inclusive. This war confer- | 
ence will mark the 49th annual | 
meeting of the wholesalers and | 
the 87th semi;annual convention | 
of the manufacturers’ organiza- 
tion. Headquarters of both asso- 
ciations will be at the Hotel 
Commodore, at which place all 
meetings will be held. Complete 
facilities of the entire Ballroom 
floor of the hotel will 
able for those attending. 


be avail- | 


Registration will begin at 9 
o'clock Monday morning in the 
West Ballroom, Third Floor, | 
Hotel Commodore. Regular meet- | 
ings will start with the joint | 
opening session to be held 8:30 | 
p. m., Monday night. Tuesday | 
morning there will be a joint | 
session of the jobbers and the | 


manufacturers. That afternoon at 
2:00 p. m. there will be an open 
joint of the National 
Wholesale Hardware Association 
and of the National Association 
of Sheet Metal Distribeters. On 
Wednesday morning at 10:00 a.m. 


session 





CHARLES F. ROCKWELL 


and whole- 
again hold a joint 
open session. That afternoon at 
2:00 p. m. both the jobbers and 
the manufacturers will hold their 
in different 


manufacturers 
will 


the 
salers 


annual meetings, 





GEORGE A. FERNLEY 


rooms. At the conclusion of the 
annual 
will merge their meetings for a 
final joint session at 2:45 p. m. 


sessions tae two groups 


George 





A. Fernley, 505 Arch | 


St., Philadelphia 6, Pa., is secre- | 


tary of the National Wholesale 
Hardware Association. Charles 


F. Rockwell, 342 Madison Ave., 


New York City 17, N. , o is sec- | 


retary of the American Hardware 
Manufacturers Association. 


STULL VICE-PRESIDENT 
HERCULES POWDER CO. 


Philip B. Stull, general man- 


ager of the Hercules Paper 
Makers’ Chemical Department, | 
has recently been elected vice- 


president of the Hercules Powder 
Co., Wilmington, Del. Ralph B. 
McKinney has been appointed 
Mr. Stull’s successor as general 
manager of the company. 

Mr. Stull, who has served as 
general manager for the past six 
years, became affiliated with the 
company in 1926, when the Vir- 


| 
| 
| 
| 
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ginia Cellulose Co., Hopewell, 
Va., of which he was president, 
was acquired. He was then 
named general manager of the 
Virginia Cellulose Department, 
with headquarters in Wilming- 
ton, Del. In 1933 he was elected 
a director, and four years later 
was transferred to the PMC de- 
partment as its head. 

Mr. McKinney, former assist- 
ant general manager, has been 
Hercules since it 
founded in 1912. He was the 
first director of the purchasing 
department in 1918, and then 
was transferred to the explosives 
department 11 years later as as- 


with was 








sistant sales manager. In 1932 | 
Mr. McKinney was again ap- | 
pointed director of purchases, 


and in 1937 went into the PMC 
department. 


ADAMS IN SOUTH FOR 
DURBIN - DURCO 

James R. Adams, 1217 Bonnie 
Brae, Houston, Tex., is the sole 
representative for Durbin-Durco, 
6611 Olive St. Rd., St. Louis, 
Mo., in Texas, Arkansas, . Okla- 
homa, Louisiana and Mississippi. 


E. 
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W. S. STILES PRESIDENT 
OF MORLEY-MURPHY CO. 


W. S. Stiles was 
elected president of the Morley 


Murphy Co., Green Bay, Wis.. 





w. 


8S. STILES 
wholesale hardware distributors. 
Mr. Stiles entered the employ of 
the company in 1908 as a sales 
man. In 1925 he was elected 
secretary and in 1927 was made 
vice-president. 


Perry Holder Elected President 


of Wickwire Spencer Steel Co. 


E. Perry Holder, president, | 
Vulcan Iron Works, Wilkes- 
Barre, Pa., has recently been | 


elected president of the Wick- 
wire Spencer Steel Co., 500 Fifth 





E. PERRY HOLDER 





Ave., New York City. Mr: 
Holder succeeds E. C. Bowers. 
who has been connected with the 
company since 1911 and presi 
dent since 1926. Mr. Bowers 
has resigned because of illness. 
but will continue as a member 
of the board and of the execu 
tive committee in an advisory ca 
pacity. Carl Collins will 
tinue as vice-president in charge 
of production. 


con 


After graduating from Yale. 
Mr. Holder served in the first 
World War in the Army. Dur 


ing the NRA days he served on 
three advisory boards of indus 
trial organizations, and was ex 
ecutive vice-president of Ameri 
can Machine & Metals, Inc.. 
New York City, until 1937. 
Since 1940 he has been presi 
dent of the Vulcan Iron Works, 
Wilkes-Barre, Pa., in complete 
charge of all operations. 
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CARBORUNDUM CO. RECEIVES ARMY-NAVY “E”: The 
Carborundum Co., Niagara Falls, New York, recently was 
awarded the Army-Navy “E”’ Pennant for great accomplish- 
ment in the production of war equipment, namely grinding 
wheels, coated abrasives, abrasive grain, and refractories. 
Dean Austin Pardue was chairman of the presentation cere- 
monies. Col. John M. McDowell, Field Artillery, U. S. Army, 
Commanding Officer, District 4, Second Service Command, 
Buffalo, N. Y., made the presentation speech, and Arthur 
Batts, president of the company, accepted the pennant. Lt. 
Comm. George W. Eighmy, USNR Assistant to Resident In- 
spector of Naval Material, Buffalo, N Y., presented the “E” 
pins to Joseph C. Rice, Marie Wilson, Henry Phillips, Howard 
S. Kennedy and Stephen G. McMullen, who represented the 
employees. The ceremonies closed with the singing of the 
Star-Spangled Banner. Left to right: Arthur Batts, president 
of the company; Joseph C. Rice, plant employee with the 
longest service record; Stephen G. McMullen, president, Car- 
borundum Local 12058, United Gas, Coke and Chemical 
Workers, CIO; Col. John M McDowell, Field Artillery, U. S. 
Army, Commanding Officer, District 4, Second Service Com- 
mand, Buffalo, N. Y. 


LICENSE TWO FIRMS 
TO MAKE “FLEX SEAL” 
TYPE COOKERS 


The Aluminum Cooking Uten- | 


Both licensees have made it 
| clear that production in their 
| plants of pressure cookers for 
the retail trade may not be ex- 
sil Co., New Kensington, Pa., | pected until wartime restrictions 
and Landers, Frary & Clark, New on materials have been lifted. 
Tissie, Cone. kave heen lb They are notifying all their deal- 
censed by Vischer Products Co., | TS this effect. 

Chicago, IIl., to manufacture | 


“Flex-Seal” type pressure cook- 
ers after the war. 

The cooking utensil concern, 
makers of “Wear-Ever,” will 
have exclusive rights under the 
Vischer patents to make alumi- 
num cookers, and Landers, Frary 
& Clark, “Universal” products, is 
licensed exclusively in the stain- 
less steel field, according to an 
announcement by Alfred Vischer, 
Jr., president of the Vischer 
Products Co. 
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R. E. COMPANY MANAGES 
SCHICK SERVICE, INC. 
Recently appointed general 

manager of Schick Service, Inc., 

664 Atlantic Ave., Stamford, 

Conn., R. E. Company will direct 

the operations of 37 service sta- 

tions. After attending Heidel- 
berg Col lege, Mr. Company 
joined the National Rubber Co., 

Elyria, Ohio, and later was made 

sales manager of that company. 





| 


Then after moving to Seattle, 
Wash., he became associated with 
the Bartel Drug Co., and super- 


vised the merchandising opera- 


tions of its 20 branch stores. In 
1936 Mr, Company joined 
Edises, Inc., at that time the west 
coast distributor for Schick, Inc. 
Until the Edises organization was 
taken over by Schick, he was in 
charge of sales and service for 
the northwest territory. He then 
continued with the Schick Co., 
and was made district sales su- 
pervisor with headquarters in 
Seattle, Wash. Now he will move 
to the company’s office in Stam- 
ford, Conn. 


GEORGE B. KLEE CO. 
NOW IN NEW BUILDING 


George B. Klee Co., manufac- 
turers of waterproofing and rust- 
proofing compounds, has _re- 
cently moved to a new address; 
namely, 2162 Dana Ave., Cincin- 


nati, Ohio. 
. 


DOBBINS RETIRES 
FROM BELKNAP 


I. W. Dobbins recently retired 
from the Belknap Hardware & 
Mfg. Co., Louisville, Ky., because 
of ill health after being with the 
company for 40 years. At the 
time of his retirement he was the 


I. W. DOBBINS 


buyer of heavy hardware, pre- 
pared roofing, bolts, and wire 
goods. His assistant, Guy P. Met- 
calfe, succeeded him in this posi- 
tion. 





W. T. WARREN GEN. MGR. 
GRAHAM MFG. CO. 
William T. Warren has been 
appointed general manager of 
The Graham Mfg. Co., Derby. 


WILLIAM T. WARREN 


Conn., manufacturers of key 
blanks and other builders’ hard- 
ware specialties. He assumed 
these duties on September 1. 

Mr. Warren has been con 
nected with the hardware indus. 
try for more than twenty years 
having been successively associ- 
ated with Baer Bros., Masback 
Hardware Co., Inc., Peck, Stow & 
Wilcox Co. and most recently 
with the Defense Mfg. Corp. of 
New York City. 


PATTON SALES MGR. 

INDIAN MOTORCYCLE 

Henry Patton has recently 
been appointed national director 
of sales for the Indian Motor- 
cycle Co., Springfield, Mass., 
succeeding James A. Wright, who 
has resigned. He will make his 
headquarters at the Springfield 
plant. Mr. Patton had previously 
been the concern’s district man- 
ager for New York, New Jersey, 
and Pennsylvania, and he also 
operated the company branch at 
129 E. 129th St.. New York City 


BALLONOFF PRODUCTS 
IN NEW QUARTERS 
Ballonoff Metal Products Co. 
have recently moved to a new 
building at East 37th St. and 
Perkins Ave.. Cleveland, Ohio. 





JACKES-EVANS MFG. CO., RECEIVES ARMY-NAVY “E”: 
The Jackes-Evans Mfg. Co., St. Louis, Mo., recently won the 
Army-Navy “E” for its part in manufacturing supplies for the 
armed forces. The ceremonies were held in front of the plant 
office and in presenting the award Lt. Col. Richard W. 
Coward, executive officer of the St. Louis Ordnance District, 
told the employees the machine-gun belt links you have pro- 
duced would reach from St. Louis all the way to Tokio.” The 
pennant was accepted by Stanley F. Jackes, president of the 
company, and the award pins for employees were presentd by 
Lt. Comm. H. B. Freeman, resident inspector of naval mate- 
rial, to Leslie M. Poe, president of Local 100, Stove Mounter's 
International, who accepted the pins in behalf of the em- 
ployees. Left to right: Franklin R. Jackes, secretary-treasurer; 
Stanley F. Jackes, president; Col. Merle H Davis, commander 
of the St. Louis Ordnance District; Lt. Comdr. H. B. Freeman, 
resident inspector of naval material; and Lt. Col. Richard W 
Coward, ordnance district executive officer. 


DISPLAY GROUP’S 
COMMITTEE FOR 
POST-WAR CONVENTION 


W. L. Stensgaard, president, 
W. L. Stensgaard & Associates, 
Inc., and chairman, Exhibits 
Committee, National Association 
of Display Industries, has _re- 
cently appointed a committee to 

| lay plans for new and improved 

annual post-war display conven- 
tions. 

The is headed by 
Mr. Stensgaard and the members 
are as follows: Albert Bliss, 
Bliss Display Corp., New York 
City; Trowbridge H. Stanley, 


E. F. LLOYD 


committee 


E. F. LLOYD NOW WITH 
SPERRY GYROSCOPE CO. 


E. F. Lloyd is now in the Pro- 


the company originally in 1926 
as a chemist, and then moved 
into the company’s cellulose 
products department. To investi- 
gate Hercules’ cellulose products 
and naval stores possibilities he 
traveled around the world for 
Hercules in 1930. After this he 
was transferred to Chicago, IIl., 
to supervise the sale of cellulose 


products, and in 1934 was ap- | 


pointed manager of the Chicago 
naval stores branch office. He re- 
turned to Wilmington, Del., in 
1936, as assistant director of sales 
for that department. 


WICKENDEN HEADS INCO. 
RESEARCH DIVISION 


T. H. Wickenden has recently 
been appointed manager of the 
development and research divi- 
sion of the International Nickel 
Co., 67 Wall St., New York City, 
with H. J. French as assistant 
manager. 

Mr. Wickenden, who has been 
assistant manager of the division 
since 1931 succeeds the late 
Albion James Wadhams. After 
receiving his engineering degree 
at the University of Michigan Mr. 
Wickenden worked with the 
Chrysler engineering group and 
specified the materials in the first 
Chrysler car. In 1922 he joined 
International Nickel and was in 
charge of developments in the 
automobile field for the research 
and development department in 
New York. 

Mr. French, temporarily serv- 
ing in the Steel Division of the 
WPB in Washington, D. C., has 
been in charge of alloy steel 
International 
and re- 


York 


development — in 
Nickel’s development 
search division in New 
since 1932. 





McSHEEY HEADS ROPE 
SALES DIVISION OF 
WICKWIRE SPENCER 

T. H. McSheey has recently 

been appointed as sales manager, 
wire rope division, Wickwire 


Spencer Steel Co., 500 Fifth 


a 


T. H. McSHEEY 


Ave., New York City. J. A. Old 
will succeed Mr. McSheey as Pa- 
cific coast sales manager. 

He joined Wickwire Spencer 
in 1923, and during the years 
that followed served in various 
sales executive positions, includ- 
ing hardware products manager, 
structural products manager, 
Chicago district manager, and 
Pacific coast manager. Mr. Mc- 
Sheey received a military educa¢ 
tion and served in the last war 
as a lieutenant in the United 
States Navy. Prior to joining 
Wickwire Spencer, he was affili- 
ated with American Steel & Wire 
Co., Rockefeller Bldg., 614 Su- 
perior Ave., Cleveland, Ohio. 
His headquarters will be at 500 
Fifth Ave., New York City, 18. 








duction Control Procurement De- I A. 


partment of Sperry Gyroscope 
Co., Great Neck, L. L, N. Y., a 
war plant. He was formerly in 
charge of the eastern division of 
Chicago Spring Hinge Co., Chi- 
cago, Ill., from which organiza- 
tion he is now on leave of ab- 
sence. Prior to his connection 
with Sperry he had served with 
the War Department. Corps of 
Engineers, Caribbean Division, lo- 
cated in New York as a buyer 
of hardware and tools. In his 
absence from his duties for Chi- 
cago Spring Hinge Co. Mr. 
Lloyd’s father, Frank G. Lloyd 
has taken his place. 
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os Darling Co., Bronson, 
Mich.; L. J. Charrot, L. J. Char- 
rot Co., New York City; Earl 
W. Gasthoof, Earl W. Gasthoof 
Co., Danville, Tl.; I. T. Vier- 
heller, Garrison Wagner Co., St. 
Louis, Mo.; and Joseph Adler, 
Adler Jones Co., Chicago, Il. 
MAYFIELD ASS’T MGR. 
HERCULES POWDER CO. 


Paul Mayfield, formerly director 
of sales for the Naval stores de- 
partment Hercules Powder Co., 
Wilmington, Del., has recently 
been appointed assistant general 
manager. Mr. Mayfield joined 





CADIE EXPANDS: Cadie Chemical Products, Inc., recently 
held a celebration in honor of the opening of the new and 
more spacous show rooms and factory of the corporation at 
621 Sixth Ave., New York City. A. Axelrath and A. J. 
Meyers, co-founders, spent a large portion of their lives in 
developing the European markets for polishing products, the 
former developing shoe polish and the latter household pol- 
ishes and chemicals. Mr. Axelrath stated that the new quarters 
will provide increased facilities for the war time production 
and also for post war products. 
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“am DEALER LETTER 


Every Dealer Needs a Tough Customer! 


A year or more ago we wrote 
a little Dealer Letter story that 
drew so many “How true!” com- 
ments that we think it’s worth 
repeating. This is how it went... 


Every store, we believe, needs 
at least one unreasonable, com- 
plaining generally unprofitable 
customer. 


Why? Well, possessing one, 
your store should turn itself in- 
side out trying to please him, 
and still make a profit. He keeps 
everybody in your organization 
on their toes. He watches your 
bills so closely that you can’t 
claim the remainder of a split- 
penny total. You'll ache to tell 

















“Really, Henry, I think the .22 is more becoming.’ 
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him where to head in, and the 
lesson in self-restraint will be 
invaluable. You’ll probably never 
please him, but in attempting to 
you’ll build a store that’s the de- 
light of your other customers, 
and the despair of your com- 
petitors. 


So the next time you’re tempt- 
ed to start swinging on an un- 
reasonable customer, don’t do it 
—just count ten first, swallow 
hard, and try to satisfy him. It’s 
good for your self-control, and 
your business. Remington Arms 
Compa ny, Inc., Bridgeport, Conn. 











Ducks are America’s fastest game 
birds—sometimes traveling 45 to 60 
miles an hour. 
Express* extra-long range loads reach 
out and pull ’em down! 


Uncle Henry allows as how a college 
education never hurt anybody who was 
willin’ to learn something afterwards. 


These days of limited merchandise, it’s 
a good idea to learn a customer’s ex- 
act requirements when he comes into 
the store. Chances are that you’ll be 
able to suggest something that works 
satisfactorily, even though it may not 
be what he asked for. 


’ * Reg. U. 8S. Pat. Off. 
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OPA APPOINTS WARM AIR | 


FURNACE COMMITTEE 


Seven executives of firms man- 
ufacturing warm air furnaces 
were appointed recently by the 
OPA to serve on the Warm Air 
Furnace Advisory Committee. 
Those who are named to 
committee are: Cliff Ackerson, 


vice-president, Agricola Furnace | 


Co., Gadsden, Ala.; Arthur J. 
Frazee, sales manager, Dowagiac 
Steel Furnace Co., Dowagiac, 
Mich.; Irving L. Jones, presi- 
dent; International Heater Co., 
101 Park Ave., Utica, N. Y.; 
Lawrence B. Murphy, vice-presi- 
dent in charge of production, 
Williamson Heater Co., 335 W. 
Fifth St., Cincinnati, Ohio; Frank 
C. Packer, vice-president, Payne 
Furnace & Supply Co., Inc., 336 
North Foothill Rd., Beverly Hills, 
Cal.; Atlee Wise, vice-president, 
Wise Furnace Co., 100 Lincoln 


St., Akron, Ohio; and Arthur W. 
Wrieden, general manager, Len 
nox Furnace Co., 400 N. Midler 
Ave., Syracuse, N. Y. 


Paul Lingener, whose appoint. | 


ment as Pacific Coast repre- 
sentative of John H. Graham 
& Co., Inc., New York City, 
manufacturers’ representatives, 
was announced in the April 29 
issue of HARDWARE AGE, 


has now established his head- 


quarters at 107 W. 66th St., Las | 
He will cover | 


Angeles, Calif. 
the entire Pacific Coast 
for the company. 


area 


PAUL LINGENER 


HERCULES POWDER CO. 
ESTABLISHES SALES 
RESEARCH DIVISION 


Hercules Powder Co., Inc., 
Wilmington, Del., has recently 
established a sales research divi 
sion to investigate new markets 
for the company’s chemical prod- 
ucts. 

Dr. John H. Long, who will 
head the new division, is a grad- 


60 


the | 


| Mich. Sent to Baltimore, Md., in Jan., 
| North East Sector of the Ferrying Command, his services 





uate of Johns Hopkins University | on various technical problems in- 
and has been with Hercules for | volved in marketing Hercules’ 
the past ten years, specializing | products. 








COL. ROBERT H. BAKER RECEIVES NEW COMMAND— 
LARGEST OF THREE SECTORS: As reported in the Aug. 19, 
1943, issue of HARDWARE ACE Col Robert H. Baker, in 
peace times vice president and merchandise director of Fones 
Bros. Hardware Co., Little Rock, Ark., wholesale hardware 
distributors, recently received two military commendations. 
From its activation, May 29, 1942, Col. Baker was Command- 
ing Officer, Second Ferrying Group, Ferrying Division; Air 
Transport Command, New Castle Army Air Base, Wilming- 
ton, Del. e will soon assume duties as Commanding Officer 
of Central Sector, Ferrying Division, Air Transport Com- 
mand, with headquarters in Kansas City, Mo. Due to the 
rapid growth and expansion of the Ferrying Division, Air 
Transport Command, and its increased importance in the 
successful prosecution of the war, three sectors have been 
established within the division, éach sector covering roughly 
one-third of the United States, the Central sector being the 
largest. Each Sector Headquarters will have command and 
inspection jurisdiction over all Ferrying Division units within 
its geographical area. The Sector under command of Col 
Baker covers a large area of the northwest, midwest and 
southwest United States, including Ferrying Groups at Kansas 
City, Kan.; Memphis, Tenn., and Dallas, Tex. Col. Baker's 
new assignment comes in recognition of the excellent record 
and reputation established by the Second Ferrying Group 
while under his command. He was one of the first officers 
assigned to the Air Corps Ferrying Command, as it was 
originally known and at that time held the rank of major. 
He was called to active duty in June, 1941, and was instru- 


| mental in organizing the Detroit Sector of the Ferrying Com- 


is now the 3rd Ferrying Group at Romulus, 
1942, to organize the 


mand, which 


The 


there soon won him the rank of Lieutenant Colonel 


| North East Sector ranidly outgrew its Baltimore facilities and 


was transferred to Wilmincton, Del., May 29, 1942. At that 
time it was reorganized, as the Second Ferrying Group, under 
the Ferryine Division of the Air Trarsvort Command, with 
ttle more than a runway and two small frame buildings. Col. 
Baker and his staff built what is now one of the finest and 
most efficient militarv air hases in the United States He was 
“romoted to the rank of Colonel in July, 1947. An active 
Avine officer. Col Baker wears the Command Pilot wings of 
the Armv A‘r Farces. His army service record includes not 
only World War I but the Mexican Border Campaign. 





MORONEY REPRESENTS 
WHITE & ASSOCIATES 


Glenn B. White & Associates, 
factory and mill representatives 
for 10 western states, with head- 
quarters in San Francisco, Cal., 
have recently appointed T. M. 
Moroney as their representative 
in the New Mexico, Arizona, and 
southern California territory. 
Mr. Moroney was formerly as- 
sociated with Union Hardware & 
Metal Co., Los Angeles, Cal., 
wholesalers. His headquarters 
will be at 122 East 7th St., Los 
Angeles, Cal. 

His predecessor, Frank C. 
Hartford, is now a first lieuten- 
ant in the mechanized cavalry. 
and is at present stationed at 
Fort Riley, Kans. 


NEW REPRESENTATIVE: 
Newly appointed representative 
for the Pacific Coast area of 
the Youngstown Pressed Steel 
Co., Youngstown, Ohio, Frank 
E. Johns, left, is welcomed by 
Frank W. Knecht, Jr., sales 
manager of the company. Hav- 
ing just completed a study of} 
steel kitchen manufacturing and 
sales, Johns learned planning 
theory and _ possibilities o/ 
Youngstown Pressed Steel 
equipment while visiting the 
home office. The new regional 
manager is a veteran of far 
west merchandising and has 
been associated with home 
equipment sales prior: to his 
new connection. 


WESTINGHOUSE EXPANDS 
GUIDE DISTRIBUTION 


To assist hardware dealers and 
other appliance outlets provide a 
wartime food information service 
and build customer good will. 
Westinghouse Electric Appliance 
Division, E. Pittsburgh, Pa., is 
expanding the distribution of its 
Health for Victory Meal Plan- 
ning Guides. The monthly 
guide contains 68 pages of timely 
food information, menus for all 
meals, facts on current and ex- 
pected food shortages, hints to 
enable you to get the most for 
your points, and basic facts on 
how to serve. well-balanced 
meals. 
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WHAT! NO WAIE?? 


Millions of farmers will read 
about the FREE Symptom Chart 
in Dempster advertising. Get 
your supply now. Be ready. 


DEEP WELL 
PUMP 
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EJECTOR 
PUMP 


Dempster can help you 
safeguard the water supply 
of your farmer-customers 
.... . their essential 
food-producing aid 


The DEMPSTER SYMPTOM CHART... a new, 
pocket-size booklet based on experience with thou- 
sands of Dempster-equipped farms ... tells farmers 
how to prevent water supply troubles, what to do 
themselves, and when to call the service-dealer. 
Dempster advertising in national and state farm papers 
invites farmers to “see your dealer for your free 
Symptom Chart.” Send for YOUR FREE supply today. 


Dempster is producing fighting tools for the armed 
forces ... and also producing water supply equip- 
ment. Repairs, replacement parts and accessories 
are in stock at convenient Transfer Branches. Plan 
now for post-war with Dempster. 


DEMPSTER MILL MFG. CO. 
MAIN OFFICE AND FACTORIES BEATRICE, NEBRASKA 


CENTRIFUGAL 
PUMP 
= 


ae 


4 
| 
ANNU-OILED WINDMILL 











Mail Christmas Packages to Armed Forces Early! 


Hardware dealers who are selling items for gifts for service men and 
women would do well to remind their customers—NOW—of the time required 
by the Post Office for delivery of gifts for those in the service. 

Christmas packages for members of the U. S. Army located overseas should 
be mailed between September 15 and October 15. For the Navy and Marine 
Corps, packages for overseas mailing should be mailed prior to November 1. 
Packages for Christmas, intended for armed forces, men and women located 
within the continental limits of the United States, must be mailed before 
December 15. At least four days’ extra time should be allowed for packages 
being sent from coast to coast. 

Failure to observe the above mailing dates will, 
in delivery being delayed until after Christmas. 


in most instances, result 








WIN MARITIME “M” 
AND GOLD STARS 
FOR PRODUCTION 


Manufacturing companies that 
were recently awarded the Mari- 
time “M” for outstanding achieve- 
ment in completing wartime 
schedules in the manufacture 
and delivery of merchant ship 
supplies and components are as 
follows: Baltimore Copper Paint 
Co., Baltimore, Md.; Bethlehem 
Steel Co., (Lackawanna Mill), 
Bethlehem, Pa.; Devoe & Ray- 
nolds Co., Inc., New York City; 
Inland Steel Co., (Chicago Mill), 
Chicago, Ill.; Jones & Laughlin 
Steel Corp., (Pittsburgh Mill), 
Pittsburgh, Pa.; Republic Stcel 
Corp., (Cleveland Mill), Cleve- 
land, Ohio; and Youngstown 
Sheet & Tube Co., (Youngstown, 
Ohio, Mill), Youngstown, Ohio. 

Manufacturing companies pre- 
viously awarded the Maritime 
“M” and which have recently 
been awarded Gold Stars to be 
added to their pennants signify- 
ing continued production achieve- 
ment include several making 
hardware and allied line prod- 
ucts. Included in this group are 
the following: 

Iron Fireman Mfg. Co., Port- 
land, Ore.; Jenkins Bros., Bridge- 
port, Conn.; Lewis Bolt & Nut 
Co., Minneapolis, Minn.; John 
Lucas & Co., Inc., Philadelphia, 
Pa.; Simplex Wire & Cable Co., 
Cambridge, Mass.; and Socony 
Paint Products, New York City. 


ZINSSER HEADS 
ANNUAL UNITED 
HOSPITAL DRIVE 


William H. Zinsser, president 
of the William Zinsser & Co., 
Inc., 516 W. 59 St., New York 
City, shellac importers and man- 
ufacturers, has recently accepted 
the chairmanship of the 65th an- 
nual United Hospital Campaign 
on behalf of 76 member corpora- 


62 





tions of the United Hospital fund 
operating 88 voluntary institu- 
tions for the care of the sick. 
The campaign starts Sept. 27 and 
this year the goal is $1,457,120.01. 

Mr. Zinsser, who heads the 
company founded ‘by his grand- 


father, is well equipped for the 
chairmanship as he is a presi- 
dent of the Lenox Hill Hospital 
and also has been a trustee since 
1931. He also is a member of 
the board of trustees of the 
United Hospital Fund. 











HEAGARTY IN SOUTH 
FOR OLIVER STEEL 


James T. Heagarty has been 
appointed representative for the 
Oliver Iron & Steel Corp., Pitts- 
burgh, Pa., for black and plated 
nuts, bolts, and rivets in Vir- 
ginia, North Carolina, and South 
Carolina. His headquarters will 
be in the Central National Bank 
Bldg., Richmond, Va. 


BARCALO MFG. SOFT 
BALL TEAM CHAMPIONS 


The soft ball team of Barcalo 


| Mfg. Co., Buffalo, N. Y.. has 
| emerged as 
| league after a highly successful 


champion. of its 
season. After losing its first game, 
the Barcalo team went through 
the remainder of the season un- 
scathed, to win the coveted 
league championship. 

Included among the members 
of the championship team are 
Gerry Abt, tool sales manager. 
and Warren Rosing, manager of 


| advertising and sales promotion. 








OBITUARIES 








ROBERT R. DORNAN 


Robert Reach Dornan, vice- 
president and a member of the 
board of directors of Rubberset 
Co., Newark, N. J., passed away 
recently at his home in E. 
Orange, N. J., after suffering an 
acute heart attack. Graduating 
from Rutgers University in 1932, 
where he specialized in civil en- 
gineering, he was first connected 
with an oil company, and then 
went into the importing business 
for himself. In 1927 he joined 
E. Clinton & Co., Philadelphia, 
Pa., and later on became affili- 
ated with the Rubberset Co. as 
a salesman of industrial and rail- 
road accounts. In 1939 he was 
appointed sales manager in 
charge of paint brush sales, and 
in 1941 became vice-president in 
charge of paint brush sales. Mr. 
Dornan was elected to the board 
of directors in April of this year. 

He is survived by a daughter, 
Jane. 


DAVID GRIMES 


David Grimes, vice-president 
in charge of envineering for the 
Philco Corp., Philadelphia, Pa., 
who was abroad on a special war 
mission, was killed recently when 
the transport plane in which he 
was traveling crashed into a 
mountain. 

Mr. Grimes served in the last 
war as chief radio officer at Kelly 


Field, Tex., and then as signal 
officer attached to the British Air 
Forces in England. After the 
war he joined the American 
Telephone & Telegraph Co., as 
research engineer, later invent- 
ing the “Grimes Inverse Duplex 
Circuit.” From 1930 to 1934 he 
was license engineer with the 
Radio Corp., of America. In 1934 
he joined Philco as engineer in 
charge of home set research and 
engineering till 1939, when he 
was named chief engineer. He 
was elected vice-president in 
1942. 


JAMES E. CONRAD 


James E. Conrad, north cen- 
tral western states representative 
for the Cleveland Cleaner & Paste 
Co., 7275 Neville Ave., Cleve- 
land, Ohio, passed away recently. 


ALBION JAMES WADHAMS 


Albion James Wadhams, Don- 
gan Hills, Staten Island, N. Y., 
vice-president and manager of 
the development and research 
division of the International 
Nickel Co., Inc., New York City, 
passed away recently at his sum- 
mer home in_ Elizabethtown, 
N. Y., after suffering a heart 
attack. 

Mr. Wadhams is survived by 
two daughters and two sons: 








Mrs. Edward J. Carleton, Wood- 
stock, Conn., and Elizabeth H. 
Wadhams, Dongan Hills, S. I.; 
Albion James Wadhams, Jr., 
Captain, U. S. Army and 
Richard H. Wadhams, Wilming- 
ton, Del., who is with the Du- 
Pont Co. 


GEORGE R. SECREST 


George R. Secrest, Sr., 69, who 
was a salesman for Belknap 
Hardware & Manufacturing Co., 
Louisville, Ky., passed away re- 
cently at the Jewish Hospital. 
He is survived by his widow: 
two sons, Elmer Secrest, Camp- 
bellsville, Ky., and George Se- 
crest, Jr.; a sister, Mrs. Rebecca 
Hackworth, Shelbyville, Ky.; a 
brother, W. A. Secrest, Shelby- 
ville, Ky., and three grandchil- 
dren. 


WALTER A. DOW 


Walter A. Dow, vice-president 
of the Chandler & Farquhur Co., 
mill supply distributors, Boston, 
Mass., passed away recently. 
Mr. Dow was 65 years old, and 
had been associated with the 
company for 49 years. 


W. C. SHINN 
William Charles Shinn, presi- 
dent of the Chicago Lock Co., 
passed away recently. 
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a. Right and the Opportunity of every 
Individual to shape his own life, to use his 
initiative and ingenuity, and to reap the rewards 
of his courage and enterprise — these are fore- 
most among the things which have made America 
outstanding among the nations of the world. 

To keep alive the driving power of these in- 
centives and the right of self-determination — 
the very foundation of our way of life—millions 
of Americans have again taken up arms. Theirs 
is the job to assert on far-flung battlefields that 
America shall REMAIN a nation of FREE men. 


We at home are equally determined to main- 





* Buy War Bonds * 


NESCO 


SAMPLES DISPLAYED AT 
1462 MERCHANDISE MART, CHICAGO 
200 5th AVE., NEW YORK 








TO FIGHT FOR A RIG 
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tain this fundamental difference between Amer- 
ica and other countries. We are determined — 
every one of us—to guard and strengthen 
FREEDOM with such unity and clarity of pur- 
pose that America will continue to be the “Land 
of Opportunity,” with the road wide open for 
Individual Ability and Enterprise. 


”) 


NATIONAL ENAMELING AND 
STAMPING COMPANY 


EXECUTIVE OFFICE: MILWAUKEE 1, WIS. 









@ Electric Roasters and Casseroles @ Oil Stoves 
and Ranges @ Circulating and Portable Oil 
Heaters © Portable Ovens © Galvanized Ware 
@ Baking Tinware ©@ Decorated and Litho- 
graphed Ware @ Enameled Ware © Radiator 
Covers @ Lunch Boxes @ Dairy Supplies @ 
Steel Drums, 


















Washington Foresees Healthy Post-War 


Economy in Hardware Field 


HE return to a post- 
war era should not be as devastating 
in its effects to the hardware dealer 
as was the case in the period after 
World War I. Following the first 
world struggle prices in the hard- 
ware field took a drop from their 
inflated war levels to a point where 
many hardware dealers were put out 
of business. 

The accompanying chart graphi- 
cally illustrates the point that it 
should be a far different story this 
time for prices in one of the chief 
hardware lines have dropped a few 
points since our entrance into the 
war and those in another important 
line rose imperceptibly since De- 
cember, 1941. 


in the price of butts, brought about 
by OPA’s regulation, MPR 413, ef- 
fective July 3, which fixed manufac- 
turers’ prices on butt hinges and 
hinges as those used in transaction 
prices on Oct. 1, 1941. The August 
price indexes are based on a pre- 
liminary study made by the Depart- 
ment of Commerce, however they 
are not expected to show any 
change when the study is completed. 

Washington officials pointed out 
to Harpware AGE that maintaining 
fairly stable prices during the war 
will be the backbone for a healthy 
post-war economy. 

In contrast, a look at figures 
prepared by the Department of Com- 
merce in 1919 gathered from records 
of the War Industries Board. the 


* * 


Council on National Defense and 
the Department of Commerce show 
that the hardware dealer had more 
difficulty in operating his business, 
at least in regard to prices. The 
figures were announced at a meeting 
of the Industrial Board of the De- 
partment of Commerce, which was 
held to set up a plan for stabilizing 
hardware prices. They covered price 
increases in the hardware field for 
the period July, 1914, to the end of 
1918. 

The overall increase in builders’ 
hardware, covering the major items 
was 123 per cent. The highest was 
a 365 per cent increase in the price 
of butts, while the smallest was 22 
per cent for cupboard turns. The 
records also show that staples jump- 
ed 124 per cent; screws, 147 per 































































































The price drop in builders’ bard- cent; locks, 217 per cent; wire 
. (Washington Bureau 
ware for July was due to a decline s aaa Aue (Continued on page 123) 
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Chart showing trend of wholesaie prices on builders’ hardware and on hand and edge tools (excepting 
mechanics’ tools) from January, 1940, until the end of July, 1943. This chart presents an average picture 
since some items were subject to sharper increases than others. 
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QUIZ 2 


ON CURRENT CONDITIONS 


Q . .» How do you go about correcting SHORTAGES? 


CORRECT Answer... An excellent way is to fill your empty 
shelves with Gem—2 for 10¢. (You'll re-fil/ them again in no-time! ) 
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Q . .- How do you replace volume lost by RATIONING? 
CORRECT Answer... By stocking up on Gem—2 for 10¢. 


You get quick turn-over, constant supply —and relief from 
ration stamp worries! 
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Q ... With what product can you relieve your PRICE 


CEILING problem? 


CORRECT Answer .. . With Gem—2 for Vij ee > 
10¢. You get a steady, fixed profit on every [\)) ( WM ip 
card you sell! 





ADDED INFORMATION: Gem follows through 
with the great “Avoid 5 o’clock Shadow” advertising cam- 
paign. During Fall and Winter, America’s millions of 
shavers will continue to see Gem’s compelling ads in the 
leading magazines and newspapers. And Gem will keep you 
supplied to serve them! Check your wholesaler—today! 
Gem Division, American Safety Razor Corp., Brooklyn 1, 
N. Y. 


GEM staves 








Help Uncle Sam Fight the Axis 
By Working to Prevent Fires! 


and do it by tying in with 
National Fire Prevention 
Week which is held this 
year October 3-9. You'll 
be aiding your country, 
your community and your 
business by doing it 


“Simple precautions, if 
we made a habit of 
them, would save thou- 
sands of lives, millions 
of doilars’ worth of 
property and many mil- 
lions of hours of man- 
power every year!” 





Fire Prevention Week poster, 19 by 
13 in. and in four colors. may be 
obtained from the National Board 
of Fire Underwriters, 85 John St., 
New York City. Sample copies are 
available free of cost. In quan- 
tities, they cost $10.00 per 1000. A 
miniature reproduction 1, by 1/4 
in. in sticker form may be had at 
20 cents per roll of 1000. Other fire 
prevention organizations have sup- 
plies of both posters and stickers. 


66 ° 





‘ 
si IS year’s annual 


National Fire Prevention Week 
program, Oct. 3-9, inclusive, will 
be observed under coordinated 
effort directed by the Office of 
Civilian Defense. James M. Lan- 
dis, Director, OCD, has stated, 
“Fire is one of the oldest enemies 
as well as one of the oldest friends 
of mankind. It is our enemy chief- 
ly because we are careless of it. 
Simple precautions, if we made a 
habit of them, would save thou- 
sands of lives, hundreds of mil- 
lions of dollars’ worth of property, 
many millions of hours of man- 
power every year. This waste be- 
comes all the more tragic as our 
resources, both human and ma- 
terial, are strained in the world- 


International 
News Photo 


wide struggle to preserve man’s 
freedom. Carelessness with so 
dangerous an agent of destruction 
as the match you throw away—one 
of half a million matches struck 
every minute—can be tolerated no 
more than deliberate sabotage by 
an enemy agent.” 

In peacetime the homeowner or 
businessman who suffers fire losses 
may recover a large part of his 
damages to property through good 
insurance coverage. Indeed, he 
should check right now as to how 
wide and how good is his cover- 
age. Perhaps, because of shrunken 
inventory, he is paying too high a 
premium. He may even be insured 
for too small an amount because 
his present insurance is based on 
lower cost figures. Whatever his 
coverage, he still can’t replace 
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Property Fire Loss 
in the United States 


1912. . $206,438,900 
1922.. 506.541.001 
1932.. 400,859,554 
1933.. 271,453,189 
1934.. 271,197,296 


1938.. 258,477,944 
1939.. 275,102,119 
1940.. 285,878,697 
1941.. 303,895,000 
1942.. 314,295,000 


1935.. 235.263,401 | 1943 (First six 
1926.. 266659.449| months) ... 
1937.. 254,959,423 





190,514,000 





much of the equipment, merchan- 
dise and material because it is not 
available. 

Consider the fire hazard angle, 
Mr. Hardwareman, in your home, 
store, office, warehouse and in the 
community, with the help of 
others. Here are some ideas along 
those lines: 


1—Check your own home 


Inspect your home inside and 
out with a very critical eye. As- 
sume the role of an insurance in- 
spector, fire marshal or some 
other fire prevention official. Seek 
actual fire hazards or conditions 
that might lead to their existence. 
Have all in your household search 
the house for fire hazards. How 
about the fire extinguishers, heat- 
ing and cooking equipment, wir- 
ing? Are they in safe and efficient 
condition? Look for blocked exits, 
faulty flues, leaking gas jets, im- 
properly stored oils, paints, and 
waste materials. Possibly you have 
papers, magazines, etc., that could 
and should be turned over to junk 
dealers and war time collectors of 
scrap materials. Anything you do 
in the home to minimize or elimi- 
nate fire hazards and to encourage 
your neighbors to do will help 
stamp out the dangers and destruc- 
tion of life and property. 


2—Comb your store 


Follow the same procedure in 
your store, or other business place, 
as you would for your home. And 
if you hold store meetings devote 
one of them to fire prevention. If 
you do not normally hold store 
meetings, call one for the purpose 
of having a fire prevention discus- 
sion. Emphasize to your em- 
ployees that loss of the store, or its 
stock might result in unemploy- 


68 


ment which would directly affect 
each individual. In addition, loss 
of critical merchandise would af.- 
fect local efficiency in war plants 
and war services. 


3—Know your fire statistics 


You can take national fire statis- 
tics and local fire loss information 
and compare the upward and 
downward trends of each for ex- 
cellent reference in telling the story 
to your customers, family, friends 
and associates. Remind them that 
for the first six months of 1943 
fire loss in this country is esti- 
mated at the astonishing figure of 
$190,514,000—or well over an 
average of $1,000,000 a day. 
Stress the fact that each year, in 
this country, an average of about 
10,000 are burned to death or die 
as the result of injuries received 
in fires. Each of those millions of 
dollars could be spent to better 
advantage—fighting the Axis. And 
many of the 10,000 people who 
lost their lives in fires might have 
been able to help the war effort in 
some manner. The appalling story 
of property loss in the United 


States is shown at the top of this 
issue, together with the estimated 
loss for the first six months of 
1943. Show these statistics, to- 
gether with local figures, in a win- 
dow display and even in your ad- 
vertising. Look at the national 
figures in the chart and you will 
note that in several periods there 
was a worthwhile decline in losses, 
for a few years. Annually since 
1937 the destruction has increased 
sharply. 


4—Offer extinguisher 


maintenance service 


Your store may already be of- 
fering a wide variety of mainte- 
nance services. If you do not, at 
present, offer extinguisher main- 
tenance facilities you are missing 
a good bet. Most extinguishers 
need recharging and cleaning jobs 
at regular intervals, work that can 
be handled in most hardware 
stores. Some repair parts are still 
available without __ restriction, 
others on priority rating only. 
Certain jobs, of course, should be 
sent to the manufacturer who has 
the equipment needed. 

(Continued on page 147) 





Causes and Prevention.of Farm Fires 
What Causes Farm. Fires 





The majority of farm fires are due to just seven causes—all largely pre- 
ventable. In the approximate order of their importance, these are: ( 1) De- 
fective Chimneys and Heating Apparatus. (2) Combustible Roofs. (3) Light- 
ning. (4) Spontaneous Ignition. (5) Misuse of Electricity. (6) Matches and 
Smoking. (7) Gasoline. 


.What to Do to Prevent Farm Fires 


Fires on the farm, as elsewhere, can be prevented or controlled by simple. 
common sense methods, such as these suggested below: 

1—Rebuild ail defective chimneys and see that all heating apparatus is 
properly installed. Keep flues, chimneys, stoves, etc., clean. 

2—Use fire retardant roofing wherever possible. Where wooden shingles 
are used the danger may be reduced by the use of a spark arrester and keep- 
ing a ladder ready to reach the roof quickly in case of fire. 

3—The farm property loss from lightning averages around $10,000,000 per 
year with a iife loss of about 400 persons a year. Experience shows that 
properly installed and well-maintained rods have about a 100 per cent effi- 
ciency in the prevention of lightning damage to farm property. 

4—Spontaneous ignition stands high in the list of farm fire causes. Thor- 
oughly cure hay, pea vines and other roughage. Do not allow horse manure 
to accumulate in iarge piles in stables or against other buildings. 

5—Tidy conditions greatly reduce the chance of the heedlessly discarded 
cigarette butt starting a fire. Keep farm premises clean and neat and build 
of incombustible materials as far as possible. Allow no smoking in barns, or 
eisewhere where combustible material is stored. 

6—Electric lights reduce the farm fire hazard because they replace the 
more hazardous lamps and candles. Make sure all electric wiring and devices 
are properly installed. 

7—Provide proper faciiities for the storage and handling of gasoline and 
kerosene. Do not use gasoline for home dry cleaning or kerosene for start- 


ing fires. 
(National Fire Protection Association) 
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at vital war industries against destructive 


23 A NATION at war, fire is doubly tragic 

for it not only stops production, but destroys 
valuable buildings and equipment. The success 
of our entire war program may well depend, to 
a great extent, upon adequate protection against 
industrial fires. 

One sure type of defense that has saved mil- 
lions of dollars worth of property is that afforded 
by approved R-W Automatic Fire Door Equip- 
ment. Fire can't get through these heavy-gauge, 
corrugated steel sheets with the extra protection 
of sheet asbestos cores. Automatic closing of the 


doors is actuated positively by a fusible link melt- 
ing at any set temperature. 


SAVE ON INSURANCE 


Buildings equipped with R-W fire doors earn sub- 
stantial reductions in fire insurance rates, and 
there is m2 maintenance cost. The R-W line also 
includes tinclad Fire Doors, Flush Surface Steel 
Fire Doors and fire door equipment for all sizes 
and types of doors. Write today for our complete 
catalog. 


1880 ¢ SIXTY THREK YEARS: 1943 





Richards-Wilcox Mfg. ©. 
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International 
Fire Prevention 
Week 
October 3 to 9 








Hardware Store Advertising | fo 


How some dealers are informing 
customers of merchandise they 
will have for the coming fall 
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IMMEDIATE DELIVERY 























Wolff, Kubly & Hirsig Co., Madison, Wis., fea- 

tures a glass fireplace grate as a substitute 

for a metal one in early fall advertisements. 

This ad is 4 in. wide by 6% deep in its origi- 

aal form. In the headline, the firm suggests 

that this grate will help homeowners solve 
their heating problem. 





| amee AUBLY &. HIRSIE 


Equipment for home dehydration of 
fruits and vegetables is featured by 
Wolff, Kubly & Hirsig. Madison. 


Wis., in advertisements during the 
late summer and early fall. Funda- 
mental information about the proc- 
ess is given in the ad shown below 
which was 4 by 101, in. in size. 
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Announcement of new store 
hours were effectively handled 
by the Fortuna Hardware Co., 
Fortuna, Calif., through the 
use of this advertisement 
It was 4 














shown at the right. 
in. wide and 6 in. high. 


Size 


Size 





GENUINE 
Stoneware 


9-GALLON 


Jars 


——— 
-- 
-- 


29° 





-_— 
_—--"-" 
-—" 


-_-_— 
-— 
-_— 
-— 








We Open Daily 


9 AM. 


Owing to labor shortage we 
find it necessary to change 
our opening hours. 


ERE May por,™! 


A Heat Tight . 
For A Sound Root 

















Fall home repair items are 
effectively presented by the 
Concord Hardware & Plumb- 
ing Supply Co., Concord, 
N. H., in this fall advertise- 
ment which was 4] in. wide 
and 183, in. high. Repair 
items such as shingles, roll 
roofing, roof coating. rock wool 











Since food preservation is one 
of the big points in the na- 
tional food program, the Johns 
Hardware, Dodgeville, Wis., 
advertises genuine stoneware 
jars for this purpose. In the 
country, such jars are used to 
put down pickles, eggs, kraut, 
and even pork chops. This ad 
was originally 2 in. wide and 
51 in. high. 


insulation and storm sash are 
mentioned. 
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Chinaware Helps Them Fill the Gaps 


Glassware and gift items also aid 
in increasing war-time sales for 
Gifford Tuttle of Chariton, Iowa 





Open stock dinnerware patterns are displayed in sidewall fixtures of a 
light color which provide an excellent background for the merchandise. 


E.. years, Gifford 


Tuttle, of Chariton, Iowa, has 
used the double-talk slogan: “In 
Business on the Square—On the 
Square in Business.” For 18 of 
them he and Mrs. Tuttle have 
fathered and mothered a depart- 
ment of china, glass and gift novel- 
ties. That’s why they are not 
squirming so hard to find substi- 
tute merchandise to fill the gaps. 

Not everyone who installs a 
$50.00 stock of dinnerware 





ON AVAILABLE GOODS 


samples can pull immediate traflic 
their way, Mrs. Tuttle warns. She 
has put in years of advertising, 
promotion, trial and error. She 
has finally achieved a good look- 
ing dinnerware department con- 
sisting of wall shelving and tables. 
In her opinion, this is the best 
way to show and sell china and 
glassware, providing it with a de- 
gree of protection and with plenty 
of visibility. 

Open stock patterns bring the 
greatest repeat business in china, 
and crystal ware. There’s a dis- 
play of small individual vases, 
plates, knick-knacks, too, chiefly 
used as bridge prizes or birthday 
remembrances, and retailing from 
79 cents up to several dollars. 

Gifford Tuttle sells hog feeders 
at $59.50 and $69.50, from a 
sample on the floor. Delivery is 
made from the warehouse. He’s 
“clicked,” too, with a promotion 
on protein concentrate, a food 
supplement for livestock. 


TUTTLE 
Talkies 








You’ve heard of great magicians 
‘ Like Houdini and the resi 


t, 
Who could pall a live rabbit 
Right irom undernéath your yest! 


We don’t-claim to he magiclans— 
Tis the truth, and not beyond 
We've got something that will 

change a hog 
Inte a ote war bond! ! ! 


It's a supplement we ofier, 
Te be mixed with grains you 
ralse 
And ‘twill take livestock to market 
Earlier by many days. 
We now have some poultry netting 
And smooth wire that’s gal- 
vanized, 
Lots of things te nelp the farmers 
Make their plans materialize. 


‘Now, we're sare you've heard of 
KEM TONE 
It’s the miracle in paint, 
Put it on with brash or roller 
Hard to do! I'll say it aln’t! 


We have dandy knives in sizes 
Paring knives aiid those for 


bread 
And — hoes and rakes for gar- 
For the Spring that’s Just ahead, 


seeeeeeee 


SECURITY FEED 
SUPPLEMENT 
200 Ib. barrel . .$30.00 
100 lb. cask .. 16.00 
50 Ib. pail .... 8.50 


ee 


KEM-TONE 
The Miracle Paint 
ak Sere $2.98 
We have all colors and the 
borders ready to paste on. 


eeeeeeee 


THINK HAKYWARB 
THINK TUTTLE’S 


Yours for Victory 
TUTTLE HARDWARE 


“Tuttle Talkies” have quite a fol- 
lowing for they inform people of 
new goods on hand. Severai of the 
verses have been eliminated f:om 
this ad due to space limitations. 
Ad was 2 in. wide and 13 in. high. 
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bp ore MONEY to be made in PERFECTION OIL 
HEATER service these days. Millions of Perfection 
Oil Heaters are in action now—built to last for years—and 
they will help see America through a serious fuel problem 
this winter—with your help! 

Every PERFECTION OIL HEATER OWNER knows the 
added importance of keeping his heater in tip-top shape 


44 PERFECTION O11 Room 
yt 9 ; NE 
yor 


No. 500 WICK S eRFeCT 

for use on all Mo $06 

Perfection Room F% 
Heaters. " 







No. 107A-1 

PYREX GLOBE 
for models 1710, 
1711, 1712, 1713, 
1714, 1715, 735. 








PERFECTION OIL HEATERS rin sedi 





for the winter ahead. He will appreciate your help—will 
be a friend you can look to for new business at war’s end. 


So, make money, and make friends! Speed up counter sales 
by displaying these fast-selling PERFECTION WICKS and 
REPLACEMENT PARTS. Order a good supply now from 
your nearby PERFECTION DISTRICT WAREHOUSE! 


cor nil SUPERFEX HEA Tine 


No. 457A-2 DRAFT REGU- 
LATOR AND TEE —6 inch 
size— for all Perfection-made 
Fuel Oil-burning Space Heaters 
except 1029, 1030, 1039, 1049, 
1050, 1249, 1250. 











No. 5130 FLAME 
SPREADER for all 
Perfection Kerosene- 


No. 5350 STEEL RESER- 
VOIR complete for models 
525, 1525, 1527, 1530, 1630, 














burning Room Heaters. 1632, 1635, 1692, 730, 735. 


PERFECTION OIL RANGES AND WATER HEATERS 
MUST STAY IN ACTION, TOO! 


No. 331X INNER- 
FLOW WICK for 
all Perfection, Puri- 
tan and Ivanhoe 
Oil-burning Cook- 
stoves and Ranges 

.. for all Perfection 
and Puritan Ouil- 
burning Water 

Heaters. 








PERFECTION STOVE COMPANY 


In Peacetime, THE WORLD’S LARGEST MAKERS OF OIL-BURNING EQUIPMENT FOR THE HOMF 
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The Mark of Quality 


7603-E PLATT AVE. 
CLEVELAND, OHIO 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 





Balance—Rhythm—Harmony 


TTRACTIVE, well - trimmed, 
A sslerproducing windows are 
assets to every retail hard- 
ware store and club members 
should be able to develop such 
windows. To do this, you must be 
familiar with three important qual- 
ities that should be incorporated 
in every window. These three 
qualities are balance, rhythm and 
harmony. 


Analyze the construction of an 
attractive window and you will see 
that display masses are always 
equalized. A display of one kind, 
size or shape on one side of the 
window is matched by a similar 
display on the other side. This 
results in a mechanical balance. 

Trimming equipment, such as 
pedestals, etc., in a window must 
be balanced. For example, if a 
stand 2 ft. high is used on one 
side in a certain spot, a stand 2 ft. 
high must be used in the same 
place on the opposite side in order 
to offset or balance the first stand. 

Rhythm is built into trims by 
placing merchandise at different 
angles and at different heights, yet 
not destroying or sacrificing the 
balance of the trim. If you in- 
stalled a trim and placed all the 
merchandise on the floor of the 
window you could achieve a bal- 
anced window but it would lack 
rhythm. Display pedestals of dif- 
ferent heights and unique window 
fixtures will help you secure 
rhythm in your windows. Step- 
up fixtures, over-the-counter dis- 
play units and shadow box dis- 
plays will aid you in securing 
rhythm in displays inside the store. 

Harmony in 
window displays 
depends upon the 
proper use of 
color. Windows 
must be pleasing 





to look at and the right type of 
color combinations will attract at- 
tention and stop traffic. Proper 
colors will also enhance the ap- 
pearance of merchandise on dis- 
play and make it more desirable 
to shoppers. So study your mer- 
chandise and select suitable colors 
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for backgrounds and floors before 
you start to install the display. 

Certain colors are characteristic 
of each sedson and serve to give 
seasonal atmosphere to the win- 
dows. Be sure that the colors you 
use in your window background 
are in keeping with the season in 
which the merchandise you are 
showing is used. 


. 


FOR EACH OF THESE ID E A S $1.00 WAS PAID 


Wood Canning Racks 


“The present shortage of can- 
ning equipment forced us to do 
something to help our customers 
save their Victory garden crops. 





So we constructed wooden can- 
ning racks to fit some galvanized 
garbage cans that we had in 
stock. The wood canning racks 
were made out of scrap lumber 
and metal, held seven one-quart 
fruit jars, and enabled a lot of 
customers to can vegetables from 
their Victory Gardens. 

“The canning rack had a wood 
bottom cut to fit the bottom of 
the garbage cans. Wood dowels 
held the cans in place. Holes were 
bored in the wood bottom to al- 
low free circulation: of the hot 
water. Two flat wood strips nailed 
to the bottom piece served as 
handles. Two finger holes were 
bored in the top of these pieces. 





Around the outside edge of the 
wood bottom, we put a metal band 
approximately 2 in. high, made 
from scrap metal. 

“These were pretty crude racks 
but they served the purpose and 
our customers appreciated our in- 
terest in their problems.” 

CLARENCE S. BEcK, 
Reeve Harden Co., 
Hamburg, N. J. 


”~* * 
Idea Saves Time 


“One way to keep one end of 
chain from getting lost in the keg 
or bin is to hook it to a nail or 
hook inside the box after the de- 
sired length has been cut off. 
Much time is saved when you can 
pick up the right end and measure 
off the desired amount for the 
customer. Fumbling around a bin 
and handling a lot of dirty chain 
trying to find an end can thus be 
avoided.” 

Lena Day, 
DeVore Hardware Co., 
Monongahela, Pa. 


a oe 
Proves That Seeds Grow 


“Actual proof that our seeds 
grow can be found in our Victory 
Garden which has attracted a lot 
of attention and caused no end of 
comment among our customers. 
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This came about as a result of our 
dumping rich dirt from tomato 
flats along the side of our build- 
ing that borders on our driveway. 
Someone in the store suggested 
that we plant a Victory Garden in 
this spot and this was done using 
seeds from our stock. Today we 
have corn knee high, excellent pro- 
ducing tomato plants, lettuce, 
radishes, and onions.” 

Mivprep E. Sacus, 

Ronald Hardware Co., 

Springfield, Ohio 

ee es 
Magnet for Pick-Up Jobs 


“One of the handiest tools in 
the hardware store, in our opinion, 
is the magnet. We use it in many 
ways. We use if for removing 
small bolts, screws, taps, and other 
small articles from small drawers. 
It is also very useful in picking 
up tacks, nails, brads and other 
items of this type when they are 
spilled. It is very useful in the 
repair department and is used 
over and over again.” 

ALBERT C. HorrMaNn 
Sam S. Nave Hardware, 
Huntington, Ind. 


Copy this form on a penny 
post card if more than one 
form is necessary. 


























You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
pages of successful ideas. 


Display Suggestions 


Clean Show Cards 


You can prevent show cards 
from becoming soiled by _per- 
spiration on the hands by simply 
dusting the hands frequently with 
talcum powder while doing such 
work. Smudges of this type can 
also be prevented if you work with 
a clean piece of card under your 
hand or arm. 


* * * 


Mirror Square Background 


Mirrors about 6 in. square 
make ideal individual back- 
grounds for china, pottery, and 
glassware items when shown on 
display tables. A number of these 
mirror squares can be arranged 
on the table in a pattern with the 
merchandise shown upon them. 
They provide an attractive back- 
ground for the merchandise and 
add vonsiderably to the display. 
They create an excellent impres- 
sion and are much less expensive 
than covering the table complete- 
ly with a mirror. Frequently, 


YOU PAY 


these mirror squares can be cut 
out of scrap material and, there- 
fore, the cost can be reduced 
materially. 


* * * 


Timely Posters 


Hardware dealers should make 
full use of the display ideas and 
window cards which are made 
available to them by local Retail 
War Campaign Committees. Al- 
most every community has estab- 
lished a committee of this type to 
coordinate the efforts of local re- 
tailers and governmental agencies 
in furthering the war effort on 
the home front. 

These local committees are re- 
sponsible for the distribution of 
timely window cards that every 
merchant can use. Dealers should 
use this material in their win- 
dows on every occasion. If you 
are not securing these cards, con- 
tact your local committee chair- 
man. 


NOTHING 


Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


Name fo eee SD ore ey ts Siar (SA RATS 
saa a a Na re a ee 
City State a 








| am submitting the following idea which may be of interest to other mem- 


bers of the club. 














23 OPA PRICE REGULATIONS COVER 
PRACTICALLY ALL HARDWARE LINES 


GMPR AND 22 OTHERS AFFECT TRADE 


Digest prepared by HARDWARE AGE with 
aid of OPA officials shows which Price Regu- 


lations apply at all levels and those ap- 


plicable at one or two levels, as of 


(Washington Bureau 

of HARDWARE AGE) 
Although the average hard- 
ware dealer carries many thou- 
sand different items, OPA’s price 
regulations affecting the hard- 
ware trade are surprisingly few 
in number. However, the exist- 
ing regulations effectively cover 
practically all hardware lines. 
The vast majority of hardware 
commodities are covered by the 


Commodity Regulation 
Number 
Builders’ Hardware *RPS 40 
Asphalt or Tarred RPS 45 
Roofing Products 
Resale of New **MPR 110 


Household Refrig- 
eration 

New Household Vac- MPR 111 
uum Cleaners and 


Attachments 

Mixed Fertilizer MPR 135 
Superphosphate 
and Potash 

Retail Price of Ag- MPR 144 


ricultural Insecti- 
cides and Fungi- 
cides 
Bolts, Nuts, Screws MPR 147 


and Rivets ***CMPR 

Resale of War MPR 158 
Bicycles 

Approved Stirrup MPR 234 
Pump 

Anti-Freeze MPR 170 


New Small Firearms MPR 254 
and Firearm Parts 
Sponges MPR 267 





General Maximum Price Regu- 
lation which establishes the high- 
est price charged in March, 1942, 
as ceiling prices. 

The only regulations issued 
prior to Sept. 1, 1943, which 
affect the hardware store, with 
the exception of the General 
Maximum Price Regulation, are 
those listed in the accompanying 
digest. If under any of the regu- 
lations listed the retail level is 


Levels Effective Date 
Affected of Regulation 
Mfr. and Nov. 19,1941 

Wholesaler 
Manufacturer Feb. 5, 1943 


Wholesale and March 30, 1942 
Retail 


All Levels March 30, 1943 
All Levels Jan. 4, 1943 
Retail May 18, 1942 
Manufacturer May 28, 1942 
Wholesale and June 5, 1942 
Retail 
All Levels Oct. 7, 1943 
All Levels June 30, 1942 
All Levels Nov. 6, 1942 
Wholesale and Dec. 1, 1942 
Retail 





Sept. |. 


not listed, it would be advisable 
for the hardware dealer to look 
up the regulation, as the whole- 
sale prices are in effect the re- 
tail cost prices. 

OPA officials who aided Harp- 
ware ACE in preparing the ac- 
companying digest pointed out 
that any questions regarding 
these regulations should be re- 
ferred to the nearest district 
OPA office. 


Commodity Regulation 
Number 

Arsenical Insecti- MPR 315 
cides 

Locks and Lock MPR 317 
Sets .- 

Asphalt and Asphalt MPR 323 
Products 

Jute and Istle Yarn MPR 340 
Rove and Rope 

Onion Sets MPR 371 

Stock Screen Goods MPR 381 

Butts and Hinges MPR 413 

New Bicycle Tires MPR 435 
and Tubes 

Used Household Me- MPR 139 
chanical Refriger- 
ators 

Contract Sales of MPR 261 
Finishing Builders’ 
Hardware 








PRODUCTION CHANGES 
ON CERTAIN PAPER 
GOODS FOR CIVILIANS 


WPB has made recent changes 
in Order L-120 to permit pro- 
duction of as many writing tab- 
lets for school children, as many 
facial tissues for women, as much 
stationery for business offices, 
and as many other products as 
possible out of the available 
paper supply. The order sets up 
maximum weights and sizes for 
the paper used, so that manu- 
facturers can make more units 
or sheets out. of a given tonnage 
of paper. After Sept. 30, com- 
mercial envelopes may be manu- 
factured only from paper not ex- 
ceeding 28 pounds in weight, ex- 
cept from stock on hand. After 
Sept. 29, social correspondence 
envelopes, paper and cards are 
limited to not to exceed 24 
pound stocks for envelopes, 20- 
pound for paper, and 100-pound 
for cards. 








Levels Effective Date 
Affected of Regulation 
All Levels April 6, 1943 


except Retail 
Manufacturer and Feb. 13, 1943 
Wholesaler 
All Levels Feb. 20, 1943 
Manufacturer and Mar. 10, 1943 
Wholesaler 


All Levels April 15, 1943 
All Levels May 17, 1943 
All Levels July 3, 1943 
except Retail 
All Levels July 29, 1943- 
Sept. 6, 1943 
in territories 
and _ posses 
sions of U. S. 
All Levels April 15, 1943 
All Levels Nov. 13, 1942 


* RPS—Revised Price Schedule 
** MPR—Maximum Price Regulation 
*** CMPR—General Maximum Price Regulation 














RESTRICTIONS EASED 
FOR STEEL 
FOR BED SPRINGS 
Permission to use rail steel 
angles, or Bessemer or low carbon 


76 


steel, for frames and borders in 
the manufacture of coil, flat and 
fabric bed springs was granted 
Aug. 27 by WPB, by amendment 
to Order L-49. 

To permit use of this material, 


manufacturers’ quotas of iron and 
steel for bed springs during the 
three months beginning July 1, 
1943, have been increased from 
3% per cent to 10 per cent of 


the amount used by each manu- 
facturer in production of inde- 
pendent coil, flat and fabric bed 
springs during the “base-period” 
—July 1, 1940, to June 30, 1941. 
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Out of war’s insatiable demands . . . 
out of experience and ability that has 
made rubber history in epoch-making 
inventions and improvements . . . out 
of one of the world’s largest plants 
devoted exclusively to the manufacture 
of mechanical rubber goods, will come 
belting, hose and similar products far 
surpassing the world’s finest that have 


come so far. 


WORKS: CAMBRIDGE, MASS., U. S. A. 


ne eet 
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MAY WIN A BATTLE 









* Mechanized warfare, necessitating 

sustained maximum performance 
of mechanical equipment, requires good 
mechanics with good tools. One tank 
out of action at the critical moment can 
mean the difference between success 
and failure. It requires an unbelievable 
number of good tools to maintain this 
continuous drive for victory. The men 
using Fairmount Tools today are de- 
pending upon them for their very lives. 
You may be sure that we are making 
them as well as we know how. 


Hand Tools * Special Tools * Forgings 


TOOL & FORGING CO. 


*& %& Ww IOGI QUINCY AVE. CLEVELAND, OHIO 
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Heating oil 


less of whether their heating 
equipment can be altered to the 
use of coal, the Office of Price 
Administration announced Aug. 
24, in Amendement No. 76 to 
Ration Order No. 11. 

Mainly affected by this major 
revision in conversion policy are 
hotels, apartment houses, office 
buildings and similar consumers, 
defined as “other than private 
dwellings,” in New York, Penn- 
sylvania, New Jersey, Delaware, 
Maryland, West Virginia, Vir- 
ginia, North Carolina, South 
Carolina, Ohio, Kentucky, Indi- 
ana, Illinois, Michigan, Wiscon- 
sin, Towa, Minnesota and the 
District of Columbia. 

It means that these users will 
receive heating oil allotments for 
1943-44 without regard to con- 
vertibility if their basic ration 
last year amounted to less than 
10,000 gallons. Users who have 
already converted will not, of 
course, be eligible for a new oil 
ration. 

This is the second relaxation 
|} of the restrictions limiting the 
| issuance of fuel oil rations to 





| 
| 
] 


A new schedule to order 
L-236 (Hardware Simplification) 
relates to permissible sizes, types 
and grades of marine joiner 
hardware, as well as to the ma- 
terials that may be used in its 
manufacture. 

Ferrous metals and plastics are 
required as substitutes for brass 
or bronze wherever practicable, 
and brass and bronze when used 
must be mainly secondary metal. 
However, the use of brass or 
bronze for certain purposes on 
board ship is permitted where 
ferrous metals would not be suit- 
able due to magnetic disturb- 
ances and the corrosive action 
of salt water spray. A large sav- 
ing in brass and bronze is ex- 














Further Relax Restrictions 
On Fuel Oil Rationing 


rations for the 
coming winter will be granted 
to consumers using less than 
10,000 gallons of fuel oil regard- 


consumers who can convert t 
coal. Last May 10, the OPA an. 
nounced the removal of all “con- 
vertibility tests” for obtaining 
auxiliary or supplementary ra. 
tions for private dwellings in the 
33 eastern, middle western and 
Pacific northwest states under oil 
rationing. 

At that time OPA also stated 
that conversion would not be re- 
quired for buildings other than 
private dwellings which received 
at 1942-43 heating ration of less 
than 10,000 gallons located in 
the New England states and in 
North Dakota, South Dakota, 
Kansas, Nebraska and Missouri. 
In Georgia and Florida (east of 
the Apalachicola River) and the 
Pacific northwest, conversion is 
not required of any heating oil 
consumer, irrespective of the size 
of the ration. 

Consumers who require a heat- 
ing oil ration of 10,000 gallons 
or more will continue to be ques- 
tioned regarding conversion, this 
group being unaffected by the 
new action. The Petroleum Ad- 
ministration for War determines 
convertibility where fuel oil is 
used for industrial or other non 
heating purposes. 





‘Add Simplification Schedule on 
Marine Joiner Hardware to L-236 


pected to result from the provi- 
sions imposed. 

Listed and included are 20 
functional types of locks and 
latches, limited to one style in 
each specified category, also the 
approved sizes and types of other 
marine joiner hardware, includ- 
ing door and cabinet trim, butts 
and hinges, spring and floor 
hinges, door closers and bump- 
ers, name plates, cabinet locks 
and padlocks. 

Exempted from the new sched- 
ule are repair parts; hardware 
manufactured from parts in the 
possession of the producer on oF 
before Aug. 28, and hardware 
manufactured to fill contracts 
with War agencies. 
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Adjustable Pricing for 
Some Building Materials 


In 13 Price Regulations 


Supplementary Order 53 allows sellers 


to make sales on 


fective at time of delivery. 
specified builders’ 


screen cloth, 


basis of prices ef- 
Covers 


hard- 


ware items, some roofing products, etc. 


A uniform adjustable pricing 
provision, which permits sellers 
to make sales on the basis of 
prices in effect at the time of de- 
livery was incorporated in 13 
price regulations covering build- 
ing materials in an action an- 
nounced today by the Office of 
Price Administration. 

The provision was contained in 
Supplementary Order No. 53, 
which becomes effective Septem- 
ber 8, 1943, and is applicable to 
the following price measures: 

Revised Price Schedule 40, 
Builders Hardware and Insect 
Screen Cloth. 

Amended Revised Price Sched- 
ule 45, Asphalt or Tarred Roofing 
Products. 

Revised Price Schedule 96, Do- 
mestic Fuel Oil Storage Tanks. 

Amended Rev. Price Schedule 
100, Cast Iron Soil Pipe and Fit- 
tings. 

Maximum Price Regulation 
175, Rough rolled, Figured, Wire 
and Heat Absorbing Rolled 
Glass. 

Maximum Price Regulation 
206, Vitrified Clay Sewer Pipe 
and Allied Products. 

Maximum Price 
224, Cement. 

Revised Maximum Price Regu- 
lation 236, Heating Boiler Con- 
version Parts. 

Maximum Price 


Regulation 


Regulation 





“LET ME HANDLE Ps 





261, Contract Sales of Finishing 


Builders’ Hardware. 

Maximum Price 
272, Cast Iron Boilers and Cast 
Iron Radiation. 

Maximum Price 
276, Asphalt Tile. 

Maximum Price Regulation 
317, Locks and Lock Sets. 

Maximum Price 
382, Wide Mouth Glass Contain- 
ers. 

Six of the price regulations 
previously contained no_ provi- 
sions for adjustable pricing and 
the provisions in the remaining 
seven were narrower in scope 
than the one incorporated in the 


Regulation 


Regulation 


Regulation | 


new move, which is a standard | 
provision incorporated in many | 


price regulations covering other 
fields. 
Under 


the new provision, a 


| salesman does it. 
I break down sales resistance by displaying my 


seller ‘may increase his price to | 
the maximum price in effect at | 


time of delivery. However, it does 
not permit upward adjustment 


after delivery unless authorized | 


specifically by OPA. When it is 
necessary to promote distribution 
or production, and when there is 
pending a request for change in 
ceiling prices, OPA may author- 
ize an upward adjustment over 
prices in effect at the time of de- 


livery, if such action will not in- | 


terfere with the purposes of the 
Emergency Price Control Act. 


Set Procedure for Ceilings on 
Motor Repair Parts, Equipment 


On Aug. 19, effective Sept. 2, 
OPA issued twin orders setting 
up procedures for establishing 
maximum prices on automotive 
parts: (1) Fixing manufactur- 
ers’ prices (Regulation 452) ; 
(2) Setting wholesalers’ and re- 
tailers’ prices (Regulation 453). 

Manufacturers’ prices in gen- 
eral are held at their list prices 
in effect on March 31, 1942, or 
on new list prices similarly com- 
puted since, which have received 
OPA approval. The order relat- 


SEPTEMBER 16, 1943 








ing to wholesalers and retailers | 


fixes their prices also at their | 


top basis effective during March, 
1942, or, in the case of new items, 
a basis arrived at by using the 
March, 
age. 


All major component parts of 


motor vehicles are covered by 
these twin regulations, but they 
do not apply to “accessories,” 
such as batteries, bulbs, carpets 
or upholstery, luggage racks, 
radios, clocks, tires, tubes, tools 
and small equipment. 


1942, mark-up percent- | 





THIS SALE” 


‘ 





“Stand aside and 
see how a super- 


wares prominently. My line consists of only 35 
units, yet I can fill the bill for 887 applications. 
Your investment in me is only $21.01 and I bring 
a profit of $14.01. Don’t rush me, men!” “I’m 
the Gilmer ‘Eye-ful’ Tower Belt Assortment No. 
350.” Yes sir, lucky is the dealer who employs 
this silent partner. There are only 35 Gilmer f.h.p. 
V-Belts, but anyone of them can do a dozen jobs. 


MAKE YOUR STORE “BELT HEADQUARTERS” 


Just write your name in the coupon below and mail it to: 


L. H. GILMER COMPANY 


TACONY, PHILADELPHIA 35, PA. i 


FOR SMALL DRIVES 





L. H. GILMER CO., 
Tacony, Philadelphia 35, Pa. 


Assortment No. 350 as follows: 


NAME__ 
ADDRESS. 





Gentlemen: Send me the complete Gilmer 


“Eye-ful” 


1—35 assorted V-Belts for household appliances 
2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display Stand, Sign, Inventory Form 

4—Useful Gilmer Catalog—"“America's Belt Bible” 
Bill me $21.01 through your nearest jobber. 









Tower Belt 


















DL PORE RPE LE ht IO BEE IE EE 


RELEASE ADDITIONAL AMMUNITION 
FOR FARMERS’, RANCHERS’ NEEDS 


SUPPLEMENTS QUARTERLY QUOTA 


L-286-a also provides for release of 
small quantity of ammunition for 
civilian hunters, but only after farm- 
ers’ and ranchers’ orders are filled. 


WPB recently released an ad- 
ditional 82,250,000 shotgun 
shells, 12,000,000 rounds of cen- 
ter fire ammunition and an unde- 
termined quantity of .22 caliber 
cartridges chiefly for use by 
farmers and ranchers. Sports- 
men will be able to get a small 
quantity of ammunition after 
most essential needs, in the eyes 
of WPB, are met. 

However, the Fish and Wild- 
life Service of the Interior De- 
partment reports that this amount 
will only be one-sixth of the nor- 
mal amount used by farmers, 
ranchers and sportsmen. 

Interior Department figures es- 
timate that 5 per cent of the 
37,000,000 sheep on our western 
ranges are killed by coyottes, bob- 
cats and other animals. Control 
of this situation requires a great 
deal of ammunition. In addition, 
large deer and elk herds need 
cutting down this year and 
pheasants are particularly nu- 
merous. 

Farmers expect to shoot some 
of the pheasants they have fed 
with their crops all year and will 
need ammunition to do _ so. 
Pheasants have become quite a 
problem in tae Dakotas. The 
largest flight of migratory birds 
in decades will also wing its way 
across the country this fall and 
winter. A large toll of crops is 
always taken by woodchucks, 
prairie dogs, etc. 

These increases are unques- 
tionably accounted for in part to 
the lack of ammunition during 
the last hunting season, due to 
Army stopping production for 
civilians in June, 1942, and if no 
other increase is made it is not 
expected thet much will be done 
towards cutting down the flocks 
and herds, 

Under the new order L-286-a, 
farmers and ranchers who make 
application to their dealers be- 
fore Oct. 1 will be allowed 50 
rounds of .22 caliber rim fire 
cartridges; 20 rounds of center 
fire rifle ammunition and 25 
rounds of shotgun shells of any 
gauge. This supplements their 
regular quarterly quota of 100 
rounds of .22 caliber; 40 rounds 
of center fire and-25 rounds of 
shotgun shells allowed them un- 
der the original order, L-286. 





All orders filed by farmers and 
ranchers must be accompanied 
with a simplified certificate stat- 
ing that the ammunition will be 
used for the purpose stated. 
This certificate shall read: 


Certiricate Na. 5 


FARMERS’ AND RANCHERS’ SPECIAL 
QUOTA FOR 1943 
[The order for which this certifi- 
cate is made must be placed 
before October 1, 1943] 
To:.. 5a 
Name of seller 


Address of seller 


I hereby certify to the seller 
named above and to the War 
Production Board that I have 
this day ordered from the above 
named seller the following am- 
munition: ...... Pe PIES 
(not to exceed fifty .22 caliber 
rim fire cartridges 20 center fire 
rifle cartridges, and 25 shotgun 
shells) as the special quota of 
ammunition allowed to farmers 
and ranchers under Supplemen- 
tary Order L-286-a; I operate a 
farm or ranch on which livestock, 
fowl, poultry, crops or other agri- 
cultural products are grown or 
produced for sale (not just a 
Victory Garden); I am the only 
person authorized to purchase 
this special quota of ammunition 
for such farm or ranch; I have 
not previously purchased or or- 
dered such special quota; I am 
purchasing this ammunition for 
my own personal use or for use 
of my tenants and not for sale 
or gift. 

Date: 


Signature of purchaser. 


The order also releases a small 
quantity of additional shells to 
civilian hunters, but only after 
farmers’ and ranchers’ orders are 
filled. The amounts which hunt- 
ers will be able to get after farm 
orders have been filled, if any 
remains, will amount to 50 round 





of .22 caliber cartridges; 20 
rounds of center fire ammuni- 
tion and 25 rounds of shotgun 
shells. Further clamping down 
on tae sportsmen, the order 
specifies that no civilian shall be 
allowed to purchase additional 
ammunition if he has a total of 
100 rounds of .22 caliber cart- 
ridges; 20 rounds of center fire 
ammunition or 50 rounds of shot- 
gun shells in his possession. 
Sportsmen are also restricted to 
making their purchases between 
Oct. 1 and Nov. 15. 

The certificate to be used by 
other purchasers—providing any 
ammunition is available for their 
use shall read: 


CERTIFICATE No. 6 


SPECIAL QUOTA FOR 1943 FOR ALL 
PURPOSES EXCEPT THOSE WHO 
HAVE RECEIVED THE FARMERS’ 
AND RANCHERS’ SPECIAL QUOTA 

[The order for which this certifi- 
cate is made must be placed 
after September 30, 1943 and 
before November 16, 1943] 

RA 


Address of seller 

I hereby certify to the seller 
named above and to the War 
Production Board that I have this 
day ordered from the above 
named seller the following am- 
munition: ; .. (not 
to exceed fifty .22 caliber rim 
fire cartridges, 20 center fire rifle 
cartridges, and 25 shotgun 
shells) as the special quota al- 
lowed under paragraph (c) of 
Supplementary Limitation Order 
L-286-a; I am purchasing this 
ammunition for my own personal 
use for shooting predatory and 
destructive animals and birds 
and not for sale or gift and not 
for target shooting; my present 
stock of ammunition on hand or 
on order from all sources includ- 
ing the special quota this day 
ordered from seller does not ex- 
ceed one hundred .22 caliber rim 
fire cartridges, 20 center fire rifle 








cartridges, or 50 shotgun shells. 
RES STN. RT ORS Parurcll 
Name of purchaser 


Address of purchaser 


WPB officials report that the 
additional shotgun and rifle am- 
munition to be released is al- 
ready in tne hands of manufac- 
turers, but that if stocks were 
not adequate additional ammuni- 
tion would be produced. It was 
emphasized that the increase 
would in no way interfere with 
the production of ammunition 
destined for military uses. 

Some of the new ammunition 
will be steel-cased, instead of 
brass. WPB men believe that the 
use of steel will prove just as 
satisfactory. But, a spokesman 
for the Ordnance Department of 
the Army told Harpware AcE 
that steel might be “passable” 
for high caliber and shotgun am- 
munition, but doubted that it 
would do for low caliber, such 
as .22, emphasizing the case 
would buckle and cause jam- 
ming. 

The purpose of increasing the 
supply is to control predatory 
animals and game birds now 
threatening crops and herds in 
certain sections of the country. 
In addition, WPB anticipates 
that some quantities of edible 
meats will thus be added to the 
food supply of the nation. How- 
ever, Interior Department officials 
say that one-sixth of the normal 
amount will not achieve much. 
unless the distribution of the 
slight increase is handled in a 
very careful manner. Interior 
and many state game associations 
had hoped for much more, but 
will attempt to do the best they 
can with what they will get. 

In 1942, which was closer to 
normal than this year due to 
quantities of ammunition being 
stored even though production 
was stopped, 200,700,000 Ib. of 
venison, elk, rabbit, pheasant. 
duck and geese were added to 
the nation’s larder. The Depart- 
ment of Interior reports that un- 
less hunters have stored up a 
great deal of ammunition from 
last season the kill this year will 
be considerably smaller. WPB 
officials say that the ammunition 
which is now being made avail- 
able to farmers, ranchers and 
hunters, beginning Oct. 1 will be 
all that will be obtainable for the 
1943-44 fall and winter season. 

WPB expects to concentrate 
this ammunition in areas where 
the greatest toll of damage to 
crops and livestock is being 
taken by game and wildlife. It 
will be distributed through es- 
tablished commercial trade and 
retail outlets. Hardware houses 
and others that customarily carry 
ammunition will be supplied 
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through regular channels, while 
manufacturers will ship to estab- 
lished jobbers and distributers, 
subject to WPB supervision. 

The order still prohibits the 


use of ammunition for recrea- 
tional purposes and the usual 
quarterly quotas for law enforce- 
ment agencies and defense plants 
also remains unchanged. 








—— 


WPB Reminds That “EHT” Symbol Is 
No Longer Valid for Obtaining 
Precision Tools for Employees 


Certifications bearing the symbol 

“EHT” (employees’ hand tools) 
ceased to be valid after Aug. 15 
as a means of obtaining gages 
and precision measuring hand 
tools for employees, the Tools 
Division of the War Production 
Board pointed out Sept. 2 in 
clarifying the provisions of Pref- 
erence Order E-5-a as amended 
July 26, 1943. 

Paragraph (b) (2) (ii) of 
Order E-5-a as amended specifi- 
cally states that “after Aug. 15, 
1942, employees requiring gages 
and precision measuring instru- 
ments will be expected to obtain 
them in accordance with the pro- 
cedure contained in Direction 9 
to CMP Regulation 5,” the Tools 
Division said. It is important 
that distributors and dealers un- 
derstand clearly that they should 
not accept EHT certifications 
from employees after Aug. 15. 

Where, however, the purchase 
has been made prior to Aug. 15, 
the use of the EHT certificate is 





perfectly proper, and the rating 
may be extended by the person 
who received the order in the 
manner provided in paragraph 
(b) (2) Civ.) 

Orders placed pursuant to Di- 
rection 9 to CMP Regulation 5, 
however, will not contain the 
EHT symbol, but will be consid- 
ered as MRO (maintenance, re- 
pair and operating supplies) 
purchases under CMP Regula- 
tion 5. 

Order E-5-a as originally is- 
sued March 26 provided that em- 
ployees could obtain gages and 
precision instruments by certifi- 
cation. But Direction 9 to CMP 
Regulation 5, issued July 9, pro- 
vided that, by certification, em- 
ployees could obtain any hand 
tools, including those covered by 
E-5-a, needed as a condition for 
retaining or obtaining employ- 
ment. Hence Order E-5-a was 
amended, effective Aug. 15, to 
conform. 








Tighten Controls on Fire Hose, 
Alarm, Sprinkler Equipment Under L-39 


On Aug. 23, WPB amended 
limitation order L-39, including 
among other changes the follow- 
ing: Control over the sale and 
delivery of signal and alarm 
equipment and air raid warning 
devices is tightened. Application 
for specific authorization of pur- 
chase orders, as required by the 
order, is now made on Form 
WPB-1319 (formerly PD-556). 
This form calls for detailed de- 
scription of the equipment or de- 
vice for which application is 
made; the name of the manufac- 
turer from whom it is to be pur- 
chased; and information on why 
the equipment is. needed. Ap- 
plication may be filed only by the 
Person who is to receive the 
equipment or have it installed 
on his premises, not by the sup- 
plier. 

Provisions governing the manu- 
facture and distribution of fire 
hose now cover new or used linen 
or flax tow hose as well as cot- 
ton rubber lined hose. 


SEPTEMBER 16, 1943 





Required ratings of purchase 
orders for fire sprinkler systems 
and fire hose are raised from 
A-9 to AA-5 in conformity with 
other similar raises in the rating 
scheme. 


ELIMINATE FILING 
REQUIREMENTS ON 
CERTAIN CEILINGS 


Conditions under which new 
retail stores must file statements 
of their ceiling prices for cost- 
of-living commodities with local 
price boards are set by OPA in 
several amendments to retail 
price regulations. 

Included is the removal of all 
requirements that ceiling prices 
be filed, including filing by new 
stores, from regulation No. 144 
(agricultural insecticides and 
fungicides) and from regulation 
No. 137 (petroleum products). 
These amendments were effective 
Sept. 3. 









CROSS-CUT 
SAWS 





These saws start with Simonds steel made by the 
cold-melt electric furnace process, automatically 
controlled, to insure proper temper. Then they are 
ground on both sides at once, to remove all lumps 
from the plate and give uniform taper over all. So 
the taper from teeth to back is uniform on both 
sides, requiring less set and making the saw run 
far easier. In fact, Simonds complete quality- 
control writes a guarantee that Simonds Crescent- 
Ground Cross-Cuts will cut more timber with less 
effort, and stay sharp longer between filings. 


SIMONDS SAW AND STEEL COMPANY 


1350 Columbia Road, Boston 127 So. Green St., Chicago 
228 First St., San Francisco $20 First Ave., So., Seattle 
<a? 3118S. W. First Ave., Portland, Ore. 
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Behind the 







%& The knowledge and the experience of 
seasoned industrial craftsmen are, today, the 
vital forces in America's production drive to 
Victory. In the Greenlee chisel shop, for in- 
stance, Ambrose Siste, 23 years with Greenlee 
helps keep the production line rolling. An 
expert in all phases of chisel forging, he works 
on many jobs today and readily shares his 
knowledge with fellow craftsmen. He is 
shown here rolling and shaping a Greenlee 
Socket Slick. These tools, as well as many 
other popular items in the Greenlee line, 
are all vital tools of Victory. 


And when peace returns, we have reasons 
to believe that the thousands of new users 
who are becoming acquainted with the de- 
pendability of Greenlee Tools, will be 
staunch supporters of Greenlee quality. 
Thus, over the horizon we visualize new de- 
mands, new uses, and new markets for 
Greenlee Tools. 


‘reenlee 


S Took co. <= 


1810 Herbert Ave. « Rockford, Illinois 








WPB Authorizes Increased 







Production of Batterie 


A new WPB amendment au- 
thorizes an increase in production 
of replacement batteries for the 
last half of 1943. 

Order L-180 now permits any 


| manufacturer (with a few excep- 


| tions, chiefly in the far West) to 
| increase his manufacture of bat- 





teries up to 5 per cent more tha 
1941 sales, providing his totd 
sales for that year were ove 
25,000 units. Smaller manufac. 
turers, whose sales for 1941 did 
not reach the 25,000 unit total, 
are authorized to build up & 
that quantity for the year 19% 


Used Hay Loader, Side Delivery Rake, 
Manure Spreader Prices Controlled 


(Washington Bureau 

of HARDWARE AGE) 
Used hay loaders, side delivery 
rakes and manure spreaders have 


been added by OPA to the list 


| of used farm equipment items 


which when sold by any persons, 


| such as farmers or auctioneers, 


| 


are under specific price control. 
Reports to OPA indicated prices 
for the items had become infla- 
tionary. 

The items were added to the 


| used farm equipment section in 


Maximum Price Regulation 133, 
under which maximum prices al- 
ready have been established for 
used combines, corn binders, 


| corn pickers, farm tractors and 


motor or tractor operated hay 





balers. All complete farm equip 
ment, new or used, when sold by 
dealers is subject to the provi 
sions of the regulation. 

The maximum prices for the 
three items will be determined 
in the same manner as are ceil- 
ings for used equipment already 
covered. Among other changes 
affecting other actions of the 
regulation the amendment also 


specifically lists wire bale ties! 


sold in lots of less than 2500 ‘bs. 
irrigation equipment (excep! 
lawn sprinklers), logging sleds, 
logging wagons and_ portable, 
prefabricated poultry houses and 
hog houses to make clear to deal: 
ers that these items are covered 
by the regulation. 


| Simplify Steel Pipe Tube Sizes, Types 





Standard specifications _ for 
steel pressure pipe, steel pres- 
sure tubes, and other types of 
steel pipe were established Aug. 
30 by the War Production Board 
in order to obtain maximum pro- 
duction from existing facilities. 

The specifications, embodied in 
Schedules 11, 12 and 13 to Limi- 
tation Order L-211, are part of 
the WPB program to reduce the 
number of types and sizes of 
various steel products. Schedules 
previously issued cover concrete 
reinforcement steel, structural 
shapes, barbed wire, fence posts, 
tubular goods, and many other 
steel products. 

Schedule 11 provides specifi- 
cations and standard sizes for 
steel pressure pipe commonly 
used in power plants and certain 
industrial plants. The specifica- 


| tions cover both carbon and alloy 





steel piping in lap welded, seam 
less, electric resistance welded. 
and fusion welded grades. A 
large portion of current produc 
tion. is already in substantia 
agreement with the provisions o! 
the schedule. 

Schedule 12, covering  stee! 
pressure tubes, includes boiler. 
cracking still, heat exchanget. 
condenser, and superheater tubes. 
They are especially important for 
oil, synthetic rubber, and chemi 
cal production. 

Schedule 13 sets up specifics 
tions for steel pipe, exclusive o 
pipe covered by other schedules 
and certain specialty items such 
as corrugated pipe, dredge pipe 
etc. The schedule will require 4 
reduction of about 65 per ceal 
in the number of sizes and wal 
thicknesses shown in various 
pipe mill catalogs. 
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An additional allotment of 
copper wire for farmstead wiring 
has been made available for use 
during the present quarter of the 
year, and state and county quotas 
accordingly have been increased, 
the War Food Administration 
reports. 

WEA officials said that the in- 
creased quotas would make it 
possible to take care of unfilled 
P-144 certifications for wire, as 
well as new applications during 
the remainder of the quarter, 
which ends Sept. 30. In July the 
War Food Administration an- 
nounced the program for distri- 


Allot Additional Copper Wire 
for Farmstead Wiring Use 





bution of copper wire and set 
quotas according to the amount 
of wire then available. 

A farmer may apply to his 
County Agricultural Board for 
wire, and if the proposed use 
meets standards for essential per- 
mitted uses, the Board will issue 
him a Copper Wire Allotment 
Certificate. The farmer presents 
this certificate to his local dealer 
for purchase of the wire. 

Under the copper wire distri- 
bution program, allotments of 
wire are released only for essen- 
tial food production and labor- 
saving purposes. 


L-311 Restricts Making, Selling 
of Logging, Etc., Equipment 


A new limitation order L-311, 
effective Sept. 11, restricts pro- 
duction and sale of logging, 
lumber and wood products ma- 
chinery and equipment, such as 
dry kilns and redriers, ma- 
chinery for logging saw and 
planing mills, veneer and ply- 
wood products, and for wood 
containers, including nailing, 
splicing, stitching and printing 
equipment. 

Not affected are farm sawing 
and splitting machines, cross cut 
or hand saws, portable or hand 
wood-working tools, or floor fin- 
ishing or sanding equipment. 


RUBBER RELEASED FOR 
SEALING CLOSURES FOR 
GLASS CONTAINERS 


All limitations on the use of 
tubber, either synthetic or nat- 
ural, as a sealing medium for 
closures for glass containers have 
been eliminated from Conserva- 
tion Order M-104, as amended 
Aug. 10 by the War Production 
Board. This action was taken be- 
cause WPB has been advised by 
the Office of the Rubber Director 
that adequate synthetic rubber is 
now available for making closures 
for glass containers for food and 
other items. 

Disinfectants have been added 
to the group of products includ- 
ing fungicides, insecticides, and 
livestock solution sprays. Manu- 
facturers and packers of these 
Products may use blackplate to 
make closures for 130 per cent 
of their 1942 packing quotas. To 
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Purchase orders for machinery 
having a producer’s list price of 
over $350 on Oct. 15, 1942 (des- 
ignated as Class I) are restricted 
to government agencies, or those 
whose formal applications are 
authorized by WPB. 

Purchase orders for machinery 
valued at $350 or less, on Oct. 
15, 1942 (designated as Class 
II), are restricted to those with 
preference ratings AA-5 or 
higher. Dealers’ inventories of 
Class If machinery are limited 
to five of any one size or type, 
irrespective of manufacture. 


make Order M-104 a continuing 
one, references to the 1943 pack- 
ing quota have been removed and 
“calendar Year Packing Quota” 
substituted. 


CHANGES IN ASPHALT 
TILE, ROLLED GLASS 
PRICES UNDER MPR 276 


Price regulations covering as- 
phalt title and rolled glass have 
been amended by OPA to con- 
form to basic standardization 
principles of the price control 
act. Amendment to regulation 
276, effective Sept. 7, stipulates 
that if a change in style num- 
ber or listed designation is made 
for the purpose of offering for 
sale a new or changed article, a 
new maximum price must be es- 
tablished for the article, and re- 
ported, under price regulation 
188. 
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LAWNDALE is the name of our top grade 


products—a recognized standard of QUALITY CHALK LINE 

for 60 years. CLOTHES LINE 
NET TWINE 

The Lawndale line gives the hardware dealer ywisrep 

complete coverage of all requirements in lines, MASON LINE 

twines, andcords, plustheacceptance,turnover %454 CORD 

and profit that goes with an established name. 

Write for Samples and Prices. . . We also 


invite inquiries on Special Constructions. 


CLEVELAND MILL & POWER CO. 


LAWNDALE, NORTH CAROLINA 








War or No War! 


ROGERS CARRIES ON 
With Exclusive Hardware Jobber Policy 


During these strenuous days we are doing our utmost to 
supply our customers with Rogers liquid fish glue as rapidly 
as possible . . . and we are abiding by our exclusive policy 
of offering the hardware trade absolute protection by not 
selling to chain store groups, group buyers and mail order 
houses. In fact, be- 
cause of the excel- 
lent cooperation that 





An Apology and a Promise 


has developed as a If you have suffered any delay in ob- 
taining Rogers’ liquid, fish glue, it is 


result of our strict because Uncle Sam is the man ahead 

hardware trade of you . = peg that _ met 
mind waiting in line behind him. e 

policy, we oe & assure you that we are doing our ut- 

panding the program most in research and production to 

tor your benefit, and fulfill all of your orders absolutely as 

' 
- « « WE ARE NOT 


rapidly as possible. Please bear with 
us in this respect . . . we expect that 
ADVANCING OUR 
PRICES! 


you will receive your shipments 
promptly. 

Phone Your Jobber for Free Project Sheets 

USE ROGERS LIQUID FISH GLUE 
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DREADNAUGHT 


FLOOR SANDERS 
peor Profitable Rental Service 


AVAILABLE: Our manufacturing facilities at present 
are all taken up with the vital job of making parts for air- 
plane engines, guns, hoists and other implements of war. 
But mindful of the highly important part that sander rentals 
are playing in the business of thousands of dealers, we have 
secured and thoroughly factory reconditioned a number of 
used sanders. These machines will give long and reliable 
service and are available for immediate shipment. Certain 
new models may also be had on WPB approval (details on 
request). If you need a sander, by all means write us AT 
ONCE! 


SERVICE and PARTS: have been carefully built up 


to adequately take care of all models. 


READY-CUT SANDPAPER SHEETS to fit all 


machines are available for immediate delivery. 


Consult us on ANY 
Floor Sanding Problem 


We are thoroughly aware of the difficul- 
ties of doing business confronting the 
dealer at this time and will spare no ef- 
fort to be as helpful as possible. 


POST WAR PLANNING: 


When victory is won, we will have 
ready for you the finest floor sand- 













ers ever built — combining. new 
standards of efficiency, reliability DREADNAUGHT 
and profit - making MODEL D-8 
ability. | Remember -—_—— 
the name DREAD- £ ¥y Fe aup tg 
NAUGHT for the —_ irae ‘DUCTION 
greatest money- oe GEAR DRIVEN 
making opportuni- AVAILABLE 
ty in sander rent- 'ANTEED. 
als. FACTORY 
REBU'LT 
MACHINES 
a 
CLARKE SANDING MACHINE CO Jim teed 
DEPT.HA@S2,MUSKEGON, MICH BONDS 











Owners’ or Customers’ Ratings 


Usable 


A person leasing equipment 
to others, which he agrees to 
maintain in good order, may use 
either his own or his customers’ 
preference ratings nad symbols 
to obtain repair and maintenance 
equipment. The War Produc- 
tion Board so provides in amend- 
ment to CMP Regulation 5, dated 
Aug. 23. 








The amendment also eliminates 


on Leased Equipment 


List A (items excluded from 
MRO assistance) from the regu. 
lation, inasmuch as this list is 
now contained in Priorities Regu. 
lation No. 3. The amendment 
points out that preference ratings 
assigned by it may not be used 
to obtain items appearing in List 
A or B of Priorities Regulation 
No. 3. 








EXEMPT SEEDS, BULBS 
FROM PRICE CONTROL 


Seeds and bulbs, but only for 
planting purposes, are exempted 
from price control as “raw and 
unprocessed agricultural com- 
modities”. This amendment to 
supplementary price regulation 
No. 1, is effective Sept. 2. 


WELDING APPARATUS 
GAGE PRODUCTION 
TO INCREASE 


Production of standardized and 
simplified welding apparatus 
gages was ordered Aug. 6 by the 
War Production Board through 
addition of Schedule VI to Lim- 
itation Order L-272. This action 
is expected. to increase produc- 
tion of welding apparatus gages 
by 15 to 20 per cent, the Radio 
Division of WPB stated. 





The new schedule limits sizes 
of these gages to 2-in. and 2%- 





in. dial diameter. Its effect is to 
prohibit a manufacturer from 
putting his customer’s name or 
trademark on the dials, thus sim- 
plifying distribution. A manufac- 
turer, however, may put his own 
name or trademark on the dials. 
A producer may sell or deliver 
any completed welding apparatus 
gages he has on hand or use up 
any gage parts he has in stock 
on Aug. 6, 1943. 


PERMIT CHROME PLATE 
FOR ALL CUTLERY 


Thé War Production Board on 
Aug. 23 amended Order L-140-a 
to permit manufacturers of cut- 
lery to use chromium plating (of 
the chrome acid type) on all 
types of cutlery. In the original 
order issued July 1, the use of 
chromium plating was limited to 
household table cutlery and hand 
hair clippers. 








WPB FORMS NEW ADVIS- 
ORY COMMITTEE 


The Director of Industry Ad- 
visory Committees announced the 
formation of the following com- 
mittee: 

Harness, Horse Collar and 
Saddlery Industry Advisory Com- 
mittee—Walter Boyt, Boyt Har- 
ness Co., 212 Court Ave., Des 
Moines, Iowa; Emil Cotter, 
Scheffer & Rossum Co., St. 
Paul, Minn.; George H. Delany, 
Syracuse Saddlery Co., Syracuse, 
N. Y.; Harold Ellsworth-Haffner 
Co., Orrville, Ohio; Donald 
Gleckner, W. W. Gleckner & 
Sons Co., Canton, Pa.; L. H. 
Hamley, Hamley & Co., Pendel- 
ton, Ore.; Harry Heck, William 
Heck Saddlery Co., California, 
Mo.; Arthur Hopkins, Hess & 





Hopkins Leather Co., Rockford, 


lll.; Fred Keyston, Keyston 
Bros., 755 Mission St., San 
Francisco, Cal.; C. F. Oli- 
phant, Southern Saddlery Co., 
Chattanooga, Tenn.; J. O. Reed. 
J. G. Reed Co., Ogden, Utah; 
R. E. Vance, Bona Allen, Inc.. 
Buford, Ga.; R. W. Ward, Ken- 
tucky Whip & Collar Co. 
Princeton, Ky.; James Warren. 
806 Jackson St., Dallas, Tex. 
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There’s No Substitute 
for Quality 


Lloyr 


Products 


are designed and engineered for 
perfect fluorescent performance. 


Listed and approved by Underwriters’ 
Laboratories Inc., and Canadian 
stake flaletelalate BO Lile Ine Wat ticle 
Starters FS-2 and FS-4 certified 
by Electrical Testing Lab. Spec. 6. 
Certified to Fleur-O-Lier Standards 


LLOYD 
Wiring Devices 


fill today's needs for new 
installations and replacements 


7813 Brown 


5008 5009 5806 6018 Brown 


LLOYD POLICY INSURES QUALITY 


Representatives—Branch Offices—Warehouse Stocks in 23 Leading Cities 


Lloyd Products pempany 
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Work Clothing Boosts Sales and 
Attracts Many New Customers 





Flat top displav tables are used to show the complete line of 
work clothing. The display faces one of the most used entrances. 


A us of work 


clothes is producing new volume 
and attracting new customers for 
A. L. Davis’ Son, Inc., Bingham- 
ton, N. Y. The results, to date, 
have been amazing. Starting with 
an inventory of $500, this stock 
has been turned more than six 
times in 10 months during which 
it has been carried. Translated 
into sales, this means an approxi- 
mate volume of $4,000 from this 
new line in this period. 

“Work clothes were accepted by 
our customers from the start,” 
says Norman W. Howard, vice- 
president. “One reason for this is 
that we cater to the farm trade. 
Many farmers told us they were 
glad that we put in this line and 
that they really save time by buy- 
ing their work clothing at the same 
place in which they purchased 
their work tools.” 

Announcement of the addition 
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A. L. Davis’ Son, Inc., has had six 
turnovers in 10 months in this 
line and has had an approximate 
volume of $4,000 in that period 


of a complete line of work clothes 
was first made in the local news- 
papers. This was followed by a 
schedule of classified advertise- 
ments covering a period of two 
weeks. The line has not been ad- 
vertised since that time. 

Credit for the selling job 
throughout the months must be 
given to the displays of the line in 
the store and in the windows. Five 
or six tables are required to show 
it. These are located in a choice 
traffic spot and are near one of the 
most used entrances. Every per- 
son entering the store from this 
side must walk through the section 
where this line is displayed. 

In building the displays, all 
items of a particular type of gar- 


ment were shown on one table or 
on adjacent tables. For example, 
coveralls of various types and 
sizes were all displayed on one 
table. This saves time for the 
shoppers and often they can wait 
upon themselves. Each garment 
is marked plainly and, in addition. 
large show cards provide supple- 
mentary price information. 

“Our line of work clothes is a 
quality line,” says Mr. Howard. 
“We were advised to stay away 
from cheap work clothing because 
the sale of this type of merchan- 
dise would result in headaches for 
the dealer as well as for the cus- 
tomer. To date, we have not had 
a single complaint on the line that 
we carry.” 
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*We still make the popular original Admat Feeder. Waxed 
model sells at slightly higher price, brings greater profit, 


TODAY - SEND FOR FREE SAMPLE OF 
ADMAT’S WATER-REPELLENT FEEDER 


The popularity of Admat Chick Feeders is sweep- 
ing America! Everywhere dealers are pleased with 
the repeat business they get from customers who 
prefer the Admat style. And no wonder! The 
Admat Feeder is sturdier, has greater durability, 
strength and weight. Unlike other low-cost feeders, 
it’s made of heavy wood-fibreboard . . . doesn’t be- 
come flimsy and fall apart under normal usage. 
The new WAXED Admat Feeder is impregnated 
with hot paraffin to increase water-repellency. 
You can sell BOTH types, for many customers 
prefer a cheaper product, while others are glad to 
pay a little more for extra quality. 








HO — 
FOR BIG FALL FEEDER SALES" 
STOCK ADMAT’S STRONGER FEEDERS! 


WE SELL JOBBERS ONLY, 
but will promptly supply sam- 
ples to dealers. Write or 
wire. State jobber’s name. 

Admat Feeders are packed 
flat, for shipping economy, 
with direction-sheets and Dis- 
play Stand in every carton. 

















In every carton, an attractive 
Counter Display Stand (illustrated) 
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AGENTS 
NEW YORK: 45 Warren St. CHICAGO: 162 N, Clinton St. 
SAN FRANCISCO: 703 Market St. 
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A corner of the repair shop is 
shown below. This shop is equip- 
ped with time saving tools and 
machines which help lower the 


cost of many individual 





jobs. 








Van's Repair Department Provides 


Essential Services for Customers 


l \ REPAIR depart. 


ment, whose volume has increased 
greatly during wartime, is provid- 
ing essential services to customers 
of Van’s Hardware, Green Bay, 
Wis. At the same time, it is build- 
ing good will and profits for this 
hardware concern which previous- 
ly enjoyed a large and profitable 
appliance business. 

This hardware firm always op- 
erated a repair department be- 
cause Arnold Vanden Wymelen- 
berg, owner, felt that it was an 
essential part of any appliance 
business. However, when new ap- 
pliances were available, customers 
generally preferred to purchase 
new equipment rather than spend 
any appreciable sum in having an 
old appliance restored. Today. 
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Green Bay, Wis., firm also finds 
that it provides plenty of good 
will and an abundance of profit 


Advertisements, 4 
by 4 in. in size, 
are used at reg- 
ular intervals to 
tell readers the 
facts about this 
up - to - date ser- 
vice department. 


AUTHORIZED FACTORY 
PARTS AND SERVICE 


* ESTATE HEATROLAS 
Oil or Coal Burning 
* ESTATE GAS RANGES 
* CHAMBERS RANGES 


It was never so important to keep your heating and cooking 


equipment at peak performance. Our trained men use factory 
methods — genuine factory parts. An inspection may reveal a 
small adjustment which made now will prevent costly repairs 
or a complete breakdown later. Have that inspection made 
now—if you feel your heater or range is not giving you its 
best. 


Van’s Hardware 


408-10 DOUSMAN ST. ADAMS 848 
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The repairing, reconditioning and even re- 
building of stoves is an important service 
furnished by the repair department. Experi- 
enced workmen turn out high quality work. 
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Goulds, fully automatic, Jet-o-matic pump is a great domestic 
water pumping system which promises you immediate business 
and unlimited post-war sales possibilities. The government has 
authorized release of these pumps without delay or red tape. 


Unfortunately, we cannot take on too many new accounts, nor 
can we give you assurance of the quantity you may want because 
the government has placed a limit on the raw materials for the 
manufacture of these pumps. Nevertheless, we are going to try 
to treat everyone fairly. 


§ You had better make inquiry at once. Maybe yours is the account 
that your distributor will be prepared to serve. 


When we introduced the Jet-o-matic pump two years prior to 
the war, it took hold like a prairie fire and proved its merit. 


Remember . ... a new water pumping system (available only to 
farmers now) is just the beginning of your sales possibilities. It 
isan entering wedge for the sale of many things you normally 
stock and sell: hardware and fittings for new bathrooms, milk 
houses, kitchens; appliances of all kinds. 





Those of you who are already Goulds Pump distributors and 
dealers, keep in mind that we are going to do everything in our 
power to satisfy you. 


Write us today for name of the jobber prepared to supply you. 


GOULDS PUMPS, Inc. 


SENECA FALLS, NEW YORK 








GOULDS JET-O-MATIC PUMPS — 


@ Cover the most situations with the smallest 
stock. Greatest turn-over. Can be used for 
either deep or shallow well service. 


e Need no pit or pump house. Easily installed 
under sink or in basement. 

@ Operate smoothly and quietly. 

@ Require no adjustments or oiling. 

@ Are automatic air-charging ... no special de- 
vice ever needed. 

e Are simple— only one moving part — there- 
fore trouble-free. 


“CID” reciprocating pumps for both shallow and deep well 
service are also available in limited quantities 


























however, the situation is changed 
completely. 

New appliances are not avail- 
able so customers must maintain 
the equipment they have for the 
duration. This has resulted in in- 
creased volume for the repair de- 
partment. There are more jobs 
today and, since there is more to 
be done on each job, the volume 
is larger. 

“We employ two men in our 
repair and service department,” 
says Mr. Wymelenberg. “One 
man spends all of his time on this 
work, the other spends approxi- 
mately half of his time in the de- 
partment. We have always done 
repair work in a basement shop 
which we consider ideal for this 
type of work. The shop is well 
equipped with power machines 
and tools of various types to save 
workmen’s time and achieve lower 
costs on individual jobs. 

“Probably our best customers 
for repair and service work are 
the farmers. We enjoy a splendid 
farm trade and these customers 
have more machinery and equip- 


School Supplies Attract ‘Teen Age 


ment to maintain than the average 
homeowner in the city.” 

Some of the appliances and 
equipment repaired in this com- 
pany’s shop are as follows: stoves 
of all types, gas and electric 
ranges, washers, refrigerators, 
radios, vacuum cleaners, small 
electric table appliances, fans, 
lawn mowers, guns, fishing reels, 
water pumps, water systems, etc. 
Not all of these items can be re- 
paired in the shop. Outside repair 
calls take considerable time. 

Another important activity of 
the shop is the reconditioning for 
resale of used equipment which 





School supplies are shown on this table in the center of the store. 
Model airplane kits and related supplies are upon the raised shelf. 


HE Arrow Store, Menominee, 

Mich., attracts "teen age cus- 
tomers by featuring school supplies 
such as writing tablets, pencils, 
erasers, note books, ring binders, 
etc., during the school term. This 
is a very profitable line for the boys 
and girls seem to require just as 
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much equipment of this type now as 
they did during normal times. 
“This merchandise sells _ itself,” 
says Lester Woods, manager. “We 
display large quantities of it on a 
table in the center of the store. Boys 
and girls go to this counter, pick out 
the items they require then bring 


the company purchases from time 
to time. At the present time, the 
demand for rebuilt and recondi- 
tioned heating and cooking stoves 
is insatiable. Such stoves usually 
are processed during the summer 
months so that they will be ready 
for the fall selling season. 

“Our service department is 
keeping us in touch with future 
customers for major appliances of 
all types,” says Mr. Wymelenberg. 
“We are building good will for 
ourselves now by demonstrating 
that we have a lasting interest in 
an appliance and want to see that 
it gives the customer as much 
pleasure and service as it should.” 

The repair department is pro- 
moted aggressively. Newspaper 
advertisements bring potent mes- 
sages about the work that can be 
done to the attention of readers. 
These ads are used frequently and 
the copy pertains to items soon to 
be needed by customers in most 
instances. Recently these adver- 
tisements featured information on 
repairs for different types of 
stoves. 


Customers 


the money to one of the salesmen. 
Mothers visiting the store for other 
home needs, see the school supplies 
and purchase note books, tablets or 
other school essentials for their 
children.” 

This table has a narrow shelf 
running down the center on which 
model airplane kits are featured. 
School children are extremely in- 
terested in airplanes of all types 
and this is an ideal spot in which 
to show them. 


Events for October 


CTOBER is a busy month for 
most people. There is a lot 
going on in the way of celebrations 
and special holidays too. Here are 
a few the hardware dealer can con- 
sider in his promotions. 
October 1. Moving Day (in many 
communities). 
October 2-9. National Retail Fur- 
niture Week. 
October 12. Columbus Day. 
October 24-31. National Apple 
Week. 
October 27. Navy Day. 
October 31. Hallowe’en. 
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“T.OWE BROTHERS 
QUALITY PRODUCTS 
--THEY ALWAYS 
MAKE GOOD" 








After selling paint for 40 years, Milton 
J.Brooks of Brooks Hardware Company 
tells why Lowe Brothers is place “at 


the top of his paint list.” 


CORT ES RS 
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TRITVVUILT VUELTA 


"tT domit believe the average 


hardware man realized what 
his paint line meant to him 
until recently. - «Since many 
of our major yolume lines 
have gone to war, our Lowe 
Brothers paint has become 
our mainstay... Our demand 
has increased 100% on Lowe 
Brothers Pro ducts and we 
attribute this to the fact 


that they are quality prod- 
yer failed 


ucts which have ne 
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BROOKS HARDWARE CO 
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_— Ready to do their jobs 
in split seconds—without fail! 
* %* International Chain is 
doing many tough war jobs. 


* * International makes chain 


| 


for every need—traces, cow 
ties, log chains, well chain 
chains of every type for 
every use. x x Get your copy 
of the latest International 


Chain Catalog. 


T 


international Chain and M 
fg. Co. 
York, Penna. 
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Keeping the “Trading Post” well stocked was the first major probiem, but 
good publicity, system and service attracted the customers to the idea. 


Simplified “Trading Post” Swings 
Into High at Hutchinson's 


S 
EVERAL months ago 


John J. Leonard, president and 
general manager, and Albert C. 
Quinn, assistant manager of the 
Hutchinson Hardware Company. 
Lynn, Mass., gazed wistfully at the 
lonely, vacant section which had 


been, before the war, the thriving 
appliance department of the store. 
Suddenly, a stray glimpse at the 
miniature cottage which had been 
erected within the department to 
glamorize the store’s repair ac- 
tivities stimulated a line of thought 
that has added a new dollar-and- 
cent tingle to the store’s cash reg- 
isters. 


Bark-covered slabs of wood 
were hauled from the lumber 
yard to give the repair hour a 
“log cabin” appearance. High 
rustic fences sprang up to border 
the department. Today, that floor 
section boasts the title “Hutchin- 
son’s Trading Post.” 

Of course, trading posts are not 
a new idea, but the Hutchinson 


Lynn, Mass. firm finds that this 
department has ‘effected a main 
adjustment in its policy to meet 
requirements of. war-time selling 
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THE HANDS 


that guide the 


IDEAS BR DOLLARS | tools turn the 


SUGGESTION | | 
aie trade ... 









Hands that use CHAM- 
PION screw drivers turn 
the trade to those who 
sell CHAMPIONS. They 
know that CHAMPION 
drivers stay put in the 
handles. To hold a. 
customer, tell him 
to "choose CHAM- 
PIONS, the screw 
drivers that stay 















HERE’S WHERE WE GET A 
Lot oF YouR FAN MAIL 


It’s just an ordinary box, yet not a day goes by but 

























what it collects some idea bearing on the Victor 






Fans you will sell after the war. It’s part of our 







“Ideas R Dollars” Contest that pays cash awards 






to employees who make suggestions for production 


improvements. 







Of course these ideas are slanted at stepping up the 







quantity and quality of our present war work, but 






inany of them will inevitably be designed and built 


into your fans of tomorrow. Beside the fierce reality 






of war, these things seem insignificant, but they do 







indicate the certainty of brighter days ahead. 
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EERE EPRAD 
HARDWARE COMPANY 


VICTOR ELECTRIC PRODUCTS, Inc. aN af au 


Dept. F-237 | sol-0-01 ‘ich xo) \h ‘CONN. 


2950 Robertson Rd. Cincinnati, Ohio NEW YORK OFFICE ISI CHAMBERS STREET 








Victor — Ready over here 
when it’s over ‘over there’. 
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set-up smacks of originality that 
runs the whole gamut from cre- 
ating good will and trafhic to 
cleverly conforming to ODT re- 
strictions and regulations. 
Hutchinson’s announce d its 
“Trading Post” by means of ad- 
vertisements and direct mail. Since 
the store is immediately accessible 
to workers of the General Elec- 
tric’s Lynn plants, an advertise- 
ment in the employees’ paper ran 
with remarkable success. Adver- 
tisements stressed a double angle: 
first, getting idle goods back into 
circulation to aid the war effort; 
second, making two people happy 
by providing for a mutual ex- 
change of hard-to-get articles. 
- Simplification is the essence of 
the trading post procedure at 
Hutchinson’s. From an_ institu- 
tional standpoint, the store de- 
sired to spur the public to mak- 
ing the best possible use of the 
critical equipment and furnish- 
ings they already possessed. From 
the standpoint of good sense and 
shrewd merchandising, Hutchin- 
son’s wanted every bit of its space, 





An Unusual Wartime Service 


HUTCHINSON’S OFFERS 


Tue Travinc Post 








The Wor has created a definite shortage of civilion 
goods byt—maony of you hove extra articles lying 
idle or used articles with plenty of service left. 
Your neighbor needs this material now Utilize all 
existing material and help the war effort 








CIVILIAN GOODS ARE HARD TO FIND 
© HELP THE WAR EFFORT 
@ HELP YOUR NEIGHBOR 
@ HELP YOURSELF 


SELL OR TRADE YOUR IDLE GOODS 
AT THE TRADING POST NOW 


ANYTHING TO SELL? ANYTHING TO TRADE? 
ANYTHING TO BUY? 


JUST CALL AT THE TRADING POST TODAY’ 


DIAL LYnan 2-2400 for DETAILS 








Br.og your extra articles to the Trading Post—We 
vixpley them for 30 days, on our main floor 
c'othing or perishables please. 











Newspaper ads and direct mail 
announced the “Trading Post” to 


the community. 





its services and its manpower to 
pay freight. 

Located at one side of the main 
store entrance, the “Trading Post” 
isn’t in hiding from those who 
want to find it. And it 1s right 
there to greet new friends. Since 
labor shortages prevent the use of 
a special clerk for this section, the 
personnel of all street floor de- 
partments have an interest in it. 

With its “Trading Post” ser- 
vice, Hutchinson’s does not be- 
come a second-hand merchandiser. 
The store does not buy goods 
from consumers to resell. The 
store provides a space where 
goods may be displayed for trade 
or sale during a 30-day period at 
no charge. Clothing, bedding or 
perishables are not permitted. At 
the end of that period, if the goods 
have not been sold or traded, a 
removal notice is sent by mail to 
the owner. Goods unclaimed by 
the owner after 15 days following 
removal notice become the prop- 
erty of the store. The “Trading 
Post” does not assume responsi- 

(Continued on page 139) 
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FOR 
HARD WEAR © 


WITT Heavy Duty Cans are setting new service records in 
the nation’s armed forces, meeting vital wartime needs. Years 
of use prove these rugged, long-lasting cans assure maximum 
protection and safety in the storage of foods, water, hazardous 
fuels or waste. This same dependab‘e service will be yours 
when WITT Cans are again available for civilian use. 


Witt Cans 
% for War Agencies 


Nos. 1, 2, 3, 7 and 9/2 meet Fed. Spec. #RR-C-81, 
and are available only to the U. S. Army, Navy, 
Maritime Commission and War Shipping Admin- 
istration on “preferred orders.” 
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PURITAN 
S2sh Onrds 


2 ARE HELPING TO 1S , 
| TANGLE-UP THE Xi YY, 





@ Yes sir, Puritan Sash Cords are important in helping beat the 
Axis! Used ashore, afloat, and aloft—Uncle Sam needs a lot of 
Puritan cords and naturally we make sure he gets all he wants to 
tangle Adolf and his pals—good, strong dependable cord that 
will do the job and last a long, long time. 

We want to supply you foo with the cord you need for your part 
in the war effort. And we're doing our best to do this promptly. 
But Uncle Sam is our No. | customer now, and we know you 
want him to be served first. 


PURITAN 


CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 


of sash cord, clothes line, and braided and twisted 
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Your Customers Know 
Kampa 4-Star Plastics 




























There isn’t anything quite the equal of stocking 
merchandise your customers know and want. 
That is why we always say stock, display and sell 
Kampa 4-Star Plastic Houseware items. 

Currently Kampa 4-Star Plastic Toilet Floats 
are selling in tremendous quantities. They re- 
place critical metal and represent a definite im- 
provement over conventional materials. The 
4-Star Float is NOT a substitute. It is a rtal de- 
velopment that offers the important advantages 
of being non-corroding, long lasting and practi- 
cally non-breakable. Packaged in attractive car- 
tons as shown. 


Drain Stoppers in Eight Standard Sizes 


These beautiful, sparkling white plastic drain 
stoppers have an outstanding acceptance with 
consumers. Yes, and the profit and turnover are 
really worth investigating. 

The Kampa 4-Star line of Plastic Stoppers 
contains all standard sizes — plus—three univer- 
sal sizes, one each for bath, sink and basin 
drains. Each Kampa 4-Star Drain Stopper is 
attractively carded for modern merchandising 
methods. All sizes are illustrated. 


KAMPA MFG. CO. 
Plastic Jatrication 
12132 W. CAPITOL DRIVE, MILWAUKEE, WIS 


NEW YORK SALES OFFICE BROADWAY 
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Several tables 
in the space w 


feature work clothes 
hich was once occupie 


and a number of 
d by the major ap 








other variety lines 
pliance department. 


Work Clothes and Variety Lines 


Build Business for Olver’s 


- clothes and 


many other 
added by the Olver Hardware Co., 
Endicott, N. Y., to help offset the 
volume lost when their major ap- 
pliance department became barren 
of merchandise. Appliances of all 
types were an important line with 
this concern before the war and 
will be again when this type of 
merchandise is available. 
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variety lines were 


However, for the present, space 
in the store formerly occupied by 
this department had to be put to 
productive use. Work clothes were 
added and several tables were de- 
voted to the display of this mer- 
chandise. Volume on this line has 
been unusually good. 

The line of work clothes fea- 
tured is a high quality line. 
Work shirts retail at $1.69, blue 
denim jackets at $2.98, pants at 
$2.39 and $2.98. In a striped 
material of better quality, jackets 
retail for $4.59 and pants for 
$3.29. All of the popular sizes are 


stocked. Turnover on this line is 


unusually good and the margin is 
entirely satisfactory. 

Another section is given over to 
the display of greeting cards, toilet 
soaps and infants’ wear. Items 
such as wash cloths, blankets, baby 
books, baby clothes, crib sheets 
and pillow cases and many other 
items for the baby’s layette are 
displayed. This particular depart- 
ment is supervised by Mrs. Grant 
Olver, wife of the owner. She has 
also added a line of inexpensive 
women’s and children’s clothing 
that is attracting many new cus- 
tomers and adding materially to 
the store’s volume. 


Right now they're attempting 
to fill the major appliance 
gap and are doing a good job 
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2 WORTH REMEMBERING... 


the high-profit, high-unit-sale record of 


MILAPACO “Handy Pack Department’ 


Sales-proven by leading stores as today’s “outstanding 
merchandising idea in paper’, the Milapaco “HANDY 








Milapaco PACK DEPARTMENT” is a_ high-volume-and-profit 
HANDY PACK producer, with little or no sales effort. Combines 
Colorful, modern display dramatic point-of-sale display, colorful “bargain” 
suchas Sor, ptotiiants packages, popular merchandise, to quickly boost your 


“*HANDY PACK DEPART- 


MENT" promotion. Con- dime-a-package sale to higher dollar-volume of 25¢ 


tains 100 each ofasinglede- to 89¢ per unit. 

sign and size of Milapaco . Ap 

lace Paper Place Mats Milapaco Lace Paper Place Mats and Doilies in the 
ond 10” ond 12” Doilies, “HANDY PACK” are on the “curtailed” list right 


or 150 of the 5” 6” 
and 8” Doilies 

Price — 25¢ 

to 89¢ each 


now, but more will be available later. Plan definitely 
on enjoying the benefits of this fast-turnover promotion 
when it is again available. 
* 
BUY MORE WAR BONDS NOW... PLAN FOR A Milapaco 
“HANDY PACK DEPARTMENT" later 


MILWAUKEE LACE PAPER COMPANY 


1306 East Meinecke Avenue Milwaukee 12, Wisconsin 
Established in 1898 





Mitapaco 
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41% PROFIT MARGIN... 
with Nw TAPERLITE Streamlined Assortment 

















Candles are a big new hardware-store item— 





























especially during these times of war shortages! 
For a quick and continuous response—for real 
| to profits, order your striking new counter display 
let of Will & Baumer Taperlites. 
by Taperlites are the only popular-priced hand- 
— dipped candles with the new Firmfit End that 
ets prevents tipping and dripping . . . and they’re 
1er made with all the style and fine craftsman- 
ire ship that are Will & Baumer standards. War- 
rt- time uses and emergencies make fast-selling 
unt Taperlites a must on your counter. 
mM Free! This Handsome Counter Display Stand 
. . with your order for the new introductory ‘ Assortment 1,000" containing: 
“e 8 doz. 10” Taperlites to retail at 15c a pair Standard Color Arrangement—2 doz. White; 2 
us- 8 doz. 15” Taperlites to retail at 20c a pair doz. Old Ivory; 1 doz. Blue; 1 doz. Red; 1 doz. 
to TOTAL RETAIL VALUE...... vooseseneee$16.80 Foliage Green; | doz. Yellow. 
COST TO DEALER............................---.$10.00 Other colors available if desired: Cream, Pink, 
DEALER'S PROFIT.................... $6.80 or 41% Peach, Dark Blue, Avple Green, Sunshine Yellow. 





Display Dimensions: Length 24”, width 17”, height 6”. Six compartments hold four each of 10” and 15” sizes. 


ORDER Your Introductory Assortment from Your Wholesaler TODAY! 


1f He Can't Supply You, Mail Your Check for $10.00 Direct 


WILL & BAUMER CANDLE CO., INC, Estoblished 1855 


Fancy Candle Sales Office: 15 East 32nd St., New York, N. Y. Factory and General Offices: Syracuse, N. Y. 
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Mexican Baskets Aid in Taking Up 
The War-Time Sales Slack 


Kaut & Kreichbaum Co. 
is making good use 
of these and many 
other non - priority, 
available lines 


Bins though Frank 


C. Kiehne, president and treasurer 
of the Kaut & Kriechbaum Co., 
Burlington, Iowa, has never 
visited Old Mexico, he’s feeling 
grateful these days to the Mexican 
craftsman. For he’s filling that gap 
where metal baskets used to be, 
with baskets made of woven bam- 
boo, grasses and wood. These re- 
tail from 25 cents to $1.85 in 
usable home sizes with a popular 
south-of-the-Border number at 95 
cents. A flyer in shopping baskets, 
to trundle packages to and from 
the market, also proved a sound 
gamble. These variations from 
usual house furnishings and hard- 
ware does create new traffic, he 
admits. 


Replacement Merchandise 


On this company’s letterhead 
are listed such durable goods as 
stoves, furnaces, sheet metal, stok- 
ers, and oil burners. New volume 
is sustained in part by replace- 
ment merchandise. Saleswomen 
and men use no apologies for be- 
ing out of critical items; they put 
the drama on victory merchandise 
and give its selling features with- 
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out making comparisons. An in- 
door clothesline has a plastic reel 
and plastic cookie cutters leave 
tin for more vitdl uses. Pots and 
pans made of metal are giving 
way to some degree to cooking in 
glassware, and both are being 
scrubbed with sand-and-cloth 
cleaners instead of the popular 
wire types. This firm used to carry 





ON AVAILABLE GOODS 


These products of 
Old Mexico boost 
volume and bring 
many new patrons 
to this store in 
Burlington, Iowa. 


a $1,500.00 inventory in one na- 
tionally known brand of alum- 
inumware. Soap at 5 cents and 
12 cents a bar is a service item, 
and sells from an inconspicuous 
floor display to numerous small 
buyers. 


Buys What's Available 


Mr. Kiehne goes into the whole- 
salers, he confesses, and buys 
what’s available—even to chrome- 
plated fruit bowls or cocktail 
shakers. He saves Victory posters 
and when counters or shelves get 
empty he uses them to hide vacan- 
cies until the deliveries come 
through. 

“We've had a store here since 
1871,” he explains, “and we 
have to provide what the customers 
want or can use. Crystal table- 
ware is not a natural neighbor to 
builders’ hardware but it bridges 
the gap.” 
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Tensile strength in Tape 





ALWAYS IMPORTANT- 


Metal TODAY! 


A high-grade friction tape should have sufficient strength to 
prevent breakage while wrapping. Tensile strength and 
elongation of rubber tape are vitally important because the 
tape is applied in an elongated state and must be strong 
enough to stretch adequately and yet not break. This stretch- 
ing is necessary to provide a firmly adhering, weather-resist- 
ing protection for an electric wire or cable splice. 

PANTHER and DRAGON Friction and Rubber Tapes 
more than comply with A.S.T.M. and Federal Emergency 
Specifications for tensile strength and elongation. 

PANTHER and DRAGON Friction and Rubber Tapes 
are being specified and recommended to their customers by 
wholesalers throughout the country. 


RUBBER TAPE FRICTION TAPE 


Guaranteed Footage Guaranteed Footage 

Substantial Fabric High Grade Compound 

High Tensile Strength High Tensile Strength 

High Dielectric Strength Higk Elongation 

High Adhesive Strength High Dielectric Strength 

Uniform Thickness Uniformity of Thickness and Width 
Uniform Width Excellent, Fusion 

Excellent Tackiness High Insulation Resistance 
Strong, Durable Core Excellent Tackiness 

Colorful, Attractive Boxes Colorful, Attractive Boxes 


SYe2navaene 
Seaueraene 


— 
_ 










Rubber Tapes are available in both PANTHER and DRAGON 
— brands. Sold Through Recognized Independent Wholesalers . . . 


3313 


PANTHER & DRAGON 


FRICTION AND RUBBER TAPES 


HAZARD INSULATED \4/ DIVISION OF 
WIRE WORKS \ (/ THE OKONITE CO 


PENN 


SEPTEMBER (6, 1948 
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Until R/M Woven Glass and woven asbestos wicking 
can be had again, R/M Tri-Ply Wicking will do... 
and do very well. Here’s why: 


1. Hard outer ply resists wear and tear. 


2. Middle layer of crimped asbestos felt 
sends fuel racing-to-the-rim for quick 
lighting. 


3. Inner layer of soft asbestos paper keeps 
fuel-supply uniform. 


4. Rippled construction permits wick to be 
rolled without buckling or breaking; assures 
proper alignment and seating of wick in 
burner-channel. 


5. Tri-Ply construction effects complete fuel- 
vaporization, reduces carbonizing. 


R/M Tri-Ply Wicking comes %”, 1”, 1%”, and 1%” 
wide —— SIX FEET TO THE BOX, 12 boxes to the carton. 
Also in cartons of 100 feet. 
Sell duration-quality R/MTri- 
Ply Wicking. Ask your jobber. 








Awarded to R/M 
North Charleston Plant 





INDUSTRIAL SALES DIVISION 


RAYBESTOS-MANHATTAN, INC. 


MANHEIM, PA NORTH CHARLESTON, S. ¢ 
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Harness Sales Reach New Highs 
As Farmers Use More Horses 


and the Owego-Murray Co. expects sales in this line to exceed $10,000 


Sets of harness are 
featured on special 
supports along this 
sidewall and one of 
them is always on 
the model horse. The 
horse attracts lot of 
attention when shown 
in a window with a 
harness and acces- 
sories display. 


= ESS volume is 


setting new sales marks at the Owe- 
go-Murray Co., Owego, N. Y., as 


100 


more and more farmers turn to the 
use of horses for farm work. A 
sales goal of $10,000 for this de- 
partment will easily be met and 
probably exceeded, according to 


‘ 








G. E. Camin, the manager of the 
store. 

Sales of new sets of harness ac- 
count for the major portion of 
the volume in this department. 
Much of this is made up in the 
harness shop and lately more and 
more of the sets have been secured 
in this manner since shipments 
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Horse coilars and leather repair 
parts for harness are shown upon 
this sidewall. The repair shop is 
at one end. Horse blankets, collar 
pads and fly nets are on tables. 
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from manufacturers aré very slow. 
Harness repair work is a spe- 
cialty of this shop. Geo. W. Rob- 
ison, who is in charge, is an ex- 
perienced harness man and turns 
out work of the very highest qual- 
ity. All types of repair jobs are 
performed and he is busy a great 
portion of the time on this type of 
work. Qiling of harness is some- 
thing in which the shop specializes. 
This year, more farmers have 
brought their harness in to be 
oiled than in any previous time. 


On the Second Floor 


The department is located on 
the second floor of the store. It 
occupies a space approximately 
20 ft. wide and 50 ft. long and 
can be plainly seen from the top 
of the stairway leading from the 
first floor. One entire sidewall is 





DOBBIN Dx 


mm: DURATION 








HARNESS 
That's the spirit, Dobbin- 
boy! You.were a hay-motor 
long before the tractor was in- 
ven 


And now that you've enlisted for thé duration, . 
we're going to volunteer some harness values that will 
knock your hat “right in the creek.” 














New Complete Harness, Less Breeching . . $35.00 
New Complete Harness, With Breeching . . $49.50 


Genuine Army Harness 


@ Not « cheap harness bat « 
geod harness cheap. 


@ 1%”. traces Gt horses up to 
1600 Ibs. Are guaranteed 


two years. 
@ Ne fancy trimmi but 
n— @1%” Martingales, chain 


good leather and workman- breast bales. and extra long 
ship. hip strap makes plowing 


easy. 
@ No high prices, but high © Reins are 1” x 20’ and good. 
quality, Whattas buy! 





WE GUARANTEE all our harness advertised as 
Army Harness to be the genuine United States Army Har- 
ness, inspected, and the makers name stamped on each 
harness. These harnesses are made of inspected and se- 
lected leather, the quality of which will insure years of 
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A typical advertisement which was 
shown in the company’s Store News. 
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devoted to the display of sets of 
harness while the opposite wall 
shows horse collars and harness 
parts. In the center of the space 
are flat top tables on which are 
displayed horse blankets, fly nets, 
and collar pads, and a complete 
stock of harness snaps, buckles. 
and other accessories. 

The repair shop proper is lo- 
cated at one end of the depart- 
ment. A special room in the base- 
ment is laid out to simplify the 
harness oiling jobs. Here the 


harness is placed in special wire 





mesh baskets which are hoisted 
and then lowered into tanks con- 
taining the harness oil. After it 
has soaked for a specified length 
of time it is removed and the sur- 
plus oil allowed to drain off. 
Equipment of this type simplifies 
this work and enables the company 
to do a better job in less time. 
Harness and related accessories 
are advertised frequently in the 
company’s “Store News.” This 
paper goes to farmers in the trad- 
ing area and more than 6000 
names are on the mailing list. 








%* You've wanted some new fence for a 
long time. You need it more than ever 
at you're doing that important food 
production job. And, chances are that 


you can get enough dependable Mid- 
put your fences in 


now th 


States Fence now to 
good shape this fall. 


For, in addition to producing large 


quantities of steel products for vital 


fense needs, Mid-States has been per- 
mitted to produce limited amounts of 


fence for farm use. 


In most communities you'll probably 
find a Mid-States dealer with fence 
e for essential require- 


Talk your fence problems over 


enough to car 


ments. 
with him. 99 





.»» AND YOU, T00, 
MR. DEALER 


@ From the beginning we've been “in 
the service’ producing essential war 
material—and still are. But we have 
been permitted to produce some Mid- 
States Fence which is being distributed 
equitably among Mid-States dealers— 
to help the farmer do his big production 


job. 


Many of your customers will read this 
“good news” in current issues of these 


popular farm magazines— 


' @ Successful Farming 
@ Progressive Farmer 
@ Prairie Farmer 
@ Cappers Farmer 
@ Poultry Tribune 


@ American Farm Youth 
Magazine 


You'll have calls for Mid-States Fence. 


Help them all you gan. 


MID-STATES STEEL & WIRE COMPANY 


Crawfordsville, Indiana 


Barbed Wire + Steel Posts « Steel Frame Wood Gates + Blue 
Ribbon Bale Ties + and other steel products for the farm. 
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Original shipping containers of dog biscuit are converted into display 
bins around two sides of a table on which related dog items are shown. 


Dog Biscuit Volume Is Stepping Up 
Since Advent of Food Rationing — 


a on ~~ biscuit: 


have increased at A. L. Davis’ 
Son, Inc., i ag a 
since food rationing was intro- 
duced. The company carries a 
complete assortment of biscuit dog 
foods and brands with national 
reputations and consumers’ accep- 
tance are featured. 
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A. L. Davis’ Son, Inc., finds this 
item an aid in building sales 
of related lines of dog goods 


The display of dog food in the 
store is arranged so that it is con- 
venient to both customers and 
salesmen. Large corrugated board 
containers hold the different va- 
rieties and show cards on the top 
of them give complete informa- 
tion about the food and its price. 

These containers arranged along 
two sides of a regular display table 
and the table which features re- 
lated dog goods make up the de- 
partment. It is located in one of 
the choice traffic spots in the store. 
Items such as dog food dishes. 


dog shampoo, flea powder, soaps. 
and disinfectants are displayed on 
the table. The table also holds a 
scale for weighing dog food. 
Davis’ has stocked this line for 
about a year and the volume that 
has developed during this period 
has been both satisfactory and 
profitable. The line is purchased 
mainly by city folk. The sales 
outlook on it for the future is ex- 
tremely favorable because this 
market in Binghampton has not 
been exploited to any great extent. 
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Good Arrangement Aids 
Sporting Goods Sales 


This well arranged sporting 
goods department has helped 
Owego-Murray Co., Inc., Owe- 
go, N. Y., hold the interest of 
sportsmen in the community 
and, at the same time, helps 
maintain the volume in this 
department at a high level. 



















This War's Safer 
- For War Workers 


ORLD WAR II is a lot safer 

than World War I for the 
American war worker, according to 
the 1943 edition of “Accident Facts,” 
the statistical yearbook of the Na- 
tional Safety Council. 

Deaths per 100,000 workers in the 
current war are one to one-and-a- 
half times less than fatalities to war 
workers in 1917-18, the Council said. 
The Council also pointed out that 
the increase from 1941 to 1942 -was 
much less than the rise in deaths 
from 1917 to 1918. 

Railroad workers are twice as 
safe today as were their predecessors 
in the last war, and injuries to these 
workers are only a third as great as 
a quarter of a century ago. 

Agriculture took the heaviest toll 
last year among war workers, with 
4400 deaths. Trades and service 
were next with 3500, followed in 
order by construction 3100, manu- 
facturing 3100, transportation and 
utilities, 2500 and mining, quarry- 
ing, oil and gas wells, 1900 deaths. 

Occupational fatalities decreased 
by 200 in the first four months of 
the present year, as compared with 
the same period in 1942. 





Cleaning Glass 


Window glass and display glass 
used on counters can be cleaned 
easily if ammonia is added to the 
washing water. After the glass has 
been washed it will dry without 
streaks. Considerable lustre can 
be given to table display glass if 





it is wiped with a cloth dampened | 


with alcohol. 
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URE WISH 
WE COULD/ 


“YOUR CUSTOMERS ARE OUR CONCERN, TOO,” says Homer 
G. Snoopshaw. “There seems to be enough raw material to make a lot 
of farm batteries and Uni-Cels, but there just isn’t enough manpower or 
equipment. Naturally our Armed Forces come first, but we’re also 
working at top speed to turn out as many civilian batteries as possible. 
The demand far exceeds our capacity to supply, so we still ask you to 
continue to distribute them fair and square; and sure appreciate your help!” 






le Free CONSERVATION AIDS. You can help 
*@: 
\ nen 


Ce \ your customers conserve the critical war materials in dry 


batteries and get maximum service from them. Write 
BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 
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BATTERIES 
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The Dean’s Page 


By SAUNDERS NORVELL 
The Story of Marcellus Hartley—Part | 


I fens and the succeeding article giving an interesting and vivid 
account of one of the most dramatic periods in the career of 
Marcellus Hartley came as a matter of chance. 

The Dean had called on Marcellus Hartley Dodge in his New 
York office and finding him out decided to await his return. Turn- 
ing to a book case I noticed a handsomely bound book on the 
back of which in gold letters was only the name “Marcellus 
Hartley.” 

Turning the leaves of this book I found it was a privately 
printed review of the life of Marcellus Hartley. As I had known 
Mr. Hartley years ago, I was immediately absorbed in this account 
of his life printed privately by a few friends in 1903 just a year 
after his death. 

What especially fixed my attention was the account of Mr. 
Hartley's services to the United States Government during the 
Civil War as a purchasing agent in foreign countries for arms 
and ammunition. 

This and the following article are extracts from this book which 
has never been published for the general reading public. Most 
of the matter, it will be noted, is taken from letters sent from abroad 
by Mr. Hartley to the Hon. E. M. Stanton then Secretary of War of 
the United States in the cabinet of Abraham Lincoln. 

Mr. Hartley through a long life was a leading figure in the hard- 
ware and sporting goods buginess of this country. No doubt, from 
his great accomplishments in many fields, he could be called our 
most successful hardware man and, therefore, it seems fitting 
especially now when our country is engaged in another war to 
review the story of that dramatic period of his life when he was 
serving under Secretary of War Stanton in purchasing arms. It is 
fitting the story be told based on his own letters to the War 
Department. 

The Dean is only sorry that all of our hardware friends cannot 
read this book which so dramatically outlines the career of one 
of the most remarkable characters in hardware and sporting 
goods of the last generation. 

—SAUNDERS NORVELL 


mained in his father’s employ for 





ARCELLUS HARTLEY 
was the eldest son of Rob- 
ert Milham Hartley and 


Catharine Munson of New York. 
He was born on September 23, 
1827, and received the baptismal 
name of Marcellus from a clergy- 
man of the Dutch Church, who 
had been an old friend and class- 
mate of his father at Fairfield 
Academy, where the elder Mr. 
Hartley had received a classical 
education with a view to entering 
the ministry. 

At the age of 17, he entered his 
father’s office as a clerk. He re- 
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three years, and there he obtained 
a rudimentary knowledge of busi- 
ness. He was ambitious, however, 
for a more rapid advancement than 
the outlook promised. Accordingly, 
he sought and soon obtained a situ- 
ation as entry clerk and assistant 
bookkeeper in the importing house 
of Francis Tomes and Sons, of 
Maiden Lane, dealers in fancy hard- 
ware and sporting goods. He en- 
tered upon his duties on February 8. 
1847. His industry, quickness, and 
aptness for business enabled him to 
forge ahead, and he was transferred 





SAUNDERS NORVELL 


to the gun department, which was 
more congenial to his taste and a 
branch of business which in later 
years became the principal factor in 
his career. In addition to his duties 
in the office, he was sent during 
times when business was slack to 
solicit trade in the south and the 
west. 


The Beginning of a Career 
(1854-1862) 


Though it was a bold undertak- 
ing for a young man without means 
or influential friends to enter busi- 
ness for himself, Mr. Hartley was 
moved to that act by several rea- 
sons. During his service as clerk 
he had, in more than seven years, 
mastered all the details of the 
sporting gun department of which 
he was in charge. Having obtained 
all the knowledge of the business 
that he could,. and believing from 
the conditions which he saw about 
him that there was no opportunity 
of his ever becoming a partner, he 
perceived the uselessness of his re- 
maining longer in his position. 

Accordingly, his first step was to 
find men of similar disposition. 
These he met in J. Rutsen Schuyler 
and Malcolm Graham, who were in 
the firm of Smith, Young and Com- 
pany, of which Mr. Schuyler was 
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APPLIES 
EASILY, 


ey Linoleum Paste is made for one pur- 
oo pose: to make the laying of linoleum (on floor, 
\ # 2 steps, sink, etc.) an easy, simple, quick job. Easy to 

\ ile AS work with, this specially formulated adhesive grips 
fast, holds tight, and is priced right. Show it to 
your trade NOW. !/, pts. to gallons. 


Manninen eines mearmumem | THE SHEFFIELD BRONZE POWDER & STENCIL CO. 


‘World's Largest Manufacturer of Can Openers and Bottle Op 


3211-25 CARROLL AVENUE CHICAGO, ILL., U.S.A. CLEVELAND OHIO * Write for catalog of 40 
eT ‘ Shefteld ast Sellers 


* BUY WAR BONDS AND STAMPS * © *& * 











HAND and POWER : ° VISES 
T0 
OL GRINDERS STORE Ze SKATE SHARPENERS 


SICKLE GRINDERS IEE LAWN MOWER SHARPENERS 
GRINDING WHEELS QUALITY and GARDEN TOOLS 


SHARPENING STONES and ics aie LAWN RAKES GRASS CUTTERS 
ABRASIVE FILES Buy from your regular jobber. WEED CUTTERS HOSE REELS 








GENERAL HARDWARE COMPANY 


3618 W. PIERCE STREET MILWAUKEE, WISCONSIN 
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War needs like this 
call for thousands 


WIRE 


junior partner; they were engaged 
in the same line of business as 
Francis Tomes and Sons. One day 
the three met at the famous hos- 
telry kept by Clark and Brown in 
Maiden Lane, near its junction with 
Liberty Street. Here the young 
men discussed the feasibility of 
establishing a new business firm 
of the same sort as that of their 
employers, and, concluding that it 
was possible, immediately entered 
into the details. Since the three 
partners were without much money, 


they were obliged to borrow a large 
part of their capital. With this, the 
firm was organized on March l, 
1854, under the name of Schuyler, 
Hartley and Graham, and took the 
ground floor of 13 Maiden Lane, 
nearly opposite the parent firms. Mr. 
Hartley’s part in the business, owing 
to his long experience in buying and 
selling goods away from home, con- 
sisted chiefly in the purchase of a 
varied stock in trade, especially 
sporting guns and small arms 
abroad, and in trips west for the 









continue to 
NS of tons of 





i 


s,/\ 





the urgent need for FENCE 
is now being recognized! 


War demands have taken practically all of Keystone’s production 
until recently. But farm fence is just as essential. It’s urgently need- 
ed to help save critical farm labor and make food production quotas 
possible. This fact is now being recognized as indicated by recent 


Government releases of steel. 


We are now able to make available 


considerably increased tonnage of fence, barbed wire and steel posts 
—in limited heights and weights, of course. 


‘There isn’t enough zinc yet available, however, to permit the 
extra heavy protective coating formerly carried by Red Brand, 
so the Keystone fence now being distributed does not have the 
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red top-wire. 
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KEYSTONE STEEL & WIRE CO. PEORIA, ILL. 


Because of 54 Years Satisfaction .. . Fence Users Will Continue te... 
“Leok for the Top Wire Painted RED” 


RED BRAND FENCE sicec posts 





Remember — farms 
are the greatest 
remaining sources 
of needed SCRAP 
TRON. Urge farm- 
ers to sell every 
pound they can 
find — NOW! 

















a 
purpose of creating a market for his 
wares. 

Mr. Hartley established close re- 
lations with the leading firms in 
Europe, and acquired knowledge 
about the manufacture and sale of 
arms, which enabled him to render 
notable service to the United States 
Government during the Civil War. 

In the following three years of 
1858, 1859, and 1860, during which 
Mr. Hartley remained in New York, 
the business of the firm increased in 
importance and extent from year to 
year, and became the largest of its 
kind in the country. Inasmuch as the 
increase was owing chiefly to the 
purchase and sale of arms, Mr. Hart- 
ley had to give a great deal of his 
time to that branch of the business. 
in which he was the specialist. 


Work for the Cause of 
the Union (1862-1864) 


The period of the Civil War was 
probably the most interesting time 
of Mr. Hartley’s life, but, unfortu- 
nately, the reticence which he main- 
tained with regard to his work as 
special agent for the government 
during that struggle prevented him 
from speaking of his experiences. 
What we know is chiefly from his 
business letters. 

By the middle of 1861 it had be- 
come apparent that the war would 
assume far larger proportions than 
had been dreamed. The work of 
equipping an army of a million men. 
which Congress authorized in re- 
sponse to President Lincoln’s mes- 
sage of July, was entirely beyond the 
experience of any men of modern 
times. Although European armies 
during the Napoleonic wars and for- 
mer fierce conflicts had been large. 
no single power ever called for so 
many troops to be marshalled in 
so short a time. One of the gravest 
problems which confronted the Sec- 
retary of War, Mr. Stanton, was the 
arming of this vast force of men. 

The difficulty lay in the fact that 
the arsenals had been denuded of 
their guns. The stock in the hands 
of the dealers was insufficient, and 
manufacturers, although driven to 
their utmost capacity, were unable 
to furnish a tithe of what were re- 
quired. In this difficulty, Mr. Stan- 
ton called to his aid his friend, Rob- 
ert Dale Owen, a man widely known 
as of practical sagacity, undoubted 
loyalty, and irreproachable integrity. 
Mr. Stanton commissioned him to 
go to New York and there to confer 
with Governor Morgan as to the 
most reliable and competent person 
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to be appointed as agent of the Mr. Hartley, and, since his accept- 
United States Government to pur- ance would greatly harm his busi- 
chase arms and munitions of war in ness interests, he might well have 
Europe. hesjtated. His firm’s traffic was 
The choice fell upon Mr. Hartley. mainly directed to the buying and 
With the approval of the Secretary selling of arms and his time, experi- 
of War, then personally unknown to ence and ability were invaluable 
him. and with the consent of Presi- to. it. 
dent Lincoln, he was made agent Having settled business with his 
with a rank equivalent to that of partners and arranged his private 
brigadier-general and was given a affairs, he set out for Europe in 
large credit on Baring Brothers, the July, 1862, accompanied by his fam- 
fiscal agents of the government. The ily, for what proved to be a stay o! 
appointment came as a surprise to some months. He went directly to 








That Service Flagsmay come down sooner than you 
think. It has been hanging in Priscilla’s window since 
before Pearl Harbor . . . and will stay there for the 
duration. 


But when V-Day arrives — as it inevitably will — 
the initial rejoicing will be followed by a wave of 
aluminum ware buying such as this country, has never 
seen. There is going to be an enthusiastic clamor 
among the housewives of America for Priscilla Ware 
... the aluminum line of eye-fetching beauty, uniform 
excellence, honest values and kitchen completeness 

. backed by an unconditional customer-satisfaction 
guarantee and an all-out dealer-protection sales policy. 


Yes . . . a complete line of Priscilla Ware will be 
waiting for you and your customers when V-Day comes. 
In the meantime, Priscilla tea-kettles, sauce pans and 
double boilers will continue to sing a song of un- 
equalled service in kitchens everywhere. 


LEYSE ALUMINUM COMPANY, Kewaunee 1, Wisconsin 


FOR YOU ALL THE WAY! 
While there is “nothing to sell’ in 











the way of aluminum utensils “for 
the duration”, nevertheless, Priscilla 
has not let you down .. . not for a 
minute! More than 3,000 new dealers 
have come to us as a reliable source 
of supply for profitable, available 
“fill-in” merchandise such as crock- 
ery, glassware, china and miscel- 
laneous housewares items ferretted 
out and provided by Priscilla, 
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Birmingham, and took a_ house 
which he made the headquarters fo: 
his operations. Little, however, did 
he realize the difficulties which 
would beset him in carrying out the 
object of his mission. His instruc- 
tions were remarkably simple. He 
was not only to buy all available 
guns and munitions of war, but to 
prevent any of them falling into the 
hands of the Confederate Govern- 
ment. He found in England a wide- 
spread spirit of hostility, hence the 
difficulties in his way were very 
great. Another obstacle was the fact 
that the arms were to be bought in 
all countries of Europe, and that 
Confederate agents were abroad in 
the land buying what they could fo: 
Confederate armies. He soon found. 
therefore, that his chief task was 
not merely the purchasing of arm- 
for the United States Government. 
but also the circumventing of Con 
federate agents and the overcoming. 
incidentally, of hostile public opin- 
ion in England. In all these respects 
Mr. Hartley was successful. A few 
letters and illustrations may be 
given to show the character of his 
work. Immediately after his ar- 
rival in England he wrote to the 
Secretary of War as follows: 


6 St. Mary’s Row, 
Birmingham, August 2, 1863 
Dear Sir: 

I arrived in Birmingham Satur 
day, July 26, and found that our 
agent had secured all the ready- 
made rifles at prices quoted by 
me, and the services of nearly all 
the manufacturers. Nearly all the 
ready-made guns had been 
bought up by speculators immedi- 
ately on receipt of the news of 
the want of 300,000 more men. 
The London market had been 
cleaned out by speculators for 
the China trade. In this market 
Henderson, an American, had 
made contracts with nearly all the 
manufacturers at low prices, and 
is now holding them to it, some 
36/ to 40/ (shillings), a loss in 
many instances to the manufac- 
turers; our agent succeeded in ob- 
taining some from them at an 
advanced price, but as they hope 
to complete contracts this week 
and we have secured them, and 
the arms go to New York, it is 
better that we should get him out 
of the way. 

The Small Arms Company, a 
combination of manufacturers who 
produce about 3000 per week. 

(Continued on page 142) 
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TIME OUT TO CHASE OFF THE ENEMY 


Did you ever see a swarm of bees take “time out” to chase off 
some intruder? Well, they cease their busy manufacturing and, 
instantly, the winged battalions take to the air to dive-bomb the 
enemy; usually with very quick and satisfactory results. 


















TUCKER is now taking “time out” 
to help bring the enemy to final de- 
feat. That’s why we are unable to 
supply our regular customers. War 


La liateda ats a runs its course, however, and when 
"oy we have achieved final Victory, we'll 
vt, be back asking you again for your 
Peerless g valued business. 
Folding Furniture oe 
& 
Cots ‘ope 
Chairs ad 
I ed 
Canvas Specialties Weg w 
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Camp Chairs "Y,. wy 
Juvenile Furniture ty tal 
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f | DUCK 2 RUEBER C0. 


Fort Smith, Arkansas 
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IMPORTANT TO SELLER «4 BUYER 


The features embodied in 
“Ames” shovels are import- 
ant to the Seller of these 
pioneer shovels, because 
they are the “selling points”. 





































SHOCK 
BAND 


Steel re-enforcement 
which substantially 
increases handle 


ELECTRIC 
WELDING 


Unbreakable weld— 
completely fuses 












strength. Th : 
: are of equalim straps to blade. 
(Solid Shank and ey are of eq portance (Plain Back Type) 







to the Buyer, because they 
give to these famous shovels, 
greater strength, longer 
wear and a finer appearance. 
Also important to remember 

. every feature originated 
and developed by “Ames”! 


Types) 






















ARMOR-D 
HANDLE 


Steel armor encases 
wooden fork. Adds 
strength, increases 
wear and eliminates 
slivers. 


DIE PRESSED 
LABELS 


Die pressed into wood 
in colors. Can't 
come off or become 
mutilated. 





























C ») 
RIVETLESS i RAM 
SOCKET C1774 5 TAPER ROLL 


Smooth socket— Blade Taper Rolled— 


cme AMES BALDWIN WYOMING CO. Wier 

















Hollow Back and tough ’ 
Tuher Rolled Tapes) PARKERSBURG, W. VA. NORTH EASTON, MASS. (Taber Rolled 
ype 






Shovels . . Spades . . Scoops . . Forks . . Hoes . . Rakes 
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WOODEN 
HOUSEWARES 

WOODEN eve renee DISPLAY 
#6 2k MERCHANDISE: 


_ | HOUSEWARES 
roe Folding towel racks, 


WE HAVE A eA / BNE ee a! ironing boards, 
Sete ke a clothes driers, splint 
COMPLETE Kee ee clothes baskets, 
STOCK ee wags PN” washboards, iron 
nos board pad set, spring 
type clothespins, reg- 
ular clothespins, 
clothesline, willow 
clothes baskets. 
clothes poles, curtain 
stretchers. 


BACKGROUND: All 
panels of ivory cor- 
rugated material or 
painted wallboard. 
Trim color in red. 
Cut - out letters in 
dark brown. 


CLOTHES CLOTHES| 
PINS 





Late October—Show Wooden Housewares, 
Window Ventilators and Home Cleaners 


HARDWARE AGE Original Window Display IDEAS 


WINDOW 
VENTILATOR 

DISPLAY 
MERCHANDISE: 


Ventilators in vari- C LEAN E RS 


ous widths and 
lengths. — KEEP OUT RAIN FOR THE 


HOME AND DRAFTS HOME 


CLEANERS 
DISPLAY 


MERCHANDISE: 
Stove polish, stove 
cement, flue cleaner, 
paint cleaner, rug 
cleaner, spot re- 
mover, wall paper 
cleaner, wall clean- 
er, window cleaner, 
sponges, chamois, 
scrapers, brushes, 
wiping cloths. 

BACKGROUND: 
Panels of buff corru- 
gated board or 
painted wallboard. 

rim panels in red. 
Cut-out letters in 
dark brown. 
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_“ASBESTOS WICK 


MADE TO SELL NOW! 


FILL YOUR EMPTY SHELVES 


with this tested and proven, four- 
ply asbestos paper wick that an- 
swers a pressing need for a satis- 
factory substitute for woven wicks. 
Attractive Red, White and Blue 
counter cards and pamphlets (as 
illus.) are real sale producers. 














KEEP 'EM | 
BURNING * 


*TRADE-MARK REG. 
possible. 


UND) __riamemasten 


ATLAS ASBESTOS CO. 


Manufacturers of Glaswik and Flamemaster Wicks 
PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 


North Wales, Penna. 


STILL AVAILABLE 
IN LIMITED QUANTITIES 


War needs have taken much of the asbestos 
yarn formerly the production of 


used in e 
oe eee although it is still avail- 


for it. Production of GLASWIK has been 
temporarily suspended, owing to the emer- 
geney, but will be resumed soon as 









THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 










Tue Forstner 
Augur Bit bores at 
angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 
woods, 


















If your customers have war uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 4“ to 144" by sixteenths; with 
machine shanks, from 154" to 3” 
by eighths. 
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For A 
Perfect 
Steam Press 
With Any 
Ordinary 


































FREE 


On pages 40 and 41 it tells you how 
to use a cold chisel. Pages 42 and 43 
tell about hand filing. Page 45 tells 
about hack saw blades —and right 
through 48 illustrated pages it deals 
with the selection, care and use of metal 
working hand tools, including Porter 
Bolt Clippers. This book is designed to 
make tools do more work on the pro- 
duction front —a contribution to our 
war effort. 

It is interesting to the experienced me- 
chanic and invaluable to the new war 
worker. It is distributed free of charge — 
just ask for Porter Tool Maintenance Book 
= . postcard — or get a copy from your 

eaier. 


H.K. PORTER, INC., cverers, mass 
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Freedom of Choice— 
ont Lose It! 


By PAUL B. WEST 
President, 
Association of National 
Advertisers, Inc 


EDITORS’ NOTE:—Grade labeling. for a time, threat- 
ened the “Freedom of Choice”—but now it is out- 
lawed but perhaps not wholeheartedly or perma- 
nently. It was outlawed as part of an appropriations 
measure and should stay that way. However, the 
proponents of “grade labeling” will probably stay 
vigilant. It behooves the rest of us to do the same. 


is HERE, so me- 


how, we have lost sight of the most 
important Freedom of all, namely, 
Freedom of Choice. We are, there- 
fore, in danger of losing it. Unless 
retailers and national manufactur- 
ers rediscover this freedom and get 
together to preserve it, it may be 
lost by default. 

The importance of this becomes 
apparent when we realize that 
Freedom of Choice is the bedrock 
on which has been built the greatest 
system of mass merchandising, the 
greatest distribution system the 
world has ever known. On the 
preservation of this fifth Freedom 
depends the security and the future 
of our whole American way of liv- 
ing, our whole democratic business 
structure. 

This American distribution sys- 
tem of ours has succeeded and sur- 
vived only because it was built on a 
solid foundation: The people’s trust 
in the integrity of the retail mer- 
chant, who is in reality purchasing 
agent for the public, and the pub- 
lic’s faith in the nationally adver- 
tised trade marks of the merchan- 
dise which he sells. Under this 
American system, people have Free- 
dom of Choice to elect their favor- 
ite brands, just as they are free to 
elect their favorite candidate for 


political office. and can decide 
whether any manufacturer stays in 
business or closes shop. This is the 
({merican way—the competitive way. 
If the merchandise offered is in- 
ferior or shoddy, if it is not priced 
right, if the style or design fails to 
satisfy, the homemakers of this 
country vote that product right out 
of existence. 


The Best Guarantee 


History shows that this Freedom 
of Choice for consumers is the best 
guarantee retailers have of conduct- 
ing a profitable business. Only the 
merchandise that is superior, that 
is constantly being improved, that 
satisfies the desires of customers, 
that is reasonable in price, can long 
remain on the market in this kind 
of economy. National brands—the 
merchandise which must automati- 
cally maintain its integrity—are the 
products which bring repeat sales 
and growing confidence in the re- 
tailer who sells them. 

By the same token, a free-choice 
economy is the best guarantee peo- 
ple have of getting what they want 
when they want it. Not only do they 
have the privilege of selecting the 
articles that satisfy their individual 
preferences in style, color, taste, 
shapes and designs, but in normal 
times they reap the benefits of com- 





PAUL WEST 


petition—better and better products 
at ever lower prices. 


* * * 


The war has temporarily reversed 
our economic processes. It is now 
the customers who are competing 
for branded goods—quality goods. 
Many manufacturers of branded 
goods have converted to war pro- 
duction, and many have ceased pro- 
ducing their usual lines altogether. 
The demands of war have neces- 
sarily imposed the severest restric- 
tions on the materials from which 
our peace-time products are made. 
Today the demand is far outstrip- 
ping the supply. Freedom of Choice 
has to be put on the shelf for the 
duration. We must be alert, how- 
ever, and exercise vigilance to see 
that the giving up of this basic 
Freedom does not become a perma- 
nent fixture. 

The individual brand owner knows 
full well that with the end of this 
war our economy should again re- 
vert to the American competitive 
way and that the public’s faith in 
the integrity of his trade mark, his 
priceless asset, should again deter- 
mine his standing in the democratic 
community, with retailers and with 
consumers. For that reason, he is 
continuing to keep his brand names 

(Continued on page 145) 
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OUR BEST CUSTOMER 
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@ Make no mistake about it, GI Joe is a true- 
blue, red-hot Justrite fan. From Kiska to 
Algiers, he’s living with Justrite Service 
Lights, Headlights, Pen-lights and Lanterns 
— dozens of Justrite products made specially 
for him today. “Tomorrow” they’ll be on 
sale back here — and ex-GI Joe will be buy- 
ing the products he knows best. Better get set! 


And in the meantime-- 
JUSTRITE SAFETY PRODUCTS 


FOR SALES TODAY! 


Meanwhile, Industry’s demands for 
unrestricted Justrite products—for 
Twin-Bulb Lanterns, Safety Cans, 
Safety Filling Cans and Oily Waste 
Cans — mount steadily month by 
month. Are you getting your share? 


Ask your jobber or write direct 





Justrite Electric 
Lantern 





Safety Filling Can Oil Waste Can 


JUSTRITE MANUFACTURING COMPANY 


2073 N. Southport Ave,, Chicago, Illinois 












FILLING CANS OILY / WASTE CANS 


SAFETY CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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In fairness to you! 


from the desk of 





{ paul R. HOLMAN 
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IF you have not been receiving as many 
Whitney Hampers as you would like, we are sin- 
cerely sorry. We'd like to ship you more. Conditions, 
however, demand a fair rationing of available mer- 
chandise. This, we hope, will prevent others from 
getting more Whitney Hampers than you. 


STILL ADVERTISED IN 
AMERICAN HOME AND 
HOUSE BEAUTIFUL 







To keep Whitney the fore- 
most name in Hampers. 


Whitney 


HAMPERS 


BEST KNOWN IN THE PAST... BEST KNOWN IN THE FUTURE 








F. A. WHITNEY CARRIAGE CO, 





* LEOMINSTER, MASS, 





113 








CHARLES A. 
STURMER, retired 
owner of the Chas. A. 
Sturmer Co., Port Hu- 
ron, Mich., celebrated 
his 72nd birthday on 
April 11th, and on Au- 
gust Ist looked back 
upon half a century in 
the hardware business. 
Mr. Sturmer was born 
in 1871, and entered 
the hardware field in 
1893, when he and his 
older brother, Jacob, 
opened their store at 
518 Water St., Pott 
Huron. Two years later 
another brother, Rich- 
ard, purchased Jacob’s 
interest in the busi- 
ness, and remained 
with the firm until 1905, when the partnership was dis- 
solved and Charles A. Sturmer purchased the hardware 
stock of the estate of Otis Taylor. In 1923 he built the 
present Sturmer building which houses the business, On 
August 6th, Mr. Sturmer was the guest of honor at a 
testimonial dinner at the Hotel Harrington, Port Huron, 
which was attended by 65 guests. His son, Carl H. Stur- 
mer, presided as master of ceremonies and presented his 
father with a large book of testimonial letters as a Golden 
Jubilee remembrance. Among the many telegrams of 
congratulation was one from Mr. Sturmer’s son, Frederic 
E. Sturmer, U.S.N., from San Diego, Cal. Mr. Sturmer 
has been extremely active aside from his business. He 
is a charter member of the local Chamber of Commerce 
and has been past president of the Michigan Retail Hard- 
ware Association, 1921-1922; past commander of Port 
Huron Commandery, Knights Templar: member of the 





CHARLES A. STURMER 


school board and hospital board and an honorary mem- 
ber of the Rotary Club. His principal hobbies are world 
wide traveling, baseball and fishing. 


THOMAS H. BRAD- 
LEY, SR., chairman of the 
board of directors of Thomas 
H. Bradley, Inc., Watertown, 
N. Y., is 75 years of age and 
has been identified with the 
hardware business for 61 
years. Born in Watertown, 
July 22, 1868, Mr. Bradley en- 
tered the hardware field in 
1882. He says, “I entered the 
old State Street High School 
on October 1, 1881, but left 
school because of my father’s 
death and went to work in a 
local hardware store before I 
was 14 years old. . . After 
spending 15 years in the hard- SSeS SS Eee. 
ware business and, being con- 
vinced that Watertown would support another hardware 
store, I opened a new hardware store on May 25, 1897, 
in a small single store at 123 Court Street. The size of 
the store was 20 feet wide by 55 feet in depth.” In 1903 
he expanded his business and it continued to grow. At 
the present time the business now uses two stores in 
Court Street and two others in Arsenal Street, all of 
which have been constructed into one large store. In 
addition to the foregoing, the firm also occupies consider- 
able warehouse space. Mr. Bradley states that his hobby 
is farming in a small way. 





CHARLES H. COON- 
ROD, hardware dealer of Ma- 
haska, Kan., is 79 years of 
age and completed a half cen- 
tury in the hardware business 
on March 7 of this year. Born 
Aug. 15, 1864, Mr. Coonrod 
grew up in Illinois. He first 
visited Mahaska in 1892 and 
was urged to open a hardware 
store there. Following this ad- 
vice, he returned in 1893 and 
entered the field of hardware 
retailing. In 1910 when his 
son, Harley, became 21 years 
of age, he took him into ful! 
partnership with him and the 
association has continued ever 
since. His original store was 
a 20 by 30-ft. structure and was located on the site which 
is now occupied by his much larger and thoroughly up- 
to-date establishment. Mr. Coonrod has been one of the 
builders of Mahaska. He has served as a member of the 
city council and has been a member of the school board. 
He aided in organizing the Odd Fellow and Woodmen 
lodges and held various offices in each. For a number of 
years he was manager and secretary of the Opera House 
Association. He states that he does not have any hobbies 
but we suspect that he really has one and that it’s the 
hardware business. 





CHARLES H. COONROD 
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Gummed kraft tape—Price 
ceilings for gummed kraft sealing tape 
have been stabilized at approximately 
the levels of July through September, 
1941, by the OPA, affecting manufac- 
turers’ sales to distributors. This ac- 
tion, in Regulation 459, effective Au- 
gust 30, will reduce most manufactur- 
ers ceilings approximately 6 per cent. 


* . o 


Leather goods — saddlery 
hardware—Manufacturers of harness 
ind strap work report that they are 
still unable to secure enough leather 
for even normal production. With the 
demand far in excess of normal, from 
the armed forces, and for the farm 
program where horses are pinch-hitting 
for autos and trucks, the shortage is 
everywhere apparent and troublesome. 
Manufacturers are working on a simpli- 
fied list of saddlery hardware, intended 
to eliminate all “non-essentials.” This 
will enable a better job on the items 
that are retained. 


+. © 


Work gloves —Due to material 
shortages, and more particularly to 
labor shortage, the output of work 
gloves, both cotton and leather palm, 
for the coming season is already mate- 
rially restricted. Glove plants find it 
impossible to hold employees at the 
relatively low wages their “ceilings” 
provide. Jobbers have radically con- 
densed their varieties, and are striving 
to serve their trade only on the most 
staple sellers. 

* * * 


Shoe findings— Sale of leather 
and rubber soles always increase with 
the approach of the fall season. This 
year, leather sole cutters are limited in 
the grade selections they can offer for 
civilian use. These grades being poorer, 
“Civilian” soles wear out more quickly, 
and the demand naturally pyramids as 
a consequence. 

> 7 


Post hole diggers and au- 
gers—Manufacturers find that it is so 
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dificult to secure handles, that these 
handles are their most critical short- 
age—more so than steel or malleables 
used in manufacture of these tools. 

* * * 


Rope shortages—Not much re- 
lief is in sight, in the way of providing 
rope for farm and ordinary civilian uses. 
WPB requires a statement of the in- 
tended uses (which are closely re 
stricted to “essentials”) before rating or 
approving rope purchases. Some jute 
rope makers will accept a certification 
for farm use, and enter limited orders, 
but mills are “swamped” with high 
rated government or industrial business. 
so jobbers’ and dealers’ orders “wait 
and wait.” The projects ‘for growing 
manila fiber in Central America, sisal 


in Mexico and the West Indies, and 
hemp in our own states, all are moving 
along, but the aid which will come from 
these is still rather far into the future. 
For example, a huge project in Haiti, 
which has undertaken to expand sisal 
operations under a contract with De- 
fense Supplies Corp., now has the ob- 
jective of delivering 25,000,000 pounds 
for United Nations war industry by the 
end of 1945. 


* . az 


Carriage and machine bolts 
-Reports from different jobbing cen- 
ters vary as to the service now being 
rendered on the better selling hardware 
sizes. Most of the larger distributors 
have shown a very good record in keep- 
ing their trade supplied, and while they 
have had difficulty in furnishing large 
industrial bolts during many earlier 
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SALES REPORTED SALES-YEAR-TO-DATE 
| | | 
Percent Change | } | 
REGION July 1943 | Thousands of Dollars | 
from | | Percent | Sven Seven 
| ws | change | Morths | Morths 
| Number | | | | | from 1°43 1942 
of | July June | July | June | 7m*s. (A‘d (Adi 
| Firms | 1942 1943 | 1942 | 1943 | 1942 000) 000) 
| | | | 
New land | ow |} -6.4 -—8 | 1,165 $1.242| $1,242| -— 8 $8241 $8,994 
Middle Atlantic | 4 | —4 | -12 | 7954} 8266; 9.0060; —2 | 66330 
East North Central | 61 - 9 | b | 965 6,564; 5,950, —17 44, 53 710 
West North Central....| 35 | —14 | —2 | 324 6,027, 4,413 —16 37177 44213 
Nouth Atlantic |; 49 -13 | +1 | 547| 4,092 3,608, —17 26 130 31 405 
East South Central | @ | -8 —-9 | 198; 2,434; 2415; —18 16 936 20. 
West South Central 28 +68}; -11 5,370 6,128; 5421; —5 886 37.928 
Mountain | 7 —12 | —1 692 786 | 765; -—9 5 645 6191 
Pacific ; @ | +2 —8 | 9,612 9,398 | 10,392, +6 80 678 75,761 
| | | 
U.S.TOTALa....| 363 — 5 —§ 40,886 | 43,056 | 43,191 -—7 322,527 | 347,439 
Bureau of the Census Current Statistical Service 


a Includes data for 4 firms not allocated to geographic regions. 


b Less than 0.5 percent. 





States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. L., Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
Seuth Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8. C., Va., W. Va.) 


East South Central—(Als., Ky., Miss., Tenn.) 


West South Central—(Ark., La., Okla., Texas) 
Movntain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 
) 


Pacific—(Calif., Ore., Wash. 
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months, even these are now reported tu 
be in prompter supply. Retailers in 
still other centers have complained of 
almost a continuing shortage of com- 
mon bolts, saying that their orders have 
not been filled completely for many 
months past, and that the shortage is 
still annoying. The probable reason for 
these varied reports is the earlier or- 
dering and watchfulness on the part of 
some wholesalers as compared to others. 
Those who have kept their stocks prac- 
tically complete have done so by check- 
ing stocks closely, giving their sup- 
pliers the utmost possible notice as to 
shipments actually required. Another 
difference in the picture probably comes 
from the amount of war work, which 
has loaded some bolt manufacturers 
more heavily than has been the case 
with other plants, which have always 
specialized in jobber business. 


* * * 


Burlap, duck, other textiles 
-Frank L. Walton, Director, WPB Tex- 
tile, Clothing and Leather Division, in 
reporting recently on the first half of 
1943, stated that output of rayon, cot- 
ton and wool yarns and wool fabrics 
was up compared with last year, while 
production of rayon fabrics and cotton 
fabrics fell off slightly. Manufacture of 
cotton duck and tire fabrics increased 
substantially. Manufacture of fine goods 
and other carded fabrics average 3 per 
cent less than a year ago. Burlap im- 
ports are expected to increase -during 
the last half of 1943 over the last half 
of 1942, but fuel, transportation and 
labor problems in India—where all bur- 
lap imports originate—may cause some 
difficulties. The question of burlap is 
important to our total fabrics supply, 
for the more burlap we import, the 
more cotton fabrics we will have for 
other requirements. In 1942, burlap 
imports for the entire year totaled 435,- 
500,000 yards, but for the first six 
months of 1943, these imports totalled 
348,338,408 yards. Whether imports for 
the last six months will keep up this 
fine showing depends on a number of 
factors—shipping, jute supply, burlap 
production, transportation in India and 
other factors which are not wholly en- 
couraging. 
* **+* 


Weatherproofing for economy 
-Dealers are finding supplies of insu- 
lating materials for “house-proofing” 
rather readily available, and sales pres- 
sure toward the fall and winter months 
is always successful in locating many 
prospects among home-owners. Wash- 
ington is taking a decided interest, 
from a _ conservation view-point,— 
O.W.I. stating that more than 44,250,- 
000,000 gallons of oil and more than 
1,000,000 tons of coal could be released 
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for war, if only 3 per cent more homes 
heated with those fuels were completely 
weatherproofed before winter. An FHA 
study showed that if a home were 
weatherproofed it could be heated with 
60 per cent as much oil or about two- 
thirds as much coal as would be used 
if it were not. Huge amounts of fuel 
are wasted every winter because an 
estimated 75 per cent of the homes in 
the country are still not weatherproofed. 


7 * * 


July war output—The War 
Production Board, striking its cheeriest 
note in three months, has announced 
that output of war materials increased 


3 per cent in July. This contrasted 
happily with May and June when out- 
put fell far below schedules. WPB as 
serted that in many programs “produc- 
tion problems have been largely licked 
and peak production rates have been 
achieved or are not far off. If our pro 
duction goals are to be achieved, pro 
duction step-ups must continue in the 
next six months.” Airplane production 
was up 4 per cent and signal equipment 
17 per cent. Army ammunition output 
held to its June level. Other munitions 
making increases were: Artillery, anti 
aircraft guns and small arms, 5 per 
cent; combat vehicles, 9 per cent and 
motor vehicles, 6 per cent. 


Here’s a Profitable Item 


You can sell NOW— 
WITHOUT PRIORITY! 


HOTSTREAM MOTORIZED 


Draft-O-Stat 
Cuts fuel bills 10% to 30% 


Scientific automatic control of chimney draft 
saves fuel during both “on” and “off” periods 
of oil, stoker or thermostat-controlled hand- 
fired coal furnaces. Completely adjustable for 
most efficient operation. Low priced—easily 
installed. Write for descriptive literature—prices 
and liberal discounts. 














Hotstream Model “BM” 
Motorized Draft-O-Stat 





Add to your sales and profits and help conserve 
vital fuel for the war effort by selling Draft-O- 
Stat to your customers. Applicable to all types 
of furnaces. Recommended by W. P. B. for 
fuel conservation and available without priority. 


Get the facts today. 


Dept.H « Combustion Equipment Division of 
THE HOTSTREAM HEATER CO. 


8007 GRAND AVE. « CLEVELAND, O. 
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END-OF-MONTH INVENTORIES (Cost) STOCK-SALES RATIOS 
Percent Change 
REGION July 1943 Thousands of Dollars 
or hte J am 
une July J June J J 
Firms | 1942 1943 1943 ioe 1943 1943 1942 ios 
New ind 17 —22 -1 $1,665 | $2,124/ $1,689 177 213 170 
Middle Atiantic 69 —23 -—3 6,505 | 8491; 6,710) 124 153 114 
East North Central 36 —35 — 6 6,496 | 10,006| 6,831 144 205 155 
West North Central 23 —22 -1 6464; 8,233; 6,527) 186 208 190 
Atlantic 35 —2 —2 2,811 | 4,128) 2,978 122 142 130 
East South Central 8 —28 -1 1,411 1,946 | 1,424 131 154 117 
West South Central 17 —18 —2 4,900; 5,944) 4,999 170 219 175 
Mountain... . 5 —22 —3 545 696 563 201 201 182 
Pacific 17 —16 b 9,001 | 10,716| 8,959 159 200 143 
U.S. TOTAL a.. 230 24 -—2 40,000 | 52,436 | 40,769 151 187 147 
Bureau of the Census Servi 
& ae ~ for 3 At not allocated to geographic regions. a ns 
Stock-sales ratios are percentag btained by dividing the cost value of stocks by sales 





for an identical group of firms. 





Aiding farm equipment—aAn- 
other “lift” to makers of farm ma- 
chinery and equipment, to permit fur- 
ther and freer forward planning, was 
provided Aug. 25, by WPB amendment 
to L-257. While L-257, when issued, was 
planned for only the 1943-44 farm sea- 
son, and was to have expiied June 30, 
1944, now the order is given continuing 
effect as a “basic” order. Any changes 
in requirement for the various items of 
farm machinery and equipment will be 
reflected in new schedules of quota per- 
centages which will be issued as amend- 
ments to the order as they become 
necessary. It is expected that schedules 
for future quota periods will be issued 
several months before the period actu- 
ally starts, on July 1 of each year. This 
will permit producers to plan their pro- 
duction well ahead of any season, and 
start initial manufacture before the be- 
ginning of any mid-year quota period. 
However, until such time as new quota 
percentages are issued, each producer 
is expected to make his production 
plans on the basis of percentages au- 
thorized in the present schedule. For 
example, Schedule A of the order shows 
the applicable percentages for the cur- 
rent quota period July 1, 1943, to June 
30, 1944, It may also be considered the 
“applicable schedule” for the following 
12-month period starting July 1, 1944, 
unless and until a new schedule, with 
changed percentages, may be issued. 

. * * 

Linseed oil—Details of the 
government’s expected linseed oil pur- 
chase program have been made public 
by Commodity Credit Corporation, which 
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sets forth terms and conditions under 
which this agency will purchase from 
processors any and all their raw linseed 
oil and oil meal produced in the year 
beginning Sept. 1. CCC’s promise to 
purchase all processed oil and meal 
from crushers is predicated on the lat- 
ter paying not less than its minimum 
specified prices for all flaxseed bought 
prior to Aug. 1, 1944. Processors desir- 





ing to take advantage of the offer must 
so indicate by wiring or writing to CCC 
on or before Sept. 15. Minimum prices 
to be paid by the processor, and by 
the Corporation for flaxseed and for oil, 
in varying quantities, and at various 
points, are detailed at length in the 
Corporation’s announcement. 


* * * 


Floor covering shrinkages— 
War-time contingencies have sharply re- 
duced backlogs of all floor coverings. 
According to Federal Reserve’s latest 
reports, department store inventories of 
floor coverings are down more than 43 
per cent from a year ago. It is likely 
that total inventories at wholesale prices 
will have shrunk to less than $25,000,- 
000 by the end of the year, compared 
with a normal level of $150,000,000. 
Many companies in the floor covering 
industry are partly in war work, so that 
stocks are likely to increase for a period 
after the war. The industry has esti- 
mated that postwar demand may sup- 
port a production of rugs and carpets 
at a rate more than double that of 
1940. Labor problems are not so seri- 
ous for carpet and rug manufacturers, 
or for manufacturers of hard-surface 
floor coverings (which are believed to 
have captured permanently a part of 
the former rug market). Being highly 
mechanized, labor costs are a relatively 
minor element in these plants. 


*> * *# 


Machine tools—Shipments of 
machine tools for July totaled $97,428, 
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ACCOUNTS RECEIVABLE Collection Percentages 
Percent Change 
REGION July 1943 Thousands of Dollars 
Number 4 

of July June July July June July July June 

Firms 1942 1943 1943 1942 1943 1943 1942 1943 

New England 24 «| —23 | —6 | $1.120| $1,453] $1.196| 98 76 91 
Middle Atlantic 99 —17 +1 9,289 | 11.092 9,148 83 70 Ra 
East North Central 50 —33 -1 5,787 8.573 5,813 98 77 190 
West North Central 33 —31 -—7 2.833 3.832 2.840 106 82 109 
South Atlantic 47 — 26 —3 4.098 5.881 4.123 85 69 83 
East South Sentral 16 —22 -4 1,886 2,298 1.442 82 81 84 
West South Central 25 —17 +4 4,383 5,229 4,180 98 73 94 
Mountain... . 5 — 5 —10 345 382 3R2 99 76 93 
Pacific. ... 32 +3 +2 12,114 | 11,712| 11,909 83 80 83 
U.S. TOTAL a 335 -17 b 41,620 | 50,318 | 41,676 89 76 89 

Bureau Current Statistical Service 


of the Census 
a Includes data for 4 firms not allocated to geographic regions. 


b Less than 0.5 percent. 





Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
any kind. 


“Arne” 
CASTERS 


A fast-selling item and a 
real profit-maker. “ACME” 
Casters sell themselves. All 
you have to do is roll an 
“Acme” on the counter and 
the sale is made. The ex- 
clusive ball bearing feature 
makes “Acme” the out- 
standing caster of the trade. 
be. discontinued. for the duration. ‘We 


can only supply “‘Aeme” Casters te 
orierity ratings. 


































BALL CONTACT 
WITH FLOOR 









THE SCHATZ MANUFACTURING CO 
U. S. A. customers with high 






REPRESENTATIVES LO TEC AT 
t: 2640 Book Tower *® Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 








- Ys sf 
B f R F A A B - A S | V f S LEVELAI Centiainten Relnte, salted pclintiantiot. 
i A Ball bearings. Stone diameter: 19” to 22”. 
Cc E ND Motor Driven at extra cost. Shipped knocked 







Feature “This Popular 
BEREA GRINDSTONE 








THE STREAMLINER is one of the fastest-selling Grindstones 
in the BEREA Line. Your customers will like its sturdy 
qualities... its handsome appearance. Display the 
Streamliner and other BEREA models for steady, profit- 


able volume all year ‘round! 

















down; frame in carton, stone crated. 
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uuu, a decrease of approximately 10.4 Lengthy tests have saown it meets all 


per cent in value from the June total specifications for kapok, useful in life 
of $108,689,000, tae Tool Division of preservers, airplane insulation and other 
the War Production Board announced vital military products. A harvest of 
recently. Net new orders declined to 1,000,000 Ib. of milkweed floss has been 
28,795,000 from the June total of $38,- set as the goal for this year, with the 
322,000. New orders received for July aim raised to 3,000,000 Ib. for 1944 and 
were valued at $41,529,000 and cancella- 5,000,000 Ib. for 1945. 


tions at $12,734,000. The accumulated 
backlog of unfilled orders at the end 


of July was $441,311,000 as against the Ocean risk rates down-—Many 
June backlog of $511,478,000. At the goods still importable are aided by 
July rate of shipments, the backlog easement in ocean shipping conditions. 
would be eliminated in approximately Tne United Nation’s continued suc- 
four and a half months. cesses against Axis submarine warfare 


a has resulted in a lowering of war risk 


insurance rates to shippers by between 


Homely kapok substitute 12 per cent and 94 per cent of their 
Common milkweed is fast becoming one wartime peaks. For example, American 
of America’s important wartime plants, commercial rates on voyages to and 
with its floss used as a replacement for from United States Atlantic or Gulf 
scarce kapok. Within the next few ports and Africa are now 8.25 per cent 
weeks a campaign will be launched per $100 against a wartime high of 25 
among farmers in the areas where milk per cent. From Canal Zone to United 
weed grows wild, urging them to pick States Atlantic ports, rates are now 2.5 
the pods and sell their harvest to the per cent against 15 per cent. 
government. Kapok formerly came from - oo 2 
the Netherlands East Indies, prewar Lumber output—Lumber pro 
source for 90 per cent of our supply. duction in the first six months of 1943 
Milkweed floss is the only native Amer totaled 16,023,743,000 board feet, WPB 
ican plant fiber which, like kapok, is has announced. June gained somewhat 
hollow and has air cells inside it. over May. The six months’ output rep- 


sy eye 


High grade steel spring wire, 
attractively packed in the fa- 
mil'ar red and silver boxes. 
Units of Y% Ib., Y2 Ib., and 1 
Ib., also 5 Ib. packages. Wire 
sizes from .005” to .200” dia. 


At your focal mill supply 
house, or stocks in Worcester, 
Akron, Atlanta, Chicago, Los 
Angeles. 


JOHNSON STEEL & WIRE CO.1NC 


WORCESTER * MASSACHUSETTS 
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resents half the 1943 domestic produc- 
tion goal of 32,000,000,000 board feet 
set last January, but does not assure 
that revised 1943 requirements will be 
met. The year’s lumber consumption 
for military and essential civilian needs 
is now estimated at about 36,000,000,000 
board feet. Moreover, a normal seasonal 
decrease in production is to be expected 
in the fourth quarter of the year. 


War housing operation im- 
proved—WPB announced a measure to 
improve the “timing” of privately- 
financed building operations under the 
war housing program. This was by 
Aug. 23 amendment to Order P-55-b, 
which provides that preference ratings 
will be effective for any privately- 
financed dwelling units authorized by 
National Housing Agency on a CMP 
construction schedule, where applica- 
tion is filed within a limited period of 
time. The order had previously provided 
that it was effective only for units ac- 
tually authorized by NHA -within the 
same limited period. This change was 
requested by the Federal Housing Ad- 
ministration on the ground that in many 
cases applicants had been _ inconve- 
nienced under the P-55-b order, because 
of unavoidable F.H.A. delays in process- 
ing the CMP application. 


a7 * * 


July retail sales—u. S. retail 
sales in July totaled $4,949,000,000, an 
increase of 12 per cent over July 1942. 
the Department of Commerce reports. 
The Department’s analysis would indi 
cate that only a part of the sales in- 
crease was due to price rises, and most 
of the gain was actual increase in mer- 
chandise movement. Despite rationing, 
sales of independent retail stores were 
16 per cent higher in July than in July 
1942. For the first seven months of 
1943, 19,948 stores, representing every 
type of independent retail eéstablish- 
ment, exclusive of department stores, 
report an increase of 15 per cent in dol- 
lar volume over the same months in 
1942. A total of 538 department stores 
reported a rise of 26 per cent in July 
over the year-ago month. For the period 
from January to July, sales rose 22 per 


cent. 
es @ 


Wholesaling in July — The 
Department of Commerce reports that 
sales of 2,765 wholesalers, representing 
most kinds of business throughout the 
United States, in July were at approxi- 
mately the same level as in July, 1942. 
For the first seven months of this year 
the dollar volume of these wholesalers 
was 5 per cent above last year. Inven- 
tories, in terms of lollars based on cost 
values, were 22 per cent lower on July 
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ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 
The Complete Line of 
“Plumbing Brass Goods Since 1890” 
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Wild MCMOCT(Y 
WHEN YOUR SHELVES We, 
ARE BARE ced 
The American Soldier is the best-equipped q/ / 


fighting man in this war-torn wgrid only be- 
cause factories like ours all over the country 
are backing him up heart and soul, day and 
night, with 100% all-out production of the 
tools and supplies of war. And when we can- 
not fill your orders, remember that it’s only 
because our own sons and “the kid next door” 
need the helmets, anti-tank mines, field range boilers, 
frying pans, baking and roast pans, dippers, dishpans, mop 
wringer pails and Navy pails Schlueter is producing for 
them. Every man, every machine, every minute at Schlueter, 
is now devoted to the production of these war supplies. 
You wouldn’t want it otherwise, would you? 


SCHLUETER 
@ STLOUIS 






MILWAUKEE 
WROT WASHERS / 





© S. A. E. Washers 
© Riveting Washers 
© Light Steel Washers 


© Shakeproof Lock Washers 
© Malleable iron Washers 
© Split Repair Washers 

© Fibre Washers 

© Expansion Plugs 

© Screw Machine Products 
© Stampings 


WROUGHT WASHER Mec. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 


© Square Washers 

© Machinery Bushing Washers 
© Carriage Washers 

© Brass Washers 
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‘the superb quality of the world’s choicest graphites 1s 
: in containers that help you show consumers how to make 
Sest tse of the graphite and to solve many a vexing lubrication 
or other problem with if. On the container itself, realistic where- 
and-how illustrations with detailed descriptive text show common 
everyday applications in which graphite can save precious man 
power and equipment. Firmly attached to one side of each con- 
tainer is a folder with 7 pages of practical guidance in the uses of 
graphite. To increase your opportunities to sell more graphite for 
the countless services in which it excels, order Dixon’s in the new 
KNOW-HOW packages. For details, write us for printed No. 71. 



































JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY, N. J. 


Canada: Canadian Asbestos Company «+ Montreal «+ Toronto + Vancouver + Winnipeg 
Pipe Joint Compound + Graphite Seal + Graphited Oils + Cup and Pressure Gun Grease 








Gear Lubricants +» Waterproof Graphited Grease * Auto-Marine Grease + Graph-Air Guns 





Lethe Center Graphite Lubricant + Belt Dressing (Contains no Graphite) 


903A 
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31 than a year ago. The stock sales 
ratio at the end of July was 104, com- 
pared with 131 a year ago. 


*- * *# 


July farm income increases 
—Total income from farm marketings 
reported by the Department of Agri- 
culture for July amounted to $1,549,- 
000,000, a 12 per cent increase over 
June and 27 per cent advance over 
July, 1942. The sharp rise is a result 
mostly of marked increases in receipts 
from food grains and vegetables, for 
receipts from livestock decreased as 
compared with June. Government pay- 
ments in July were $35,000,000 com- 
pared with $24,000,000 in July, 1942. 
The ratio of farm income to payments 
rose in August, three points from July, 
to 117 per cent of pre-World-War-] 
“parity.” For the seven months, income 
from farm marketings plus government 
payments amounted to $9,878,000,000 
eompared with $7,464,000,000 for the 
same period in 1942. 


More civilian tires—Former 
Rubber Director Jeffers, predicting that 
the rubber program soon might be “out 
of the woods,” has stated that 17,000,000 
passenger car tires were being released 
for essential civilian use this year, and 
another 30,000,000 will be manufactured 
and distributed in 1944. He said “many” 
of the 1943 tires already have reached 
war workers and other essential users— 
only those holding “B” and “C” gaso- 
line ration coupons are eligible— 
through regular rationing channels. 
However, Mr. Jeffers warned that the 
nation’s greatest rubber stockpile con- 
sists of the tires now on cars, and urged 
that “every recappable tire should be 
recapped as many times as possible be- 
fore a new tire is issued by the ration 
boards.” 


One Price 
Windows 


Unusual results often follow the 
installation of a window display 
featuring a variety of merchan- 
dise at one stated price. Hard- 
ware stores have hundreds of 
items selling at 5, 10, 15, and 25 
cents. And, it is an excellent pol- 
icy to feature merchandise in 
these price classifications occa- 
sionally in order to impress upon 
the consumers that the store does 
carry inexpensive lines. 

In such displays, dramatize the 
price that is being featured. This 
can be done in a number of dif- 
ferent ways. 
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Healthy Post-War Econ- 
omy in Hardware Field 
(Continued from page 64) 


nails, 109 per cent; padlocks, 78 per 
cent and lock sets, 103 per cent. 

In hand and edge tools, except 
mechanics, the overall increase was 

117 per cent. The highest in this 
line was wedges, 305 per cent, while 
the smallest jump was 39 per cent 
for trowels. Other increases were 
axes, 89 per cent; hammers, 127 
per cent; augers, 174 per cent; files, 
95 per cent; handsaws, 73 per cent 
and chisels, 78 per cent. 

It should be noted that although 
these figures were based on sources 
other than those whose figures are 
used in the accompanying chart 
and also that hardware lines have 
changed through the passing of 
time, they still portray a general 
picture of the price scene. 

During the last war 14 industries 
in hardware lines were put on a 
ration basis, but there was no over- 
all system of controls over distribu- 
tion, limitation in production and 
simplification in lines as WPB has 
imposed. Action of this type is a 
large factor in stabilization of prices. 

Builders’ hardware was put on a 
ration basis, but this was not the 
case with regard to hand tools. 
Shortages were apparent in build- 
ers’ hardware and held up the hous- 
ing program. 

Because the situation in the first 
war was different from that when 
the United States entered the pre- 
sent war, neither tools nor builders’ 
hardware came in for much atten- 
tion by price-fixing committees until 
the war was drawing to a close. The 
rationing and priorities systems were 
just beginning to function properly 
when the armistice was signed, but 
shortages in many lines and high 
prices were a feature throughout the 
war. 

OPA’s General Maximum Price 
Regulation establishes the highest 
price charged in March, 1942, as 
the ceiling price for all hardware 
items. In addition, there are specific 
regulations fixing prices on builders’ 
hardware, RPS 40, effective Nov. 19, 
1941, which froze prices as of Oct. 1 
to 15, 1941, and a few other regula- 
tions. There are no specific regula- 
tions which put dollars - and - cents 
ceilings on hand tools. 

OPA officials were pleased with 
the stability in prices in these hard- 
ware lines, but emphasized that 
without the cooperation of all seg- 
ments of the trade such results 
would never have been achieved. 
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How to Ring Up NEW 
PROFITS on Toast! 


You may not be in a position to make your own repairs on Toastmaster appliances. 
But don’t let that keep you from making plenty of real repair profits. . . 

You simply send the Toastmaster appliances, complete with all parts, to the nearest 
authorized service station listed below. Expert repair jobs will be done for you, at the 
lowest possible prices consistent with good service work. When billing your customers, 
you just add your normal handling charge to the repair cost. Easy, isn’t it? 

On the other hand, if you can do the repair work yourself, you may obtain the 
necessary new parts—provided you return the old parts with your order. 


HOWEVER YOU HANDLE TOASTMASTER SERVICE, 
REMEMBER THESE POINTS! 
*% Check the operation of a Toastmaster appliance before starting 


to repair it or sending it out for repairs. Failure to operate prop- 
erly is often due to a poor connection caused by a faulty outlet. 


When shipping a Toastmaster appliance to an authorized service 
station, include a complete report of the customer’s complaint. 
. 


Explain that toasting too dark or too light is often caused by a 
variation of voltage in the power line. If changing the adjust- 
ment button setting does not correct the trouble, it is best to 
send the toaster to an authorized service station. 


% Be sure to pack Toastmaster* appliances carefully when shipping 
them, so that they will not be damaged in transit. 


FACTORY 
Elgin, lll... . . McGraw Electric Co. 
FACTORY BRANCH SERVICE 
STATIONS 
Chicago, Ill. p02 V Ww. . Paton St. 


Los Angeles, Cal. -316 East 


New sy NI Nird 06 Lexington 
Ave., Corner 39d St. 
AUTHORIZED SERVICE STATIONS 
Atlanta, S.. . Georgia Power Co. 
Electric Boi hing 
Baltimore. Md. . Baltimore Elec. 
Lt. Co., 300 W. Cold Spring Lane 
Boston, Mass. .... Farrington Elec. 
Co., 18 Boylston St. 


Cincinnati, O... Whittle Elec. Co. 
1711 Elm St. 


Cleveland, O.. Elec’! Repair & 
Const. Co., 811 Prospect Ave. 


Dallas, ‘oat . Douglass Elec. App. 
a 323 W. Davis St. 
1, Co 13 . Midwest Elec. 


Wiring Co., 323 W. Colfax Ave. 
Detroit, Mich. . Cooley-Van Howe 
Service Co., 744 Mich. Theatre Bldg. 
Miami, Fla..... Florida Appliance 
Service, 751 W. Flagler St. 
Minneapolis, Minn., E.B. Kelly & Co. 
214'S. Seventh St. 

New Orleans, La. . Reliance Elec’! 
Works, 814 Carondelet St. 
er, Pa. . Joseph T. Fewkes 
& Co., 137 N. Twelfth St. 


Pittsburgh, Pa...... Quick Service 
lec. Co. Jenkins Arcade Bldg 
Portland, -Bressie Elec. Co. 
Sectvent Fifth Ave. 
Reading, y% NR Crockery Co 
in 


San Di ‘Cal... 
n iepo, ¢ 


ec : 
Seattle, Wash... Appliance Parts & 
erv. Co., 214 Stewart St. 
Spokane, Wash... Maxwell & Franks 
First Ave. at Wall St. 
San Francisco, Cal... . .Radelfinger 
Bros., 544 Natoma St. 
St. Louis Mo. .. Kaemmerlen Elec 
2318 Locust St. 
Washington, °. oe Ane % per 
2390 18th St., 


Pe. Zweiner 
* St. 


TOASTMASTER 


*TOASTMASTER ™ is a registered trademark of McGraw Evectric Company, Toastmaster Products Division, 
Elgin, Til. Copyright 1943, McGraw Electric Co. 
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And Still Available for Hardware Distribution 


Sherwin-Williams Uses 
Wartime Paint “Cans” 


Employing kraft wrapping paper and 
non-critical materials in place of the 
tin-plated steel formerly used, the 





Sherwin-Williams Co., 101 Prospect 
Ave., Cleveland, Ohio, is daily saving 
tons of steel in making its paint contain- 
ers through use of a new continuous 
container-winding process perfected by 
its own engineers. Maker states that the 
new war-time “cans” are unbreakable 
and leak-proof. They are built up on 
the mandrel from layers of paper strips 
which are automatically fed and glued 
into a sturdy tube. Automatic cutters 
chop yard-long lengths from the tube 
as it comes from the mandrel and other 
cutters chop these lengths into can-high 
cylinders. Top rim and bottom are 
automatically glued and crimped on and 
after a rotary pneumatic test to detect 
defects the cans are ready for filling. 
Quart and gallon “cans” are now in 
full production, and are being used for 
paints and other finishes made by the 
company. Illustrated are two of the 
new containers, one before the label has 
been applied and the other with the 
label. 


Issues New Manuals 


Four new and complete manuals on 
Oster machines covering the operation 
and maintenance of portable and sta- 
tionary pipe threading machines and 
spare parts for them. Manuals are en- 
titled as follows: Number 422, Power 
Vise Stand, portable power drive for 
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hand pipe too!s; Number 300, Pipe and 
Bolt Threading Machines; Number 562, 
“Tom Thumb” complete portable pipe 
threading machine; and Number 502, 
which is also a complete portable pipe 
threading machine. Each book has at 
least 25 pages and contains three-sec- 
tions, operator’s manual, maintenance 
manual, and the spare parts list. All 
sections are fully illustrated. Oster 
Ufg. Co., East 61 at Carnegie Ave., 
Cleveland, Ohio. 


Play Aid for Children 


Designed for the year ‘round play of 
youngsters from four to nine years of 
age. maker states it is built to 








fs SWING-A-WA 


strengthen the legs of growing children. 
Propelled by a combination hand and 
foot pump hinged to the seat bar. The 
rope is white, the hand and foot pump 
red, and the seat bar dark blue. Hand 
and foot pump is 18 in. long and the 
_tope is 20 ft. long. Rope is made of 
twisted strands said to be easy to grip. 
Tennessee Valley Associates, Gambill 
Bldg., Nashville, Tenn. 





Kasco Body Builder 
For Poultry 


Designed to supplement the egg-mak- 
ing ingredients of the ration so that 
the body weight of the layers can be 





maintained. Pellets are said to contain 
extra amounts of proteins, minerals, 
and vitamins, which are used by the 
birds in making eggs. Said to solve the 
problem of either a falling off of weight 
due to high production, or so much 
body weight that it stops production. 
Kasco Feed Mills, Toledo, Ohio. 
Gift Chamois Skins 

Packed in Christmas gift container 
printed in red green and blue. A die 
cut in the center shaped like a chamois. 
permits the texture and the quality of 
the skin to be viewed without opening 
the package. “For Her” box contains 
genuine oil tanned pocket shape 
chamois which measures 14 by 18 in.. 
while the “For Him” box holds the 
same skin, size 16 by 21 in. James H. 
Rhodes & Co., Chicago, Tl. 
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MAKES A NEW 


FAUCET OUT OF 
AN OLD ONE!! 
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FOR ALL TYPES OF 
FAUCETS, BALL- 
COCKS, SHOWERS, 

ETC. 





S BRASS FAUCETS!! 


: O-LEAK does away with old style washers 
and screws. Anyone can install this combi- 
ACKED nation seat-and-washer in a “‘jiffy’’. Made of 


FOR QUICK | tough, wear-resistant compound, lined with 
SELLING! brass, to provide a water-tight seal for all types 









Write fox de- of faucets, ball-cocks, showers, etc. 

folder’ giving NO-LEAK will not close up in center, cannot 
full informa. affect ‘Volume of water at tap—completely covers 
tion on pack- 












ingandprices.| pitted and water-creased seats. FOR HOT OR 
COLD WATER. No priority required. 























oe your jobber doesn’t carry NO-LEAK yet, write direct 
KEYSTONE BRASS & RUBBER CO., Broad & Lehigh Ave., Philadelphia 
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DIAMOND TOOLS 


Are On Every Fighting Front 


* With the Army, the Navy, the used in Tex-Knit Ironing Board Pads is now 
Marines, on tanks and in airplanes . . . 
Diamond Tools are doing their part to keep 
Uncle Sam’s fighting machinery moving 





serving the welfare of our armed forces. So if 


you cannot get all the Tex-Kait Products you 


forward ... They are used on the farm and need, you'll understand why. By vastly 

in every essential war industry on the home increasing our facilities and working ‘round 

front. the clock, we’re trying our very best to meet 
We're doing our best to take care a portion of the overwhelming demand. 

of our customers, but war needs must 


come first. 


TEX-KNIT 
DIAMOND CALK IRONING BOARD PADS 


HORSESHOE CO. }/ 


4622 Grand Ave. . . Duluth, Minn. | 


and COVERS 


TEXTILE MILLS + 3948-50 ROOSEVELT ROAD - CHICAGO 
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Each Forsberg HY-FLEX BLADE 
that carries the famous WHALE 
BRAND mark of quality is scienti- 
fically heat treated to add the tough- 
ness that gives these molybdenum 
blades practically equal performance 
with high speed, tungsten steel. 
They’re gauged and checked through- 
out every step of their manufacture 
and given a stiff bending pounds test 
before you get them for quick sale. 





The same characteristic Forsberg standard of qual- 
ity in a popular line of WHALE BRAND Hack 
Saw Frames. Machine shop mechanics and elec- 
tricians have found these rugged Frames always 
reliable. They're priced right, moreover, to give 
you over-the-counter action. 


SPEED UP SALES 
WITH THIS 
SILENT SALESMAN 
Order the fast moving Deal 
No. 1012 and get this Count- 
er Display FREE! It holds 


sales making folders, as well, 
for your counter. 
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WHAT'S NEW 


AND STILL AVAILABLE FOR HAROWARE DISTRIBUTION 


Alfol Reflectors 


Shields designed to reflect back into 
a room the heat that would otherwise 
be lost in leakage through the walls. 
Thin metallic sheets said to reflect ap- 
proximately 95 per cent of the heat con- 
tacting their surfaces. The reflecting 
metal is mounted on paper and the 
sheet is suspended behind the radiator 
with gummed tape or thumb tacks. 
Sheets are 18 by 24 in. and the package 
contains four, eight, or 20 sheets each. 





Maker says they can be reused a num- 
ber of seasons. Alfol Insulation Co., 
Inc., 155 East 44th St., New York City. 


Synthetic Rubber 
Booklet 


United States Rubber Co. has used 
all available types of synthetic rubber in 
its products since 1932, according to a 
booklet, “The Five Commercial Types 
of Synthetic Rubber,” recently released 
by the company. Compiled for sales 
engineers of the rubber company, the 
booklet gives an accurate statement of 
the overall synthetic rubber situation 
which can be understood by the layman. 
It traces the development of synthetic 
rubber from its laboratory beginnings, 
describes the properties of the com- 
mercial synthetic rubbers, and relates 
briefly the part played by the company 
in their development, manufacture and 
use in its products. It includes photo- 
graphs of synthetic rubber manufacture, 
many diagrams, and a chart compiled 
from the experience of plants and 
laboratories of the company, 

The booklet, which has had a limited 
distribution to government agencies and 
allied industry, is now made available 
free upon application to the United 
States Rubber Co., Synthetic Rubber 
Division, 1230 Sixth Ave., New York 
City. 








New Savogran Display 


The new Savogran display is available 
without charge to dealers. Lithographed 
in full natural colors, and measuring 
18% by 19 in., it can be used to feature 
any combination of Savogran products 
by placing them in the front openings 
alone or also on the shelf as pictured. 
An additional package can be put in 
the middle of the shelf if desired. 
Savogran Co., India Wharf, Boston 10, 
Mass. 


New Food Dehydrator 


Designed to work in the oven of any 
stove. Made of white pine it has four 
sliding trays with wire screen bottoms 
said to be rust proof and easy to clean. 
Can be used to preserve and dehydrate 
vegetables, fruits, berries, herbs, and 
nut meats totaling 10 lbs. Dehydration 
Mfg. Co., 1606 Hamilton Ave., San 
Jose, Cal. 
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M echanized Battleset 


Consists of 12 complete “mechanized” 


toys and 18 soldiers. Attractively pack- 





aged in four-color envelope, size 9 by 12 
in. Electric Corp. of America, 222 West 
Monroe St., Chicago, Ill. 


Vitmus Said to 
Improve Soil 


A condensed humus preparation 
which, the producer states, improves the 
soil at the same time that the enriched 
soil grows the crop. May be used for 
lawns, garden flowers, trees, shrubs, 
potted plants, and vegetable gardens. 
Said to contain many micro-organisms 
designed to fix the free nitrogen of the 
air and render soluble otherwise un- 
available plant nutrients. Vitmus Co., 
201-203 Washington Ave., Lancaster, 
Ohio. 


Sponge and Chamois 
Substitute 


Maker states that the Duet Cloth will 
dry and polish like chamois. Has a 
pile-like surface composed of small pile 
loops with a hidden stitch to prevent it 
from unraveling. Maker adds that when 





wrung out tightly, it will do the work 
of a chamois, and that after its first wet 
use, it is free from lint. Can be rinsed 
with ease as the water may be expelled 
readily. American Sponge & Chamois 
Co., 47 Ann St., New York City. 


A Correction 


On an item published in the Aug. 5 
issue page 84 in the “What’s New” sec- 
tion, the Mortite Tape was mentioned 
as being produced by the J. W. Mor- 
tite Co.; this should read J. W. Mortell 
Co. 
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Juice King has made a hit with the cooks of the navy . 
in the training stations and on the ships at sea. For preparing 
fresh nutritious fruit juices for a crowd of hungry sailors is 
no menial chore. But, with Juice King they handle the job 
easily and in no time at all. 


Supplying juice extractors to our navy is but one phase of 
Juice King’s part in the war effort. In addition, the large 
Juice King plant is working day and night producing important 
equipment for our air force. 
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But Juice King isn’t losing sight of the future . .. the day 
when we will again be supplying you with quantities of this 
popular home extractor. And to prepare for this day Juice King 
is continuing with an impressive national advertising program. 
Watch for Juice King advertising. 





Invest part of your pay every 
day in War Bonds. 


tc A AE 


600 North Albany Avenue 
Chicago 12, Illinois 
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Stanley Red Glass 
Level No. 23-S 


Declivity level for shipbuilders and 
shipfitters with red glasses for quick 
declivity readings in ship construction. 





Length 24 in., weight 2 lb. Has green 
“cat’s eye” glasses for many other jobs 


for which level and plumb are required. 
Red glasses can be set individually to 
any pitch or declivity up to and includ- 
ing 2 in. to the foot. End or edge of 
level to use for declivity readings indi- 
dots and arrows on both 
Glasses may also be set 


cated by black 
sides of level. 
in pairs to any degree in circle. Level 
case replacement parts may be ordered 
as complete unit or separately. Highly 
polished cherry stock, 2% by 1-1/16 in. 
is air seasoned, kiln dried and sealed 
against moisture. Instructions packed 
with each level. Stanley Tools, Division 
of The Stanley Works, New Britain. 


Conn. 





Magic-flo 


MULTIPLE FILTER 


COFFEE BREWER 
Saiy MM Simple to use f 


This highly successful coffee brewer extracts the 





WHATS NEW 


AND STILL AVAILABLE FOR HARDWARE D/STRIBUTION 





Signal Flag Outfit 


Designed for children the outfit con 
tains two semaphore signal flags 7 by 
8'2 in., mounted on a 16-in. colored 
staff. Each set is packed on a two-color 
display card on which is illustrated the 
complete signal code, and instructions 





for use. Flags are made of rayon taffeta, 
said to be fade-proof, in regulation sig- 
nal flag colors of red and white. Cin- 


cinnati Flag & Specialty Co., Ross- 


moyne (Cincinnati), Ohio. 














maximum of coffee flavor without waste; keeps 


coffee clear and correctly 
to keep clean and sanitary. Glass bowls are made 
of sturdy high quality heat-resistant glass—hand- 


THE “MAGIC’S” 
IN THE FILTER 


“times the brew’’. Easy 


blown by skilled craftsmen. 


Multiple in action. 
Made of highly 
glazed porcelain— 
no filter cloths or 
papers; no springs 
or chains. 
information. 


Four sizes are ready for prompt shipment, 
4-6 cup, 6-8 cup, 8-10 cup. 


2-4 cup, 


Distributors will find the ‘‘Magic-flo” line unusually 
profitable. Write for samples and detailed 


GENERAL CONSUMER PRODUCTS, INC. 


4619 North Western Avenue 


Chicago 25, Illinois 





Booklet on “Hand Stoned 
Cutting Tools” 


This illustrated booklet on the hand 
stoning of metal cutting machine tools 
discusses and pictures what an edge is 
and why tools with incorrect edges 
break down. It gives reports from_na- 
tionally known users of “increases in 
production from oilstoned tools.” It 
also shows a group of the most popular 
shapes of stones from among the many 
varieties available in both electric-fur- 
nace and natural minerals. Behr-Man- 
ning, Division of Norton Co., Troy, 
N. Y. 


Reversible Ratchet 


Enables mechanic to use with the 
same handle both the \-in. square drive 
sockets, and his %-in. drive sockets. 
The adapters “for both sizes fit one 




















opening in the ratchet and, therefore. 
the wrench may be used with an ex- 
tension, thus facilitating reaching for 
nuts in difficult positions. New Britain 


Machine Co., Hartford, Conn. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 76 
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IT WON'T BE LONG NOW, HITLER! 


COVERT SAYS, “HURRY THE DAY!” 


We’re happy to report that already there are 
signs of lightening of restrictions on the manufac- 


ture of some Covert Square Brand items. 





Of course, with Uncle Sam still taking a good 
share of our production, we’re quite a way from 
normal peace-time deliveries, but with your 
, cooperation in ordering only 
for current requirements, the 


Situation gets steadily better. 
HELP SPEED THE DAY 


BUY MORE WAR BONDS 


With Victory, we hope to give you again ample 
supplies of the whole dependable, wide range 
Covert line, with traditional Covert quality built 


into every item. 


COVERT MFG. CO. 


TROY, NEW YORK 












The True Temper 
Tommy Axe 


Power Centered 
to Lick 1001 Jobs 





®@ Improved dynamic design (patented) 
wives perfect balance plus unequalled 
efficiency for chopping, driving, pull- 
ing and ripping. Full force of each blow 
is focused at point of impact, as in sketch. 


@Stock, display and profit with this 
universally sought and accepted tool. 


i d ising di 10,000,000 
A N A M E T H A i G U A R A N i E E S Pes oS te Btiwaes Stores. 


Produced only by the Makers of True 


BRIGHT WIRE GOODS TRUE TEMPER 
2ualily 


CHAS. 0. LARSON CO. © STERLING. ILLINOIS 


ProoucrTs 


FORKS + RAKES + HOES + AXES » HAMMERS + HATCHETS 
SHOVELS + FISHING RODS AND BAITS + GOLF SHAFTS 
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Advertising with a smile keeps millions of Treet 
fans friendly to this favorite blade. Good- 
humored, eye-catching advertisements like this 
are now appearing twice a week in 140 leading 
newspapers — delivering more than 
163,500,000 memory-tickling 
advertising impressions 
every month! 







For all standard 
single edge razors 


Treet Safety Razor 
Corporation 
Brooklyn 1, N. Y. 











WHATS NEW 


Trimz Displayer 








Designed to enable a number of cus- 
tomers to purchase Trimz at one time. 
Finished in royal blue with white 
lettering, it has a series of photos show- 
ing the method of application and the 
uses of Trimz. Actual patterns are ap- 
plied and more leaves can be added to 
show other patterns. Meyercord Co., 
5323 W. Lake St., Chicago 4, Il. 


G. E. Produces Primer 
On Electronic Tubes 


Non-technical book with 24 pages en- 
titled “How Electronic Tubes Work” 
published by the General Electric Elec- 
tronics Department, Schenectady, N. Y. 
Designed primarily for iudustrial engi- 
neers it is illustrated with 117 sketches 
and photographs, and mainly empha- 
sizes the manner in which the electronic 
tube operates. The eight basic types of 
industrial electronic tubes and their 
uses are described. Copy of book 
(GEA-4116) is available on request to 
Publicity Division, G. E. Co., Schenec- 
tady, N. Y. 








Use Smaller Bins on 
Display Tables 


T’S an excellent idea to use 

smaller bins on tables where 
small hardware items, bolts, screws, 
and the like are shown these days. 
This merchandise, in most instances, 
is hard to get and stocks are not as 
large as normal. Using smaller bins 
to display these items, reduces the 
amount of stock required for this 
purpose and results in displays that 
are just as attractive and interesting 
to customers. 
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IT’S NEW —IT’S PATENTED — IT’S AVAILABLE 

















| 
A Boston raw tp | 


GROUND UP ERASERS IN A PAD 


. A C ae [ Rie i a 


|. To.win new customers 










| 2. To increase sales volume. - - 


f E R 


A MILLION ERASERS IN EVERY PAD | 3. To'dominate competition - - 


4. To widen your trading area- 





ABSOLUTELY SAFE AND EASY TO USE 


USED BY WINDOW SHADE AND LAMP HADE 


5. To make more money 






































Plan to remodel your store 
ne 171 2 new Pittco Stove Front! 


SEND FOR FREE BOOK 








GOOD REPEAT ITEM— GOOD PROFIT 


SOLO IN HARDWARE me VSEWA RE 
WALLPAPER AND LAMPSHADE DEPARTMENTS 





PACKED 2 DOZ. TO A CARTON 


A Boston Beteance 


NEVER DRIES OR HARDENS—-MADE ONLY BY 


DURASOL CHEMICAL COMPANY | 


77 TRAVERSE STREET © BOSTON, MASSACHUSETTS | 





PITTSBURGH PLATE GLASS COMPANY 
2310-3 GRANT BLDG., PITTSBURGH, PA. 


‘virrssurcn stand for Quality Glass and Print 











SADDLERY 
HARDWARE 
AND 
HARNESS 
CHAINS 


A complete fast 

selling _profit- 
oo -- able line of well 
known Sad- 
dlery Hardware 
and Harness 
Chains _ for 
every known 
practical use. 
Ask for MID- 
LAND Brand 
when ordering 
from your job- 


ber. 


THE 


MIDLAND 
COMPANY 


Manufacturers—Incorporated 1911 


South Milwaukee, Wisconsin 













Screw 


Dee 


The WRIGHT family has produced wire and 


wire products through three wars. Today, all 
the resources of this organization are first for | 
war. Every effort possible is being made by us | 
to meet the requirements of our customers, 
and with equipment that will bring to them 
greater service when victory comes. 


GE WRIGHT vicco 


WORCES 7 eae MAS S. MIDLAND 











SEPTEMBER 





16, 





1943 





By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


~x~ * * 


PROVISIONS COVERING TWO 
EXCEPTIONS to the General Maxi- 
mum Price Regulation have been 
changed by OPA to conform more ex- 
actly to prior interpretations by Amend- 
ment 26 to Revised Supplementary 
Regulation 1. ; 

The exception relating to purchases 
of commodities to be imported is re- 
worded to state that “foreign seller” 
means a person whose place of business 
is outside the continental United States. 

The provisions relating to sales of im- 
ports to Government agencies is worded 
to require that a buyer shall certify 
to the seller in writing that the article 
bought will be used to fulfill a Govern- 


ment contract or sub-contract. The form to the definition of “imported” in 
buyer must have at the time of sale the Maximum Import Price Regulation. 
either a signed contract or sub-contract It now includes any commodity brought 
with the agency, or a letter of intent into the continental United States, 
from the agency or contractor. whether it is placed upon arrival in a 

In another change the definition of customs bonded warehouse or in a for 
“imported commodity” is made to con- eign trade zone. 












In the middle of battle . .. through the boom of 
guns and the rocr of planes... when every man 
and piece of equipment are extended to the ut- 
most... radio provides the vital means of com- 
munication for our fighting forces. Under these 
grueling conditions, Sentinel-built equipment is prov- 
ing its dependability. 

In the post-war battle for sales and profits, this 
war-tested dependability and performance .. . plus 
up-to-the-minute design... will be powerful mer- 
chandising weapons for Sentinel dealers. 
SENTINEL RADIO CORPORATION 
2020 Ridge Avenue, Evanston, ii. 





Quality 
Since 1920 
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THE WPB BUILDING MATE- 
RIALS DIVISION has moved to 3rd, 
4th and 5th wings on the first floor of 
Temporary Building “E,” 4th St. and 
Adams Drive, N. W., Washington, D. C. 
Previously, the division was in two 
buildings. 


The moving of the division now 
places the Non-Metallic, Metal Build- 
ing Materials, Clay Products, Hard- 
ware and Small Tools, Lighting Fix- 
tures, Electrical Materials, and Bolt, 
Nut, Serew and Screw Machine Prod- 
ucts Sections under one roof. 

With the Hardware and Industrial 
Supplies Section of the Wholesale and 
Retail Trade Division also in Tempo 
“E,” the divisions which serve the hard- 
ware trade are rapidly becoming con- 
centrated. Combined with the impend- 
ing reorganization of the OPA units 
affecting hardware, the task of the 
hardware man attempting to get around 
war-time Washington should be light- 
ened considerably. 


e 2-2 


THE 1,000,000TH Model 12 Win- 
chester shot gun was presented recently 
to Gen. Henry H. Arnold, Commanding 
General Army Air Forces, by Thomas 
I. S. Boak, works manager of the pro- 
duction, just after the general raised 
the gun to his shoulder and shattered 
an arching clay pigeon into smithereens. 
This ceremony marked the acceptance 
of the 1,000,000th production model. 

The gun is produced for the Army 
under the direction of the Army Ser- 
vice Forces and is used for training 
Army Air Force gunners. The War De- 
partment said that only a portion of 
the total production goes to the Air 
Forces. Thousands have been used by 
the AAF, in teaching aerial gunners the 
duck hunter’s technique of “leading” or 
shooting ahead of a moving target. 

Skeet and trap shooting occupy im 
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FURNACE TOOLS 
O +4 


CLINKER TONGS 
ASH HOES 
BACK-UP WRENCHES 


CLINKER RAKES 








Good Quality, Practical Design, and Convenient 
Use Has Made The FIRE-FIXER Line The 
“LEADER™ in Furnace Tools. 


ASK YOUR JOBBER FOR CATALOG, 
OR WRITE DIRECT TO: 


FARRELL-CHEEK STEEL CO. 


SANDUSKY, 
OHIO 








| flues 
| neys. And nothing 








| 
‘COLD WEATHER COMING ON! 


Fuel conservation is the cry over the radio and in 
newspapers and magazines. Our Government urgently 
asks people to SAVE fuel. Nothing WASTES fuel more 
than soot clogged 
and = chim- 
helps CONSERVE 
fuel like 


FIRE 
CHIEF 





(Registered U. S. Patent Office) 


BRICK SOOT DESTROYER 


(Do not confuse Fire Chief Brick with the powder type product) 
“The Original Brick Soot Destroyer" 


Thousands of dealers are selling it. because it retails profitably 
at 25 cents per brick and one brick tossed over a coal fire in a 
furnace or stove removes all soot in almost no time. Absolutely 
SAFE to use. Prevents chimney fires. Our FREE Dealer Helps 
and Attractive Counter Display Case do the selling. Write for 
Minimum trial order NOW. 14 Gross $12.00. Freight Allowed. 
If your Jobber can’t supply you, write us direct. 


THE KNACK COMPANY 
1518 E. Woodbridge St. Detroit, Mich. 


Branches: Pittsburgh—Erie—Columbus 




















SOUTHINGTON 


MECHANICS’ TOOLS 












PPS ABER EE DOE SAIS He STEEL 
: SQUARES 
We 101 Style of Nos 3, SR. 14 and 100 ALL 
STYLES 


SOUTHINGTON Stand- 
ard Steel Squares. Take 
Down Square for Me- 


Squares for the casual or 
amateur user are all guar- 


MAR AN ARARAR AR ARAM AN AR ANAM AREA An AA OAR A AR AR A ARR 


vice built into them. Also 
Bevels and Try Squares. 


SSHECSTESCECCRESCSTESROSCOEESVCCEOCT CCT CCT Tt 
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Prices. 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 


24 











seer SOUTHINGTON. CONN. ie: 
SEPTEMBER 16, 1943 


chanics, and Aetna Steel | 


anteed accurate with ser- | 


Send for Catalog and | 








Champion 


Sash Hardware 














These Champion items meet specifi- 
* cations—items you will want to bid . 
when called upon to supply priority 
materials, . 


Hook Sash Lift 
Champion 
No. 3010 


Government 


type 


No. 1201A 
Wrought steel, 
heavy material. 
beveled edges. 





Sash Lock 
Champion No. 800 
Government type 
No. 1139A 
Wrought steel, durable, 
designed for residences 

at popular price. 
Finishes available: US-18-A, US-1-B and US-2-C, 
We are shipping sash hardware for defense housing 
promptly. 











THE CHAMPION HARDWARE COMPANY 
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Trying to Do 
a Lot With a Little 


Not much critical material can be spared by our 
Government for Can Openers. But we are making 
the most of the amount we do get by confining 


% The entire family 
of popular Dazey 
Kitchen Helps will be 
back to work for you 
right after Victory 


production to a simplified version of the famous 
Dazey De Luxe (Senior Model No. 60) which re- 
quires less material. *% 

To Dazey Jobbers and Dealers, our sincere thanks 
for doing such a good job of distributing fairly, 


the units we’re able to produce. 


DAZEY CHURN and MFG. CO. 


ST. L 








YOUR CUSTOMERS NEED 
THIS REPAIR ITEM 





ACME TACK- 
POINT CORRU- 
GATED FAST- 
ENERS. 


IN 100 POUND KEGS for bulk sales. 
In addition, there are standard cartons 
of 500, 1000; boxes of 100 fasteners, 
ten boxes to a carton; also in boxes of 50 
fasteners of one size. . . ¥¢” x 4; 14" x 5; 
54” x5. A display carton contains 12 of 
these boxes. 
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Corrugated Fasteners remind your cus- 
tomers of the wooden articles at home, 
waiting to be fixed. With its Repair label, 
this attractive carton of Acme Fasteners is 
a silent salesman for you. 


TIES-IN WITH CONSERVATION 


Always in demand, this repair item is 
needed today more than ever. Things have 
to last! Repairing and fixing up are orders 
of the day. And Acme Fasteners fit right 
in with these requirements. 


IT'S EASIER TO SELL THAN EVER 


Just set the Acme Fastener display box on 
your counter and watch it go to work for 
you. Anyone who can use a hammer is 
a prospect for this inexpensive item— 
homeowners, cabinet makers, wood hobby- 
ists, etc. 


FOR “FIXING WOODEN ARTICLES 


Acme Fasteners are used to repair all 
types of wooden articles. The Tack-Point 
feature assures easy driving. Long, beveled 
points, sharp cutting edges penetrate, but 
do not crush the wood fibres. Get all the 
facts today. 


IF YOUR JOBBER CAN’T SUPPLY 
YOU, WRITE US DIRECT. 











portant places in the gunnery training 
program of America’s Army air fighters. 
Intensive training at the semi-circular 
firing line of the skeet field is given to 
both pilots and other members of the 
Army Air Forces combat crews. The 
latter group includes bombardier, navi- 
gation, armament, observation and en- 
gineering officers, as well as the non- 
commissioned officers who usually man 
the turrets of large aircraft. Many of 
the top-ranking marksmen of the coun- 
try, including several former trap and 
skeet champions, contribute their time 
and experience to further this program. 
Army Air Forces training officers 
point out that clay pigeon shooting 
provides most flying students with their 
initial contact with the art of swinging 
and following through an air target. 
*:. &:% 


MANUFACTURERS of certain 
permitted civilian products, who are not 
producing the full quotas allotted to 
them under limitation orders and other 
regulations due to lack of materials, 
may possibly increase the output of 
these items by using excess or frozen 
steel stocks obtainable through the 
Steel Recovery Corp. 

The Consumers Durable Goods Divi- 
sion recently pointed out that this ap- 
plies particularly to manufacturers who 
operate under CMP. CMP allotments 
of steel to manufacturers of civilian 
goods are not always large enough to 
permit attainment of the permitted pro- 
duction level of those goods. Use of 
frozen or excess stocks would permit 
increased production of the items in- 
volved without violating any WPB regu- 
lation. The SRC has at present ap- 
proximately 400,000 tons of such steel, 
which could find its way into civilian 
production schedules. This steel can be 
used in addition to regular allotments 
and will not affect future allotments to 
the manufacturer. 

xk 


EXEMPTION FROM PRICE 
CONTROL provided for all sales of 
commodities or services made under of- 
ficially classified “secret” contracts or 
subcontracts with a Government agency 
ceases to apply upon receipt by the 
contractor or subcontractor of notifica- 
tion that the contract is no longer 
secret, under an amendment to Sup- 
plementary Order 42 issued by OPA. 

Previously the exemption was auto- 
matically lifted upon receipt by OPA 
of this notification from the certifying 
Government agency. In some cases there 
has been a time lag between notification 
received by the contractor or subcon- 
tractor and notification by OPA. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 76 
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sales... 


from your jobber. 








AMERICAN GREASE STICK CO., MUSKEGON, MICH. 


Hetie Tie jis | 





STAINLESS STICK LUBRICANT 





OW: {oh EY (0) See) a 


DOOR-EASE Siainled4 STICK LUBRICANT 


Add to your profits with this popular 10c item. Quick 
sure repeats! No styles... 
obsolescence. Packed 12 sticks on counter display, as 
shown, or 24 to a box for bin sales. Each stick in litho- 
graphed metallic container, individually carded. Order 


no seasons... no 


“IEASIE 











LETCHER 


THE INTERNATIONALLY KNOWN 


} GLASS CUTTER | 


Indeed it is 
known, and in demand. 








internationally 
If it is 
preferred by many of the large 
glass factories, it must be good. 
That is better proof than any 
amount of printed words. 


Our green handle cutter is the 
best for the “all around” job by 
either an amateur or experienced 
person. Have ydu tried it? 


If you run into any of the spe- 
cial glasses, and there are many, 
there is a FLETCHER wheel for 
every purpose. Try a FLETCHER 
first. You'll be satisfied. 


“BACK THE ATTACK... 
BUY MORE WAR BONDS" 


THE FLETCHER, TERRY 


FORESTVILLE, CONNECTICUT 
CANADA: JOSEPH TAYLOR & SON, TORONTO 


CO. 
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WITH THE NEW. SMOOTH 
BRILLIANT COLORED ‘Leans 
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PENCIL CO 








LINOLEUM CEMENT 


Tiger Grip is a favorite with linoleum 
layers for patching linoleum, gluing 
stair treads and seams, etc. In handy 
size jars and cans. 


DAISY BRUSH CLEANER 


Bristles are scarce. Daisy cleans paint 
brushes perfectly. 10¢ carton; also 
25¢ economy package of 12 doz. 





We Solicit inquiries From Wholesalers. 


Profitable, Fast Selling Line Of Consumers Products 
Established Quality — New Labels — Convenient Size Packages 


CONSUMERS PATCHING PLASTER 
For cracks, holes and general use. Will not shrink or 
discolor. Mixes white in cold water. Does not require 
sizing before painting or papering. 1, 2% and 5 lb. car- 
tons; 2, 5 and 10 lb. paper bags. 


CONSUMERS CRACK FILLER 


Fills holes, cracks or breaks in wood, 
stone, etc. Mixes smooth, drys hard, 
stays put. 5 oz. and 1 Ib. eartons. 


Ask For Our Folder Showing Products Of Merit. 











CONSUMERS GLUE COMPANY —suce 1906 — ST. LOUIS, MO. 3 
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Where a finished appearance is important. .use 


FLAT HEAD CAP SCREWS dog 


Fully machined, accurate concen- 
tricity on 82-80 degree angle, uni- 
form lead on thread. Clean slotting 
. .. threaded to head . .. chamfered 
point. Write for samples and prices. 


THE CLEVELAND CAP SCREW COMPANY 
2917 E. 79th Street * Cleveland 4, Ohio 


Cleveland Cap Screws 


Set Screws and Special Upset Parts [cicaco:726 w. Washington Bivd. 
PHILADELPHIA . . 12th & Olive Sts. 


f the Kaut Process ' ry 


Specialists for 26 years in Headed and Threaded Products LOS ANGELES... 
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CAREY “Grease Ball” is an inexpensive, super- 
absorbent compound that thoroughly soaks up 
messy, hazardous oil and grease deposits on floors 
of shops, garages, basements, etc. 


“Grease Ball” Compound insures non-skid, non- 
slip floors that are SAFE—greatly lessening dan- 
ger of accidents. Eliminates costly fire hazards, 
too—the ONLY product of its kind given the 
“Class I, Non-Combustible” rating by Underwrit- 
ers’ Laboratories, Inc. 


Easy to spread ... quickly swept up! Harmless 
to hands, clothing, floors. Available in 8-lb. car- 
tons and 50-lb. bags. Attractive display and sales 
promotion material. Write Dept. 66 for details. 


THE PHILIP CAREY MANUFACTURING COMPANY | 
LOCKLAND, CINCINNATI, OHIO | 
Office and Factory: Lennorville, P. 9. 


Dependable Products Since 1873 bd 
in Canada: The Philip Carey Co., Ltd. * 
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GREASE BALL 


ASBESTOS | 
OIL and GREASE ABSORBENT 


Oil and Grease 


BASEMENTS, 


a 
Why Grade Labeling?< 


PONSORS of grade labeling 

have claimed a big public de- 
mand for it, but Congress has found 
no evidence to support their claims, 
says Lawrence Sullivan in Nation’s 
Business. 

Manufacturers have done a good 
job of building up confidence in 
their nationally advertised brands. 
and have earned the respect of the 
public, the magazine adds. 

Grade dabeling would gradually 
cut quality, because to compete on 
a cost basis under grade labeling 
the manufacturer would have to 
work downward to the lowest stand- 
ard permitted in each group. Regu- 
lations under the Food, Drug and 
Cosmetic Act already insure purity 
and protect health. Grade labeling 
would be cumbersome to administer. 
expensive to enforce and the added 
cost would be tacked on to the con- 


sumer’s bill. 








“WHAT IS YOUR NAME ?“ INQUIRES SAINT 
PETE—"MCOUFF,” THE SHADE REPLIES— 
*ON EARTA 1 WAS A SALESMAN, WITA 
A MILLION ALIBIS -“ 


ff 







Rane rR RR ee RN 
*1L ALIBIEO MY WAY THROUGH LIFE — | 
LOAFED AND PASSED UP SALES — It- 
STEAD OF ORDERS, 10 TURN INA 
LOT OF FANCY TALES -” 








iT LISTEN SAINT, LET ME EXPLAIN—* 
SAINT PETER CRIES “ ENOUGH! AN 
ALIBI WON'T HELP YOU HERE,” 
SAYS PETE -“GOOD-BY M°DUFE !” 
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Fry Pans, 
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DRIVE! 



















ns, 
ns SAVE TIME — SAVE MANPOWER! 
Because its automatic grip ture high-quality blades, 
enables the worker to hold, tempered entire length; 
yod start and set up screws in hand-ground bits; unbreak- 
: pom ge | — — —— able insulating handles in 
in Goulet Ges casmemeiver 4 4 most models. Advertised in 
natural for speeding Victory Popular Mechanics and 
ds. jon. “Popular Science’’ to reach 
the In addition to the patented soe 
Gripper, Hold-E-Zees fea- Order Through Your Jobber 
UPSON BROS., INC., 84 Exchange St., Rochester, N.Y. 
lly 
: TOOLS ARE WEAPONS—Take Care of Yours! 
or 
ing 
to 
nd- 
gu- 
and 
rity 
ing 
Customers like the all-safety top 
ter —no glass —no cuts; no metal — 





ded no shocks. “Plus-Values” make 
satisfied customers. Colored 


carton sells 5 fuses at a 


time. Attractive 7-col- 
or display box re- 
minds them 


Shela ASK YOUR JOBBER 
FOR Colortoges 











Made by one of the 
best known manufae- 
turers of high voltage 


insulators. May be used 





safely over direct flame 
same as steel or alumi- 


num ware. These 


De Luxe Fry Pans 


MODERNISTIC UTENSILS 
FOR COOKING OR SERVING 


May be used on top of stove. or in oven. Line includes: DeLuxe 
Fry Pans, 6, 8 & 10 inches; Plymouth Sauce Pots, 1, 2, 3, 4 & 
6 qt.; Berkshire Sauce 
Pans, 1, 2, 3 & 4 qt.: 
Double Boilers, 1 & 
2 qt.; 5-Cup Tea Pots 
& 5-Cup Dripolators: 
Waterless Inserts and 
Table Serving Bases. 
etc., 18 items. Ask your 





Jobber or write us di- 


Plymouth Sauce Pots 


rect for quotations. 


MARSHALLAN MFG. CO. 


1061 W. llth St. Cleveland, Ohio 
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BOMMER 


SPRING HINGES 


ARE THE BEST 


ESTABLISHED 1876 


While many of our products are still avail- 
able, the main effort of our company is 
devoted to the manufacture of items for the 
armed forces. 








We will give you the best service under War 
Production Board Order L-236. 


| | TRADE MARK | 
Double Action Single Action 


Standard Type No. 29 Standard Type No. 0 


BOMMER SPRING HINGE CO., BROOKLYN, N.Y. 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 
















SHE WANTS A 


Sauetle 


when they are available 


Sanette’s ease of operation, 
untailing dependability 
and long-wearing quali- 
ties are creating thou- 
Valet Mel melticeliit aa tae s 
Sanette. 
Have you seen our 


tomorrow’ s 


ads in leading wo 
men’s magazines? 


SIZES 
* 


MASTER 
METAL 
PRODUCTS, 
INC. 


321-J 
Chicago St. 
Buffalo 4, N. Y. 
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HARDWARE FOR 


MUST COME FIRST @ 





To equip their battle harness 
—helmets, knapsacks, car- 
tridge belts, leggings—Amer- 
ica's fighting forces need all 
kinds of harness hardware. 
And they're getting it! They're 
getting millions of ANCHOR 
BRAND buckles, tips, snaps, 


dees and slides. 


This explains why North & 
Judd can't always give you 
the particular item you want 
just when you want it. 


But North & Judd is not 
forgetting the importance of 
keeping the nation's work har- 
ness in first class condition. 
And it is using all the produc- 
tion time and metal allocated 
to it under Limitation Orders 
to turn out ANCHOR BRAND 
Harness Repair Hardware for 
this vital job! 


BRITAIN 








Judd 





IMING! Whether it be a golf 

swing, fly-casting, an auto en- 
gine, or a landing in Sicily, timing 
is a vital factor. American indus- 
try has always been supremely con- 
scious of the time element in its 
operations. Production lines move 
at prescribed speeds; trains run on 
schedule; everyone carries a watch. 
Man, woman and child alike are 
creatures of time as they are of 
space. 

Yet, faced with one of the most 
critical periods in its industrial 
history, America, bemused with a 
shibboleth, pays only superficial at- 
tention to the time factor in plan- 
ning for the future and permits a 
phrase to lull it into a false sense 
of security. 

All industry talks “post-war plan- 
ning.” Post-war planning unques- 
tionably is important. But the 
phrase itself indicates only an in- 
definite date in a vague future—a 
date dependent on a variety of inter- 
related causes, control over which 
is divided between Americans and 
foreigners, allies and enemies, mili- 
tarists and civilians. Long before 
those causes begin to integrate into 
realities, American industry will ar- 
rive at—and must cross—the bridge 
between the present all-out war ef- 
fort and a greatly reduced war- 
maintenance-and-replacement __pro- 
gram. Approach to that bridge calls 
for timing which is not now evi- 
Game. 5a 


Industrial Demobilization 


Not in “post-war planning” but 
on “Industrial Demobilization Day 
planning,” depends, in large part, 
the economic future of the coun- 
CY. « oo 

America needs now a realistic 
conception of today’s facts and an 
equally realistic approach to prob- 
lems which are imminent... . 

Industrial Demobilization Day is 
not some vague point ahead. It 
has already arrived for many or- 
ganizations. Its shadow daily hovers 
over others. . . . 

American industry, today, is key- 
ed up to a dual task-firstly, the 
mobilization: of 11,000,000 fighting 
men—with the problems of shelter- 
ing them, clothing and arming them 
and of carrying them to the distant 
corners of the earth, and, secondly, 


the task of maintaining them in 
’ 


Timing —Vital to Industry 


their camps and on the fronts. The 
war may not end for years and as 
long as it lasts, the task of main- 
tenance will remain. But, once 
mobilization is completed, industry’s 
problem will no longer be one of 
preparing for a vast military estab- 
lishment but solely of maintaining 
that establishment and providing for 
replacements. .. . 

From the business man’s point of 
view, what concerns business today 
is not whether the war ends in one, 
or two, or three years, but when the 
necessity for full-scale business par- 
ticipation will come to an end. 


The Day Is Imminent 


Demobilization Day for industry. 
is imminent... . 

How long before our 11,000,000 
fighting men are completely equip- 
ped? Six months, eight months, a 
year? 

After that, what?. . . 

The presence or the imminence of 
Industrial Demobilization Day is a 
warning cry to industry. To some 
manufacturers, the transition from 
war to domestic production may be 
easy. Some organizations may be 
headed by executives of such sterl- 
ing mentalities as to permit-chart- 
ing post-war demobilization courses 
spontaneously. But for the average 
business man the task is not so 
simple. This is not the America of 
1939 or 1929 or any other year. 
There is nothing in American ex- 
perience to parallel existing condi- 
tions exactly. Precedents are few 
and far between. Social, political 
and economic forces are at work 
whose very existence has never be- 
fore been suspected. . . . 


The Picture Can Change 


The picture can change. . . . But 
nothing short of a European debacle 
or an American holocaust can 
change it radically. American in- 
dustry, all but 100 per cent devoted 
to war production, cannot be main- 
tained at anything nearly approx- 
imating its present rate of produc- 
tion, once mobilization has been 
completed. 

Nor does realization of these facts 
imply the advisability of any im- 
mediate relaxation in the current 
war effort. The facts belie any such 
conclusion. Indeed, with the goal 
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CAN YOU SWING THIS DOOR ? 


is FS ce ae 
ges 








The answer. depends upon the design, 
durability and rigidity of the HINGE. 
MILWAUKEE Gravity Pivot Hinges 
have proved their superiority in ac- 
tual “Use Tests” like this—proved in 
terms of hundreds of thousands of in- 
and-out “swings” without noticeable 
wear, sagging or loss of alignment. 


Your customers should know this... . 
It’s one reason why you'll profit by 
stocking, selling, STANDARDIZING 
on the Complete MILWAUKEE 
BUILDERS HARDWARE Line —for 
all Building needs. 


Above— 


MILWAUKEE "Gravity PIVOT HINGE 


ON LAVATORY DOOR 


MILWAUKEE STAMPING COMPANY 
$16-B).South 72nd Street, Milwaukee, Wisconsin 





in| 


PROTECTING 
THE NATION'S 
HAND-POWER 









THE BOSS MFG. CO., KEWANEE, ILL., U.S.A. 
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in sight, industry should find in 
them an extra urge to redoubled ef- 
fort until the mobilization task is 
completed. 

And, in the great battle against 
inflation, the speediest possible re- 
sumption of consumer goods produc- 
tion is of prime importance. Surplus 
money—money which has nowhere 
to go and has an urge to be spent 
—is an obvious and accepted infla- 
tionary stimulus. Production of 
wares for domestic consumption is a 
sound and natural dam against price 
spirals. It tends to siphon off part 
of the excess and relieves the pres- 
sure on curtailed supplies. It per- 
mits basic laws of supply and de- 
mand to function and reduces the 
necessity for artificial price ceilings, 
subsidies or other economic pana- 
Ceas. ..-. 


At best, planning now for Indus- | 


trial Demobilization Day may be 
premature—just about as premature 


| as planting a cotton crop in the 


spring for harvesting in the fall! 
—A Message to Management 
from Lee-Stockman, Adver- 
tising Agency, Inc., New 
York City. 


Simplified “Trading 
Post” Swings Into 
High at Hutchinson’s 


( Continued from page 94) 


bility for the loss or theft of any 
articles left on display. All sales 
or trades are final “as is.” 

Since the Hutchinson staff han- 
dles all the details of sales and 
trades, a small fee to cover costs 
is assessed. On the cash sale of 








BiG DEMAND 


|) FOR U.S.- ALLIED 


Get your share of to- 
day’s heavy demand for 
U. S. and Allied flags. 
Many stores reordering 2 
times per week. We can 
make immediate deliver- 
ies in all sizes and mate- 
rials. Send for our 
wholesale prices and il- 
lustrated catalogue today. 





SERVICE FLAGS 


Cash in NOW on the big 
market for service flags. 
Sizes for homes, offices, 
churches, etc. Write for 
our dealer catalogue TO- 


DAY. 


REGALIA MFG. CO. 
Dept. 44, Rock Island, Il. 











an item on display, the store’s | 


share is 20 per cent of the selling 
price. If a customer wishes, the 
whole amount of the sale—in- 


| cluding the 20 per cent normally 


going to the store—may be ap- 
plied as a credit toward the pur- 


chase of goods at Hutchinson’s. | 


Most people patronizing the 


| “Trading Post” have taken ad- 


vantage of this offer, and the re- 
sult has been an increase in gen- 
eral sales volume. 

For traded articles, the store 
has ranged a set of charges run- 
ning from 15 cents per item traded 
at under $5.00 in value to spe- 
cially arranged fees for items ex- 
ceeding $100.00 in value. Notices 


of items to be sold or traded may 





YOUR SHARE OF 
INDUSTRIAL [1 
SOLDERING IRON | | 
BUSINESS? _| 






One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense productipn. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 


lilustrated here is No. 600-10 (100 
watts, % in. tip) from the line of 
DRAXE Industrial Soldering Irons 







ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO. ILL. 


PAE 
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Its New! ' 
It's Good! 
It's Available! 


MINUTE MOP 
and DRAINER 


Ready For Immediate Delivery! 





*New Features! 


New roller model cotton cord 
mop-head! New adjustable drainer 
fits any pail! New money-back 
guarantee behind MINUTE MOP! 


* New Sales Power! 


Houseware Departments every- 
where found the original MIN- 
UTE MOP a sure-fire seller. 
One store sold over 500 in ONE 
DAY! Another sold 13,000 in 22 
weeks .. . others average 3 gross 
a week! 


*New Profits! 


The new MINUTE MOP is avail- 
able for immediate delivery. Write 
for our special demonstration and 
advertising deal that will intro- 
duce it to your customers. 


BUSY HOUSEWIVES NEED IT! 


This all-purpose mop cleans 
everything, from floors and walls 
to even autos. Keeps hands out 
of water. Saves tiresome wring- 
ing, stooping, splashing. Drainer 
fits any pail and drains mop 
quick as a wink. No mechanical 
parts for women to fool with. 


MINUTE MOP CO. 


2225 Calumet Ave. 
Chicago 16, Illinois 

















be posted on a bulletin board at 
the “Trading Post” at a cost of 
20 cents per item. 

One of the interesting and prof- 
itable outgrowths of this section 
is the pickup and delivery service. 
Previous to the “Trading Post” 
activities at Hutchinson’s, deliv- 
eries of regular merchandise to 
customers had been hampered by 
clauses in government gasoline 
useage decrees. Frequently, goods 
could not be delivered to a cer- 
tain section on time because sufh- 
cient orders for that location had 
not accumulated. Now Hutchin- 
son's matches “Trading Post” 
pickups and deliveries with main 
store schedules and thereby real- 
izes practically full payloads go- 
ing out and coming in. Charges 
for the pickup or delivery of 
“Trading Post” articles run from 
25 cents for small packages to 


$1.00 for those requiring han- 
dling by two men. 

Bookkeeping for this section is 
efficiently cut to the bone. When 
a trader brings an article to the 
store. he is asked to specify the 
price he seeks for it or the items 
that he will take in exchange for 
it. This information is jotted 
down in two places: first on a tag 
which is placed on the article: 
second, on a ledger sheet kept at 
the “Trading Post.” For a re- 
ceipt, the trader gets the stub of 
the tag that went on the goods. 
When sale or trade is made, the 
trader signs and surrenders this 
stub. for which he receives his 
selling price or traded item, les: 
the store’s fee. All “Trading Post™ 
yields to the store are accumu- 
lated on the ledger for a weekly 
period at the end of which time 
they are entered as sundry in- 





October Retailers’ War Program 


pee more important war cam- 
paigns face the retailers of the 
country during the month of Oc- 
tober. 

Heading the list is the gigantic 
United War Fund Drive which 
seeks to raise a total of $125,000.- 
000.00 for all charity. military and 
relief organizations. Two  recruit- 
ment drives will take place: one 
for Waves, the other for Cadet 
Nurses. The fourth big campaign is 
Tin Can Salvage. 

The first half of October will be 
devoted to the ,United War Fund 
Drive and the recruiting of cadet 
nurses, Posters on the first event 


are available from retailers’ local 
War Fund Committees, on the sec- 
ond, posters will be delivered by 
Boy Scouts early in October. 

Tin Can Salvage and Wave re- 
cruiting campaigns are scheduled 
for the latter half of October. Post- 
ers for these campaigns will be 
mailed retailers before this time 
arrives. 

Retailers desiring more complete 
information on these campaigns 
should address their inquiries to Re- 
tailers War Campaigns Committee. 
care of American Retail Federation. 
1627 K Street. N. W.. Washington. 
D.C. 





This window display is suggested by the Retailers’ War Campaign 
Committee for use in connection with the October War Fund Drive. 
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@ Under stress of war, 
progress which might 
normally take years to 
achieve is realized in 
months or even weeks. 


Many valuable lessons 
are being learned about 
tool performance — and 
endurance — which will 
enable us to produce 
even better-than-ever 
Vichek Tools. 

. . 7 


ue VLCH EK TOOL CO. 


3001 E. 87th St., Cleveland 4, Ohio 
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come. 
closed by the store, notice to that 
effect is immediately mailed by 
postcard to the owner. Only the 
claims of those possessing the 
originally issued stubs are recog- 
nized. This eliminates the possi- 
bility of error or falsification. 
Since the inauguration of the 
“Trading Post.” hundreds of folks 
have flocked to Hutchinson’s to 
learn the details. Of course, many 
in that number have been curi- 
osity seekers; but even these have 
turned in a respectable amount of 
business at the store counfers. 
During the first weeks of the ven- 
ture more people came in to buy 
than came in to trade, and the re- 
sult was a startling scarcity of 
goods there. To alleviate this sit- 
talked up 
“Trading Post” to customers and 
friends. A special invitation plea 
closing with the suggestions “You 
Can Help Yourself,” “You Can 
Help Your Neighbor,” “You Can 
Help the War Effort,” was dis- 
tributed and mailed by the store. 
Today the “Trading Post” has 
hecome so popular that the store 


uation, store clerks 


is really pressed to keep every- 
body happy. 

Heading the list of articles most 
in demand have been lawn mow- 
ers, garden tools, garden furni- 
ture. toys. electric appliances, step 
ladders. cooking utensils, tools. 
paint brushes, awnings, hatchets. 
step-on garbage cans, electric 
clocks, and bench vises. 

Mr. Leonard already sees ful- 
filled in his “Trading Post” effort 
a main adjustment of the store’s 
policy to meet the requirements 
of wartime merchandising. 
Through the store’s advertising 
and promotion of the “Trading 
Post” hundreds of folks have 
been impressed with the impor- 
tance of conserving vital equip- 
ment. 
been persuaded to dig out vast 


quantities of unused or little used | 


items now out of manufacture. 
and to place these back into cir- 


culation through sale or trade. | 
And. perhaps most vital consider- | 


ation of all, through the increased 
good will and traffic resulting 
from “Trading Post” popularity, 
Hutchinson’s has set an example 
as a firm exponent of community 
service. 


When a sale or trade is 








Eye-Appeal 


... AND PLENTY OF IT 


"MIAMI 


"Streamlined”’ 


BATHROOM 
wooD CABINETS 


Miami Wood Bathroom Cabinets are 
smartly modern in every deta'l — of 
trim, streamlined beauty, with mir- 
rors framed in steel (by permission 
of WPB). Completely equipped, in 
cluding famous Miami convenience 
features. 


These attractive Wood Cab‘nets, now 
availabie in quantity, are doing a real 
wartime job . . . “filling the gap” 
left by discontinued production of 
Miami Metal Cabinets for the dura- 
tion. 

Miami Wood Cabinets are now widely 
used for essential replacements. They 
are giving first-rate service—and they 
are saving war vital metals. 


For details, write Dept. HA. 





Hundreds of others have | 


Oh oie 
— 


— 19 separate items, 
es | 8 cathy tion type 








CASCADE 
ACCESSORIES 


Board No. 3 displays 


recessed and projec- 
tumbler 
holders, soap dishes, 
towel bars, etc. 





ae * 





— = 


MIAMI CABINET DIVISION 


The Philip Carey Mfg. Company 
Dependable Products Since 1873 


MIDDLETOWN, OHIO 








TrEMeN 
ROU BAY 


Gas beaters 


FOR LASTING QUALITY 


Post-war research data reveals that the greater 
port of war savings and “pent-up” buying 
power will be used for building new homes 
and purchasing new household equipment. 


This evidence points to a huge market for 
America's most popular gas heaters—Temco 
and Circu-Ray. 


Compare these outstanding features and plan 
now for satisfied customers and “repeat” busi- 


ness by 


selling Temco or Circu-Ray Gas 


Heoters: 


A size and model for every heating require- 
ment. 12,000 to 90,000 B.T.U.—vented or 
unvented models. 

Beautifully designed cabinets finished in 
porcelain enamel, “the lifetime finish." 
Scientific construction by experienced crafts- 
men assures the maximum in operating ef- 
ficiency and economy. 

Automatic controls provide a constant, 
healthful temperature at all times. Avail- 
able as optional equipment on all models. 
A.G.A. approval—your customers will recog- 
nize the seal of the American Gas Associa- 
tion Laboratories as the symbol of efficiency 
and high standards of safety. 


Tennessee Enamel Mfg. Co. 


Nashville 9, Tennessee 
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Libbey-Owens-Ford Cartoon Blowups 
Available to Hardware Dealers 








c! 


HEY DOC! 
WILL YOU BUT A GLASS 
INTHIS WINDOW SO | 
CAN ADMIRE MY HUSBAND 
IN HIS NEW VICTORY 
CARDEN 7 





These “Fixit” ads in blown-up form are interesting display accessories. 


IBBEY-OWENS-FORD GLASS 
Co., Toledo, Ohio, will send 
10 by 14 in. blowups of the cartoon 
illustrations featured in its current 
series of “Fixit” ads appearing in 
HarpwareE AGE to any hardware 
dealer making the request. These 
blowups contain no company adver- 
tising and are supplied at no cost 
to the dealer. 
The cartoons stress the outstand- 


ing community service offered by 
the hardware dealer and point out 
his contributions to the home front 
in offering repair and maintenance 
services to customers. Many hard- 
ware dealers will want every one 
of these cartoon blowups, in view of 
the fact that they can be used in 
window displays, on counters and in 
wall displays to attract customers’ 
attention to the services offered. 





The Dean's Page 


' (Continued from page 108) 


has given the refusal of their 
“combination” to a New York 
house with hopes of obtaining a 
government contract at $17. They 
expect to receive an answer by the 
mail now due, on receipt of 
which I hope to close a contract 
with them before my departure 
for the Continent. I offered them 
47/6, but as they were not in con- 
dition to close I withdrew my 
offer. 

Our agent had secured, before 
my arrival, some 2000 ready at 
45/ to 46/6. There were some 
2000 more in the hands of specu- 
lators, for which they asked 60/ 
to 63/, which for the present we 
shall let them hold. 

Previous to the news of the 
want of additional troops, rifles 
were a drug, and manufacturers 


took contracts at a low price in 
order to work up the surplus ma- 
terial. The speculators took ad- 
vantage of it and bound them 
down. Now when they have to 
give orders for materials prices 
advance, and the greater the pres- 
sure the higher the price, so we 
have to manage quietly, in order 
to get them under full headway 
without pressing the material mak- 
ers too sharply. 

Where arms are contracted for 
and going to New York, I have not 
interfered, as the sooner we get 
them out of the way the better as 
I have secured the services of the 
manufacturers. It will not do to 
pay over $15 in New York; if it is 
done, it will have the effect of 
speculators obtaining arms from 
our manufacturers. I shall not for 
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LFAIN 
MICROMETERS 


TAPES « RULES e PRECISION TOOLS 











These DISPLAYS 
Make SALES — — 


The CHICAGO 
No. 50 Red, 

White & Blue 
Disp. Board dis- 
plays a complete 
assortment of 24 
pulleys in 12 pop- 
ular sizes from 
1%” to 5” diam. 
All for standard 
“A” belts; each 
size in %” and 
m5,” bores. Stor- 
age space in rear. 
We can make 


DELIVERY IN 
About 2 Weeks 


on this, also on 
the GILMER No. 
0 “Vv” Belt Disp. 
The Bar is easily 
installed. Holds 
25 Belts on. a 
firm, rust - proof 
base, 36” long. 
Has slide rule 
measurer. A 
number tab iden- 
tifies the belt that 
belongs on the 
hook. If your job- Duapiy Phle Bitte V-Bolt Arsectuent 
ber can not sup- |; That's “he way 19 s0lt ¥-Beits fo 
ply you, write us ' a ves ase 
direct. 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St. Chicago 12, Ill. 
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the present give over 50/ for 
arms, as the speculators are so 
combined together that they turn 
over their guns into one another’s 
hands and thus manage to obtain 
the highest price. 

Most of the arms made and on 
hand are 57.7 calibre, and are not 
of as good quality as I shall have 
when we get under way and shall 
make such changes as I can make 
them agree to, corresponding to 
our Springfield. 

So far everything has worked 
most successfully for nearly the 
whole produce of this market, and 
it will take a little time to get 
it systematized and under way. I 
should much prefer to obtain the 
whole amount in this market of 
one kind of arms, with such as 
are ready made on the Continent, 
than to contract all over the Con- 
tinent on time. 

I was at the London Armory 
Company on Wednesday, and they 
promised to give me an answer 
this morning how many they could 
furnish and the price, but they 
have failed to do so. I shall see 
them on Monday, as I pass 
through London on my way to 
Liege. 

My credit of £80,000 will soon 
be exhausted; it will not pur- 
chase over 30,000 to 35,000 arms, 
and if I succeed in purchasing 
some #n Liege, where I have the 
refusal of a lot, I shall not have 
more than enough to cover one 
month’s purchases. Please lose no 
time in sending me an additional 
credit of at least £100,000, say 
one hundred thousand pounds, 
same terms as before. Send by 
return steamer; my house in New 
York will send it. 

The vessels from Liverpool are 
crowded with freight, so that goods 
have to be there some days be- 
fore the arrival of a steamer, in 
order to secure their turn. I shall 
make a shipment next week. 

Agreeably to instructions, I 
have detailed to you my first 
week’s work, and shall continue to 
inform you of my progress, and 
hope that nothing will interfere to 
prevent me from realizing my an- 
ticipations, say some 6000 per 
week, 


Yours respectfully, 


MARCELLUS HarTLEY. 


To Hon. E. M. Stanton, 


Secretary of War. 









LEAD E: 
EXPANSION EX I 
TYPE 


Available on Low 
riority 





Fig. 910 Fig. 900 


SPEED War Plant 
MAINTENANCE 


AND 
INSTALLATIONS 
In Masonry & Concrete 


* ben! o—_ place in hole, tap with setting tool 
tighte 
% Saves time and effort. Assures a permanent work- 
manlike job 
. freckdes’ threaded, rust and vibration resistant 
Fig. 900 available in 9 different diameters 6-32 to 
5%"'. Fig. 910 in 4", %"', '/2"" diams. in standard 
lengths. 
Ask your Jobber and Write for Catalog 
THE PAINE CO. 
2963 Carroll Ave. Chicago 12, Ill. 
Offices in Principal Cities 


‘PAINE 
Morente 141149) 











@ When Happy Days are here 
again, Everhot users will find more 
satisfaction than ever before in 
the use of Everhot appliances 
refined and further perfected 
through intensive product re- 
search now being aggressively 
carried on by Everhot engineers. 


THE SWARTZBAUGH 
MANUFACTURING CO., TOLEDO, OHIO 
FOUNDED IN 1884 
ROASTERS ~ APPLIANCES 
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STOP THAT 





No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 





asym A SURE CURE 


@ This sensational plastic 
cork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, ete. Forms a _ moisture-proof, 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
4%” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 

Immediate Shipment. Order from 
your Jobber. Nationally advertised at 


$1.90 a gal. ($2.10 west of Rockies.) 

FREE NoDrip Cir- 

cular po te Con- RS 
cy 


densation Drip "4 


and its Preven- \" 
— 










tion. = 
J. W. MorTett Co. 
Technical Coatings 
Since 1895 


508 BURCH ST.. ‘ ' 
KANKAKEE, ILL. alge 


UTILITY TAPE 
HUNDREDS OF USES 


INSULATES . WEATHERSTRIPS - PLUGS 
uP RACKS -. MAKES PACKING OR 
GASKETS - CAULKS CASEMENTS 

GLAZES WINDOWS 
This new pli- 2 
able plastic 
doesnot 
crack, chip, 
dry out or 
shrink. Easy- 
to-handle, un- 
rolls like rib- 
bon and is 
ready for use, 
inside or out- 
side. Can 
be paint- 














SIMPLE 
TO APPLY 


Mortite ad- 
heres to any 
clean, dry 
__} surface. No 
tacking or 
tools needed, just press into place and it 
stays put, 

About 80 ft. to a box. Order through 
your Jobber. Nationally advertised at $1.25 
($1.40 west of Rockies.) 


Circular Free 


1. W. MORTELL CO., 508 Burch $t., Kankakee, lil. 
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SALES OF 1272 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


July, 1943, Comparisons 








SUMMARY 
July °43 July °43 : 
No. Stores vs. vs. July 43 July 42 June 43 
July °42 June *42 
Total 1,272 +3 —6 $8,376,368 $8,127,610 $8,955,814 





First seven months, 1943 showed 3 per cent decline from 1942 
1943, $61,524,032; 1942, $63,729,094 





Per Cent Change 


Number July °43 July °43 Dollar 

States by Regions of firms vs. vs. Sales 

reporting July’42 June ’43 July 43 

New England 82 — 3 12 $672,176 
Maine 7 +27 — 1 72,708 
Vermont & N. H. 12 —2)] —10 164,458 
Massachusetts 42 + 5 —13 315,428 
Rhode Island = 
Connecticut 16 — § —18 86,078 

Viddle Atlantic 130 + 8 —lI 895,832 
Pennsylvania 136 + 8 —l} 895,832 

Kast North Central 383 + |] —10 2,302,152 
Ohio 108 +2 —14 698,265 
Indiana 57 + 3 —10 290,194 
Illinois 89 + ] — 6 536,346 
Michigan 42 + ] —10 300,342 
Wisconsin 87 — | - 8 477,005 

West North Central 165 + 5 —- 7 639,357 
lowa 18 +10 — ] 202,924 
Missouri 39 + 4 — 8 138,405 
Nebraska 36 +5 -13 97,862 
Kansas 12 + 2 8 200,166 

South Atlantic 17 +30 + 2 351,785 
South Carolina ‘ 11 4. 9 — 3 76,863 
Georgia 19 +23 +18 103,411 
Florida 17 +47 3 171,511 

East South Central 13 13 + 4 75,188 
Alabama 13 +13 1. 4 75,188 

West South Central 121 + 8 ] 770,601 
Arkansas 18 +14 +-§ 107,612 
Oklahoma 12 18 — 4 196,500 
Texas 61 1. 3 l 466,489 

Vountain Q4. | 3 689,111 
Montana 22 1-10 1. J 169,890 
Idaho 18 }-11 -})} 123.762 
Wyoming ° 
Colorado 28 2 7 122,265 
New Mexico 7 + 6 + 4 144,113 
Arizona 7 -17 - ] 16.385 
Utah ° 
Nevada . 

Pacific 237 1 5 1,979,166 
Washington 12 5 - 6 323,465 
Oregon 24 + 2 l 278,416 
California 171 - 3 2 1,377,285 

Chicago, Ill. 20 425 { 85.038 

Los Angeles, Cal. 22 —36 -21 224.914 

Portland, Ore. * 

St. Louis, Mo. * 

San Francisco 20 - -3 58,546 

Seattle, Wash. 1] +13 22 24,810 





“Note while stores in these states are included in grand total, figures for 
these states are not shown in this chart, because of insufficient data. Compiled 
by Bureau of the Census, U. S, Department of Commerce 
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If it is a metal piece to insert 
by driving, turning or inset, 
we can make it (design it, if 
need be)—to exacting specifi- 
cations and to a high degree 
of precision uniformity. 


MACHINE SCREWS 
SHEET METAL SCREWS 
MACHINE SCREW NUTS 

PLASTIC INSETS 
HOLDING PINS 
SPECIAL RIVETS 


Economy of essential mate- 
rial governs all of our produc- 
tion. Ingenuity saves waste. 


Inquiries Solicited 


p INEWIENGLAND BSCREWICO.| 3 


KEENE, NEW HAMPSHIRE 


PNEORPORATED 1892 










babibbiniens 
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For storm doors, interior doors, or 

hinged windows. Holds door or 
window open at any desired angle 
up to 90°. Heavy spring absorbs 
shock and relieves strain if door is 
forced back beyond 90°. Made of 
wrought steel. Comes in two 





Freedom of Choice— 
Don’t Lose It! 


(Continued from page 112) 


alive and popular by advertising. He 
is building a great reservoir of good 


will by helping retailers and con- | 


sumers through advertising to un- 


| derstand wartime restrictions, by 


bringing them inspirational mes- 
sages, by telling them how and why 


| to save, to ‘conserve, to share, to 


| put their money to work. He is 


maintaining public confidence _by 
keeping his products up to their 


| usual standard or by informing his 


customers through advertising of 
changes in quality where such 
changes are inescapable. And per- 
haps most important of all, he is 
distributing what merchandise he 
has fairly and equitably among his 
outlets so that retailers and con- 


| sumers respectively can get their 


fair share. In these ways the indi- 


' vidual brand owner is doing his part 





DOOR STAYS 


weights. Packed '/2 dozen in box with screws, | 


bolts, and easy installation instructions. 


GARAGE DOOR HOLDERS 
Automatically catches door as it swings 
open to a right angle position, or beyond, 
rmly until released by a slight 
pull on chain, Acts as a chain bolt and locks 


Made of wrought 
steel. Japanned finish. Packed two holders 


and holds it 
door when it is closed. 


in box, complete with screws. 
Ask your Jobber 


THE SHELBY SPRING HINGE COMPANY 


SHELBY, OHIO 


SINCE 1898 


Silly, mm 


BUILDERS. 
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HARDWARE 
Gevd Lovks — Beller Wear 








to preserve for the post-war period 
the competitive system which has 
worked so well for him, for the re- 
tailers, and for the public. 
Through the Retailers War Pro- 
gram, the merchants of this country 
have done a magnificent job, not 
only in using their facilities to 














REG. U. S. PAT. OFF. 


Where the need is greatest 


SAMSON 


BRAIDED 


CORDS 


Serve best— Now and Always. 


> 


a | 


WHALE CLOTHES LINE 


We also make other clothes 
lines, and a wide variety 
of kinds, sizes and quali- 
ties of braided cords, in- 
cluding sash cord, masons’ 
line, shade cord, awnin 
line, Venetian blind cord, 
and others for use wherever 
smooth durable cord is re- 
quired, also polished cotton 
twines. 





Samson Cordage Works 
BOSTON, MASS. 

















hasten and assure victory, but also | 


in building for themselves substan- 


tial good will, sound public rela- | 


tions, which will serve them well 
when peace comes. 


There Is Another Way 


There is, however, yet another way 
in which retailers of the country 
can help to preserve our efficient 


| competitive economy and, in due 
course, restore Freedom of Choice. | 
| Like the manufacturer, the retailer | 


must maintain his reputation for 
integrity by purchasing for his cus- 
tomers the products of those manu- 
facturers who are keeping faith with 
the public. They can do that by 
giving customers the brand they ask 
for whenever they can, and when 
they do not have it in stock, as fre- 
quently happens in these war days, 
they can do their part to preserve 
the fifth Freedom by recommending 





another national brand, whose trade | 


mark the manufacturer stands be- | 
| hind and guarantees. 
A masterful job is being done by | 


national . advertisers in keeping the 
public informed and thus preserv- 
ing our American system of brand 
merchandising. Progressive retail- 


| 
| 
| 
| 
| 
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Gers A COOD TACK 


(AND THEY’RE ALL STERILIZED 


TTT] 


Jacks and staples 


fo new nequinements 
M specially -_-- 


W.W. (ross & CO. INC. 


EAST JAFFREY. N.H. 

















SPRADLING'S 


SPECIALS 


OVERNIGHT BAGS 

















No. 74—Approx. 13 inches long. Made 
from assorted colors of fibre with a 
Leatherette gusset. Soft bottom. 


No. 71—15/2”. Lacquered fibre. 
bottom. Leatherette gusset. 


MONEY 
MAKER 


Stiff 

















No. 72—Made from assorted colors of 
high quality, heavy weight Leatherette, 
with three snap buttons. Approx. 15/2” 
long. 

No. 73—Same size. 
proof material. 


Made from water- 





ORDER 
FROM 
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JOBBER 
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FORGED BARS 


Wrecking — Crow — Pinch 
and Chisel; all tempered 
where strength is needed. 

+ ” 


BUTCHERS’ CLEAVERS 


High grade product, in sizes 
as permitted under WPB 
regulations. 

. 


SEAFOOD TOOLS 


Oyster — Clam Tongs and 
Knives; Nippers and Rakes: 
Fish Splitters. 

— . . 


MARINE ITEMS 


Grapnels and Anchors. Sizes 
4 to 15 pounds. 
o . e 


ICE PICKS 


For Commercial and Indus 
trial use, as permitted by 
WPB. 


These and other BRIDDELL HAND 
TOOLS are marketed through regular 
supply channels 


CHAS. D. BRIDDELL 
INC. 


Manufacturers Since 1895 


CRISFIELD ®© MARYLAND 
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ers have likewise been doing a good 
job keeping faith with the public. 
But that is not enough. Retailers 
and manufacturers must realize that 
they stand or fall together. They 
must make certain that there will 


be no disruption of the fundamen- | 


tals of our distributive system by 
keeping faith with the principles of 
a free-choice economy. Their’s is 
the responsibility together to see 
that this nation is not robbed of its 
Freedom of Choice, either through 
the misguided efforts of those who 
would impose permanent “reforms” 
under the guise of war-time mea- 
sures, or through the unconscious 
acts of conscientious legislators. 
That can be done only by awaken- 
ing ourselves and by enlightening 
the public so that all can under- 
stand and help safeguard our great- 
est Freedom—-Freedom of Choice. 


Safety First! 


rWNHE lives of 300,000 Americans 


have been saved since the na- 
tional safety movement began in 
1913. 

This is revealed in the 1943 edi- 
tion of “Accident Facts,” the annual 
statistical yearbook of the National 
Safety Council. 

A box score of accidents contain- 
ed in the book shows that the death 
rate has been lowered each year in 
the 30-year period between 1913 and 
1943, except for 1917 and 1936. In 
1913 the rate was 85.5 per 100,000 
population. Last year it was 69.3. 

During the triple decade there 
were 2,707,000 accidental deaths. If 
the death rate had been as high each 
year as it was in 1913, this number 
would have risen to 3,004,000. 


Coming Conventions 


American Hardware Manufactur- 
ers Association, meeting jointly with 
the National Wholesale Hardware Asso- 
ciation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. Charles 
E. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ group and George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ group. 

National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. George 
A. Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasuréer of the whole- 
salers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the manu- 
facturers’ association. 








ARMSTRUNG BROS. 
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IDEAL CHAIN TONGS 


For Pipe, Fittings and Flanges 
The JAWS have straight teeth for pipe, and 
V shaped teeth for fittings. Drop-forged from 
special high carbon steel carefully milled, 
heat-treated and hardened for toughness 
and lasting qualities. 

The HANDLES are forged from spring steel 
heat-treated to give the required stiffness. 










The CHAINS are proof-tested. 


Write for catalog C-39a for 
complete showing and descrip- 
tion of Armstrong Pipe Tools. 





ARMSTRONG BROS. TOOL CO 





he »| Holder People 
3/4 N. FRANCISCO AVE CHICAGO, U.S.A 


Eastern Warehouse & Sales: 199 Lafayette St., New York 














MOUSE AND RAT 
TRAPS 


McGill Metal ProductsCo. 


Marengo, Illinois 


a 








HARDWARE AGE 

















SEPTE 











1 


Wire in War! 


In this war so many unusual de- 
mands have to be met with wire 
that a rich heritage of new uses is 
bound to be available later for 
civilian needs. In wire forms, our 
output is 100% war work. We re- 
gret that this affects our service to 
the hardware field, but Victory 
must come first. 






Help Uncle Sam 
Fight the Axis 
By Working 
To Prevent Fires! 
(Continued from page 68) 


5—Donate window space 


Like many other patriotic hard- 
ware dealers, you may long have 
had a policy of having bond and 
scrap drives and other war activity 
tie-ups in your window displays. 
Some dealers include bond posters, 
scrap drive posters and other aids 
to the war effort in each window 
display. Prior to and during Na- 
tional Fire Prevention Week such 
displays can and should be sup- 
plemented with data tying in with 
that all-important event. If you do 


munity type window display in 





Heat-treated by Capewell's new 
} method. That's what makes this 
hand blade good. It's hard 
throughout, yet tough’ — flexible 
— teeth will not strip. Unbreak- 
able in o hack saw frame. Color- 
ful disploy assures fast sales. 


d . ‘ a : 
and Deer: cemsistill Simsieniion. steak dhe mameane not find it practical to install your The Capewell Manufacturing Co. 3 
ed. conditions permit even the slightest re- own fire prevention display, per- Hartford, Conn., U.S.A. 

lief, BROOKS will be in there pitching h - h : : 
at for the dealer and jobber! ee a a ee 
8. | of the local fire department or of 
M. S. BROOKS & SONS | Scout troops, school children, CAPEWELL 
ior BOX ""B" CHESTER, Conn. | Clubs, etc., in arranging a com- nid Sse ¥ 
ols. Since 1848 vied WACK Saag) 4 
# MAS 








one of your windows. A feature 
of such a display should be the 
poster tying in with this week. 
This poster is illustrated on page 
66 of this issue. Your local air 
and fire wardens and auxiliary 


police would be happy to cooper- | 
| ate in such a display as well as the | 
_ local Red Cross unit. If there is a | 





2 





Yo 


Fire Guard group in your com- 
munity try to get its assistance in 
such a window. This relatively 


aa 
20. 








AGE 








DIETZ LANTERN 
REPLACEMENT PARTS 


Wicks and globes are always in demand 
—keep them on hand. 

Because Dietz Lanterns are made of 
scarce materials and should be sold 
only for vital needs and emergencies, 
please convince lantern owners, to re- 
~— old burners, fount caps, etc.—to 
eep lanterns in good service. 


DEPENDABLE FOR OVER A CENTURY 


bea NEW YORK "% 


Output Distributed Through the 
Jobbing Trade Exclusively 
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new part of the Civilian Defense 
setup ferrets out possible fire haz- 
ards and attempts to get coopera- 
tion for their elimination, its 
members being trained to put out 
small fires prior to the arrival of 
fire departments. 


6—Urge a local program 

Do everything humanly possible 
to get local groups, newspapers, 
movie theatres, schools, Lions, 
Rotarians, etc., to cooperate in a 
Fire Prevention Week program. 
Get a Fire Prevention poster for 
your own store and urge other 
merchants to obtain and display 
these posters. 


7—Start a clean-up campaign 


After you have thoroughly 


| checked your home and business 

























OXFORD TOOL COMPANY 
1633 N. 2nd St. 


Philadelphia, Pa. 
TROY — BEST FILE CARD 


Beittecitiad 


Cleans files, taps and dies quickly and 
thoroughly—prolongs the life of expen- 
sive tools. Also used by painters, house- 
wives and belt manufacturers. 


TROY FILE WORKS 


Troy Est. 1831 N. Y. 















ALL WOOD SLEDS 
ALL WOOD COASTER WAGONS 
VICTORY GARDEN WHEELBARROWS 
KITCHEN STEP STOOLS 
, SCOOT-R-CAR 
HAND DECORATED UTILITY POTTERY 


V. H. WORMAN 
ASSOCIATES 


Merchandise Mart, Chicago, Ill. 











130 Witillion Pu 


yells 
ft SCHAFFNER'S "Little Doc’ 


FIRST-AID KITS: Xow tha 1. c. € 


State Laws re- 
quire owners and operators of trucks and 
commercial cars to carry First-Aid Kits 
fe everyone is a prospect Kit contains 15 im 
~ portant First-Aid items in a Utility ‘‘Safe 
Deposit Box"’ Three sizes—‘‘Little Doc’ 
“Little Doc’’ Jr.—'‘Little Doc’’ Master. 


GUS. J. SCHAFFNER COMPANY 


34 CALIF. AVE., AVALON, PITTSBURGH PA 


SUNSHINE 
cHAMOIS 


MADE IN U 








ven 
SEWED PIECE CHAMO 
HGYT & WORTHEN TANNING 


HAVERHILL MA 








STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 
All steel 





2x10" 
Brie x7” deep 
Prices Will Interest 


Me. 162 


The Cleveland Wire Spring Co. 
E. 38th St. and Hamiitee Ave. 


@ @ CLEVELAND.OHIO @ @ 
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premises for fire hazards or pos- 
sible hazards and are positive that 
you are absolutely in the clear in 
such respects, try to get other mer- 
chants to do likewise. Your com- 
munity, as well as other communi- 
ties, has been collecting scrap, but 
try to urge further action along 
that line with inspection of vacant 
premises. empty lots and other 
likely places for the accumulation 
of rubbish. This should turn out 
additional tons of paper, and rub- 
her, ete., as well as much needed 
metal of various types. Enlist the 
aid of newspapers, scouts, Lions, 
Rotarians, church societies, 
schools, etc. Emphasize the fact 
that such a campaign will make 
your town a better place in which 
to live. 


8—Contact school boards 


Many schools have long had 
their students make Fire Preven- 
tion Week posters and have had 
them write essays on the subject 
with particular emphasis on the 
importance of such prevention in 
the individual community. To 
make their essays so much more 
interesting, your local school pu- 
pils might be encouraged to check 
their own homes and to write 
essays based on the high or low 
degree of safety in them. The zeal 
of a youngster on a crusade, which 
is just what such effort would be. 


is tremendous. 


9—Urge a locdl demonstration 


October 9, the final day of Fire 
Prevention Week, is the anniver- 
sary of the devastating Chicago 
fire. What more fitting tie-in with 
the week than a local demonstra- 
tion in the form of a parade or fire 
fighting demonstration, or both. 
Local units of the Civilian Defense 
setup would be pleased to cooper- 
ate in demonstrations of first aid. 
fire fighting and fire prevention 
methods, as would scout troops, 
school. children, etc. And _ the 
smaller the town the greater would 
be the interest in such an event. 


10—Tell the farm story 


When fire breaks out in most 
communities it is not long before 
the fire department is on the job. 


® Priority 
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ESTABLISHED 1888 
required. Consult your obber 


HANSON SCALE CO., Chicago 





Gripper Clips 


ecient ‘tolls Registered U. S. Pat. Office 


sizes for holding 
tools, garden 
implements, 
kitchen utensils, 
ete. Ebony finish. 
Packed on cards, 
2 doz. to a box. 
Units (2 dos. 
large & 1 dos. 
small). Retails 
atl0¢each. Also 
bulk shipments 
to factories. Cir- 
culars on request. 


@ GIBSON GOOD TOOLS, INC. * 
Box 268 Orange, Mass., U.S.A. 














KEY BLANKS 


OF EVERY DESCRIPTION 


3 


Catalogue on Request 
GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 








Ga KEY BLANKS 


S from 
“America’s Largest Exclusive 
Locksmith Supply” 


In ordering, use any stand- 
ard manufacturer’s number. 
If the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 











Youll find 
REAL 


Sales Representatives 
advertising in the Sales 
Accounts Wanted 
Columns. 
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DETACHABLE BLADE 


K NIVES.. for HOBBYISTS 
& EVERY ART & 
CRAFT! 


No other item you've ever handled 

returns you so much sound, steady ~ 

profit, or your customer such com 

plete satisfaction . . and that’s why con- 

stant repeats make your profits swell. Here's 

healthy prosperity just waiting to be asked 
GRAB IT! 


Address inquiries to Alfred Field & Co., 
sole distributors in Hardware Field, 93 
Chambers Street, N. Y. 






Get our deal for 
this beautiful 
silent salesman. 


Let Sharp-Edged Advert'sing Help 


A national ‘‘big push"’ in publicetions reaching the 
very people who buy from you plus strong 
compelling ‘“‘Dealer Helps’’ and this handsom« 
time-proved display cabinet containing ample stock 


r these together make X-acto Knives 
intercHangeable blade type 
all the facts today 


with & 


PROFITABLE. Get 














Distinguished in Looks 
Distinguished in Satvice 


The modern kerosene lantern for 
daily and emergency use. While 
the military has first call, we are 
continuing to supply essential 
civilian requirements. Two sizes. 


Order from your jobber now. 





Embury Mfg.Co., Warsaw,N.Y. 
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In the farming districts, however, 
it is often a different and very sad 
story. 
tion Association, 60 Batterymarch 
St., Boston. 
the chief cause of fires on farms— 
a very important defense adjunct 
since they are the primary source 


The National Fire Protec- | 


Mass.. has outlined | 


of our much-needed food supply. A | 


bulletin issued by the association 


points out the fact that about 200 | 


farm buildings burn every day 
in the United States and Canada 
or about 75.000 a year. 
serve a farming center, publicize 


| these facts as summarized by the 


association. 


They Sell 3,000 
Gallons of Paint 
in a Trading Area 
of 15,000 


(Continued from page 55) 


stances. the customer 


have to be reminded of that need | 


by comments from the salesman. 
As will be noted in the picture. 
there’s a big display of extras that 
people buy when doing a paint 
job. Included are such items as 
wall cleaning materials, floor wax 
and polish, cleaning fluids and 
compounds, etc. To the left is the 
floor wax display together with 
one of the store’s floor machines. 

In addition to the sale of lin- 
seed oil, turpentine, sandpaper. 


| wall cleaner. etc., extra volume is 
| also enjoyed through the display 


; ment. 


of floor waxes, etc., in the depart- 


Two floor sanding ma- 


| chines. a small sander and two 
| floor-polishing machines are out 


| and returned by the 


much of the time on a rental basis. 
the sanders at $3.00 a day and the 
polishers at $2.00 per day. These 
machines are usually picked up 
customer. 
About half of the customers who 


| hire a sanding machine will also 
| buy paint for refinishing furniture 
| or for some other interior job. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 76 








If you | 


does not | 













PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include—Alloy Steels, 
Tool Steels, Stainless Steel, Hot Rolled 
Bars, Hoops and Bands, Beams and 
Heavy Structurals, Channels, Angles, 
Tees and Zees, Plates, Sheets, Cold 
Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 















7] 
CUTTERS ? 


In quality and design, 
Red Devil glass cut- 
ters have kept ahead 
with the times. 
That’s why, for 72 
years, they have re 
mained a best seller 
everywhere. 
The new ‘“‘Modern- 
line’’ models top 
them al! for dealers’ 
sales. 


LANDON P. SMITH, INC 
5 A 


| 


, : 


GLAZIERS’ AND PAINTERS 
HAND TOOLS AND MACHINES 
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Help Wanted, Accounts Wanted 
Business Opportunities 50 wo 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 BOXED DISPLAY RATES 
All capitals, maximum, 50 words.... 5.00 One inch Satie caceccoseoosecs .00 
Each additional word......... .08 Each. additional NG wc as re 4.00 


Positions Wanted 
(Special Ds set solid, maximum, 

“Zech additional word......... ‘05 

Allow Seven Words for Keyed Address or Your Address 











PACIFIC COAST 
SALES ORGANIZATION 


of seven people thoroughly covering 
the, three west coast states can use 
just qne more good line strictly com- 
mission basis. 


Ad Box H255, care of HARDWARE age 
100 42nd St.. New York City 17, N. 


SALES REPRESENTATIVES WANTED. 
Tools and Specialties for Hardware, Electric & 
Mill Supply Trades now open in most territories. 
In reply state lines now handled and territory 


covered. Address Box No. H-254, care of 
Harpware Ace, 100 E. 42nd St., New York 
City 17, N. Y. 

















CASTERS WANTED. CASTERS FOR Bas- 


sinettes, Tea Wagons and Cribs %” face 2” 
wheel, Grip Neck, for hole % x 1%”. Can be 
rubber, wood or composition wheels. Above 
specifications preferred, but can use others ap 


Can use large quantities. 
Metropo- 


proximately the same. 
Address—Metropolis Bending Company, 
lis, Illinois. 





OFFICE ASSISTANT WANTED. EXCEL 
LENT OPPORTUNITY for a young man in- 
terested in present and post war future. A 
leading wholesale hardware distributor seeks the 
services of one experienced in this business. Ac- 
counting, credits, correspondence, typing, priori- 
ties, bids and buying. State draft status, age, 
salary, ability and former employers in first 
letter. Address Box H-268, care of Harpware 
Ace, 100 E. 42nd Street, New York City 17, 
B VY. 


rrr 
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your employees that chance. 


EXPERIENCED HARDWARE SALESMAN 
WITH EXCELLENT following among hard- 
ware, plumbing and mill supply jobbers in the 
Southwestern States would like to represent an 
established manufacturer on commission basis. 
Address Box H-258, care of Harpware Ace, 
100 E. 42nd Street, New York City 17, N. Y. 





HARDWARE DEPARTMENT MANAGER. 
WELL ESTABLISHED department store of- 
fers permanent position, attractive salary and 
bonus proposition to experienced hardware man. 
If qualified with successful record and seeking 
better opportunity write or call—J. Grodzin, 
Zion Dept. Store, Zion, Illinois, Phone Zion 581. 





JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plumbh- 
ing and electrical supplies, paints, etc. No stock 
ton large or too small for our consideration. Get 
our price before you sell. Write Box 500, 1474 
Broadway, N. Y. 








WELL ESTABLISHED 
CHICAGO SALES ORGANIZATION 
Thoroughly covering Chicago and Mid- 
Western Hardware and Mill Supply Job- 
bers can handle one more good line. In 
position to carry warehouse stock. Strictly 
commission basis. 

Address eo H- 271, care of ppewase a 
Bee 100 E. 42nd Street, New York 17, N. 


MANUFACTURERS REPRESENTATIVE 
NEEDS HIGH GRADE LINE to jobbing tra:e 
in Missouri and surrounding States. Well es- 
tablished for many years and work territory in- 














tensively. If you have nothing now, am anxious 
to take on line to sell when available. Address 
Box 264, care of HARDWARE Aw 100 E. 42nd 


Street, New York City 17, 





REPRESENTATIVE — CALLING ON 
BUILDING HARDWARE and lumber yard 
trade, to handle line of locksets and builders’ 
hardware on commission basis. Prompt shipments 
now. Very progressive postwar line. Territories 
open: New Engiand, Long Island, Central and 
Western New York State, some Midwestern and 
Rocky Mountain territory. Man selling line of 
butts and seeking a companion line will find this 
a good connection. Address Box H-272, care of 
Harpw ARE Ace, 100 E. 42nd Street, N. Y. City 





Zz 
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TARGET FOR TONIGHT 


Maybe they won’t actually come and drop a bomb on your business, but 
the Axis war lords have their eye on it, just the same. They want to wipe 
it out as a competitive force—or take it over lock, stock, and barrel. Here 
is a threat that you can reply to now, today, and in no uncertain terms— 
by buying War Bonds to the very limit of your powers, that our armed 
forces may have the guna, tanks, and planes they need to crush the Axis 
once and for all. 


THE GOAL: 10% OF EVERYONE’S INCOME IN WAR BONDS 


Every American wants the chance to help win thiswar. When you install 
the Pay-Roll War Savings Plan (approved by organized labor), you give 
For details of the plan, which provides for 
the systematic purchase of War Bonds by voluntary pay-roll allotments, 
write: Treasury Department, Section S, 709 12th St. NW., Washington, D. C. 


Buy War Savings Bonds 


This Space Is a Contribution to Victory by 
HARDWARE AGE 


17, 
yp: 
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HARDWARE AGE 
































“FAULTLESS CASTER CORP. 


Evansville, Indiana 








Branches in Principal Cities 





For the Duration 


TATIVE “ We'll have to Fill Civil- 
Well es 1 ian Orders by Priority 
pS ' ay J Rating — and Through 
Address | > Jobbers Only 

Te x F ; F r asaabsast SS RO A a 
NG ON ! CHICAGO LOCKS 
er yard ek ie i : sf Give You 
builders’ - es ; Pee : : < — 4 
erritories fl umm oS oe all “DOUBLE SECURITY” 
tral and ‘ Ree Re cas eae ee Aa eit _ 
con ot enh: pee fee aA eo 


find this 


care of Will. Chicago Locks are priced to 


enable you to meet Price Competition on 





* Co BTHE WM. SCHOLLHORN COMPANY cco |) | Dane ae 
- P.O. BOX 1944 NEW HAVEN, CONNECTICUT i DEIN UAE CHICAGO LOCK CO. 


2024 N. Racine Ave., Chicago, Ill. 


Ml ALEVELAND (HAIN 


for Safety Economy - Good Service sas ae 
THE CLEVELAND CHAIN & MFG. CO. =. CLEVELAND, OHIO ae 




















Srmees Door Track 
A high priority | | 
core .cageged’ en 157 VARIETIES! 
large war proj- Hodell, in war as in peace, is a specialist in producing chain 
ects. Send us the assemblies with or without attachments—assemblies that 


orders. We can cover the widest range of sizes and uses. If wartime produc- 
ship promptly. tion presents chain problems, let Hodell engineers help 


Dependable Products Since 1888 you. Send blueprints for estimate. 


COBURN TROLLEY TRACK CO. 
433 HARDING ST. HOLYOKE, MASS. 


CARPENTERS FX: 5a i miA ELS cy @ “ — 
. $e 1 = 4S SP 
ests cane ORIGINATED 1896 ~< 


AND ALUMINUM AND ALUMINUM " 


: MAYES GUARANTEES ACCURACY, SERVICE 
ASK YOUR DEALER *AND DURABILITY: cA 


maves roots MAYES BROS.TOOL MANUFACTURING CO.. Inc. Port Austin. Micu. 


SEPTEMBER 16, 1943 








HERE’S a 
LABOR 
SAVER 


in Demand and Selling on Sight 


DR. RINEHART’S HANDY HOG HOLDER & 













Order $150 Retaj| | One man holds largest hog— easily 
from Ti Wincics arias —for ringing, vaccinating, worming 
Your A 90c, shipping etc. One end for large hogs, other 
iD) ):t iam ey Charges pre for pigs. Worth its weight in gold 

Di t paid any to farmers short of help. Durable, good for 
>a irec i, Where on one a lifetime. Advertised in 50 leading farm 
from this *\ doz. orlarg- publications and 20 radio stations, reaching 


er iots every farmer in vour locality. 


DR. RINEHART’S HANDY HOG HULDER CO. 
P.O. Drawer 1946 Galesburg, Illinois 





FOR THE 


DURATION.. 





we're working 100% for Uncle Sam. But . . our engineer- 
ing department is constantly experimenting with new 
ideas and materials to assure GEP’s post-war line being 
first with the best and latest . . as usual. 


GEPHART MFG. CO. 
1020 West Adams Street + Chicago, Ill. 


Specialists in Steel Fishing Rods for 
BAIT CASTING «+ FLY FISHING « SALT WATER FISHING 











LUMINOUS REFLECTING 


X-RAY 


HOUSE NUMBERS 


Show addresses clearly night and 
day. Selling fast everywhere for 
hardware dealers. Free display rack 
with 2 gross numerals. Numbers re- 
tail at only 10¢ each. Markers with 
4 numbers at $1.00. Guaranteed. 


KURSH PAPER CO. 
















Get free sample 








and story at no 
cost. Write today. 










610 St. Clair, N.W. 
Cleveland, Ohio 











Genuir®E QMES of 


SLIDE SILENTLY - SOFTLY- SMOOTHLY 
40c SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 

















Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs. and all furniture. 





SILENCE, I 


Ait 


DOMES 





INDEX TO 


ADVERTISERS 








Lloyd Products Co. 8s 
Accessories Corp. ..... 13 | Locke Stove Co. .... 24 
Acme Stee! Co. 134 | Lowe Brothers Co. .. 91 
| Admat Ltd. . 87 | Lucas & Co., John . 155 
| Ambassador Specialties Inc. 151 | Lufkin Rule Co., The 143 
American Chain & Cable Co., Inc. 46 M 
American Chain Div. 46 | Mansfield Tire & Rubber Co. 45 
American Fork & Hoe Co. 129 | Marble Arms & Mfg. Co. 153 
American ae | a Co. 135 | Marshallan Mfg. Co. 137 
American Mfg. © 2| Master Lock Co. . a 21 
American Savety ee Corp... 65 | Master Metal Products, ‘Ine. 137 
American Steel & Wire Co. 27, 30 | Mayes Brothers Tool Co. 1S! 
American Thermos Bottle Co. 14| McCormick Sales Co. (Iron Glue 
Ames Baldwin Wyoming Co. 109 Div.) 147 
| Animal Trap Co. . 32 | McGill Metal Products Co. 146 
Armstrong Bros. Tool Co. 146 | McGraw Electric Co. 123 
Arvay Corp. 40| McKee Glass Co. ‘ 23 
Atlas Asbestos Co. 111 | McKinney Mfg. Co. dite 43 
Miami Cabinet Div. (The Philip 
| Bennett Fireplace ae 42| Carey Mfg. Co.) ... 141 
Berea Abrasives : 119 | Midland Co. 131 
Blaisdell Pencil Co. .. 135 | Mid-States Steel & Wire Co. 101 
Bommer Spring Hinge Co. 137 | Miller, Inc., Robert ¥ 152 
Boss Mfg. Co. 139 Millers Falls Co. ; 34 
Boston Woven Hose & Rubber Co. Ri Milwaukee Lace Paper Co. 97 
Briddell, inc., Chas. D. Milwaukee Stamping Co. 139 
Brooks & Sons, M. S. ia? Minute Mop Co. 140 
Burgess Battery Co. 103 | Moore Push Pin Co. 153 
Cc Mortell Co., J. W. eat 144 
Capewell Mfg. Co. 147 | Myers & Bro. Co., F. E. 18 
Carey Mfg. Co., Philip 136 : N 
Central Tool Co. 107 | National Brass Co. 154 
Champion Hardware Co. 133 | National Die Casting Co. 127 
Cheney Hammer Corp., Henry 85 | National Enameling & wanes 
Chicago Lock Co. .. 1S) | Ce. ..2. 200.5. 00005- 63 
Chicago Die Casting Co. 143 | National Mfg. Co. . 38 
Clarke Sanding Machine Co. 84 | New England Screw Co. 145 
Cleveland Cap Screw Co., The 136 | Nockonwood Ltd. 153 
Cleveland Chain & Mfg. Co.. 151 | North & Judd Mfg. Co. 138 
Cleveland Mill & Power Co. 83 ° 
Cleveland Wire Spring Co. 148 | Okonite Co., * trees 99 
Coburn Trolley Track Co. .. 15] | Ott Mfg. Co., Joe 31 
Coleman Lamp & Stove Co. 22 | Owens aa Fiberglas Corp.. 16 
Columbia Steel Co. 30 | Oxford Tool Co. 148 
Columbian Rope Co. 10 
Consumers Glue Co. 135 | Paine Co., The . 143 
Coughlan Co., G. N. 15 | Parker- McCrory Mfg. Co. 19 
Covert Mfg. Co. 129 + gem age gr Co. 73 
Crescent Tool Co. 37 | Phoenix Ye Co. 115 
Cross & Co., Inc., W. W. 145 | Pittsburgh Plate Glass Co. (Store 
Cyclone Fence Div. 27 Fronts 131 
D Plymouth Cordage Co. 20 
Dazey Churn & Mate. Co. 134 | Porter, Inc., H. K. Wt 
Deming Co., 36 | Progressive Mfg. Co. ii 
Dempster 7A. Mig. Co. 6| | Puritan Cordage Mills bi) 
Detroit Vapor Seve Div. rg- 

Warner Cor Song Raybestos-Manhattan, Inc. (Indus- 
Diamond Calk Horseshoe Co... 125| , trial Sales Div.) .......... 99 
Dietz Co., The R. E. 147 | Regalia Mfg. Co. ... 139 
Dixon Crucible Co., Joseph 122 | Remington Arms Co., Inc. 59 
Domes of Silence . 152 | Richards-Wilcox Mfg. Co. 69 
Drake Electric Works, Inc. 139 | Rinehart's, Dr., Handy Hog | Holder 
Draper-Maynard Co. 121 Co. 152 
du Pont de Nemours & Co., Inc., Rockford to Works. 12) 

E. |. (Duco Cement) g | Rogers Isinglass & Glue Co. 83 
Durasol Chemical Co. 131 | Ryerson & Son, Inc., Jos. T. 149 
Electro-Line Fence Co. 125 | Samson Cordage Works 145 
Embury Mfg. Co. 149 | Sandvik Saw & Tool Corp. 153 

F Savage Arms Corp. .... 4l 
Fairmount Tool & Forging Co. 7g | Schaffner Co., hog J. . 148 
Farrell-Cheek Steel Co. 133 | Schatz —q eg “ 119 
Faultiess Caster Corp. 15} | Schlueter Mfg. Co. 121 
Federal Too! Corp. 42 | Schollhorn Co., William 151 
Fletcher, Terry Co. 135 | Sentinel Radio. Corp. 132 
Flex Blade Works 153 | Sheffield Bronze Pewter & Stencil 
Forsberg Mfg. Co. 126 | _.Co., Inc. : 105 
Fox Shotguns .. 4l Shelby Spring Hinge oe... 145 
Franklin Glue Co. 105 | Sharman M’g. Co., H. B. . 26 
Frigidaire Div. 4| Simonds Saw Steel Co. 8i 

6 Smith, Inc., Landon P. 149 
General Consumer Products Co.. 128 | Solic'de Laboratories . 25 
General Electric Co. Southing'on Hdwe. —_ Co. 133 

Lamp Div. ... 11 | Spradiing's, Inc. ......... 146 
General Hardware Co. 105 | Stanley orks, The 7 
General Motors, Frigidaire Div. 6| Stevens Arms Co., a. .. 4i 
Gephart Mfg. ‘Co. 152 | Swartzbaugh Mfg. Yom 143 
Gibson Good Tools, Inc. 148 
Gilmer Co., L. H. 79 | Tanglefoot Chistes , 15 
Gould Pumps, Inc. 89 | Taylor Instrument Companies 39 
Graham Mfg. Co. 14g | Tennessee Coal, Iron & Railroad 
Greenlee Tool Co. 1S rrr ee ee 30 
Griffin Mfg. Co. 87 Tennessee Enamel Mfg. Co. 142 

Textile Millis Corp. . 125 
Hanson Scale Co. 14g | Toxite Laboratories .. 153 
Hazard Insulated Wire Wks. 99 | Treet Safety Razor Sante 130 
Helier Bros. Co. 17| Trico Fuse Mfg. Co. 137 
Hickey Sales Co. 130 | Troy File Works . 148 
Hodel! Chain Co. 15] | Tucker Duck & Rubber Co. 109 
Horton Mfg. Co. ... 40 | 
Hotstream Heater Co. 117 | Union Hardware Co. 93 
Hoyt & Worthen Tanning Corp... 148 | United States Steel Corp. 27, 30 
Huenefeld Company, The 156 | Upson Brothers, 137 

| 

Imperial Knife Co. 67 | Vaughan Novelty Mfg. Co. 105 
Independent Lock Co. 49 | Victor, Electric Products, Inc. 93 
International Chain Co. 91 | Vichek Tool Co. 141 
Irwin Auger Bit Co. 1 w 

Warren Tool Corp. 28 
Johnson Steel & Wire Co., Inc. 120 | Weaver Pres-Kloth Co. ii 
Justrite Mfg. Co. 113 | Whitlock Supply Co. 3 148 

Whitney Carriage Co., F. A. 113 
Kampa Mfq. Co. 95 | Will & Baumer Candle Co. 7 
Katzinger Co., Edward 9| Witt Cornice Co. ........... 94 
Keystone Brass & Rubber Co.. 125 | Wood Shovel & Too! Co., The 44 
Keystone Steel & Wire Co. 106 | Worman, V. H., Associates ...... 148 
Knack Co. ...... P 133 | Wright Steel & Wire Co., G. F.. 131 
Kol-Gas Heater Co. 29 | Wrought Washer Mfg. Co. 121 
Kursh Paper Co. 152 

L X-Acto Crescent Products Co., 

Lamson & Sessions oe 3 Se Ah WS 149 
Larson Co., Chas. O. 129 i 
Lawson Co., F. H. . 43| Yale & Towne Mfg. Co. 3 
Leyse Aluminum Co. . 108 y 
Libbey-Owens-Ford-Glass Co. 12 | Zouri Store Fronts . 107 
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In War Dress! 


MOORE PUSH-LESS 
HANGERS 
The hanger-with-the twist now comes 


in black instead of nickel finish. Sell 
them in combination with 


MOORE PUSH-PINS 
a 


for every pin-up or hang-up need. 
They're profivable for you—de- 
pendable for your customers. 





Phila., Pa 


\\ | 
MOORE PUSH-PIN COMPANY - 113 Berkley St 





ANNOUNCING 
Neu Lines 


“FLY-AWAY” tandem swing 
“Junior” Play Pens 

Baby Cribs 

Toy Folding Boomerang 
Duration Towel Bar 

Toy Commando Gun 

Knife Racks, ete. 


NOCKONWOOD, Litd., Bloomfield, lowa 
“Ideas in Wood” 














Send for 
Illustrated 
Folder 

















SANDVIK © 


PULPWOOD SAWS 


AND 
BUCK SAWS 
(FOR CUTTING FIREWOOD) 

¢ SAVE TIME 
° SAVE ENERGY 
¢ SAVE STEEL 


Through your regular suppliers 
or write Factory Sales Office: 


SANDVIK SAW & TOOL CORPORATION 


47 VIARREN STREET New York, N. Y. 


















INCREASES 
LAWN MOWER 
EFFICIENCY 


50% 
Easy to attach 
Eversharp 
Unbreakable 
insures Uniform 
Shear 
Used by Leading 
Parks, Gov't 
Depts., Ceme- 
teries and by 


FLEX-BLADE 





$2.00 


retail for hand mower Thousands of Sat- 

blades. Blades for all power isfied Home Own- 
mowers at slightly higher prices. ers 

SOLD ON MONEY BACK GUARANTEE 


Dealers and Jobbers are invited to write for our liberal discounts 
and particulars. 


FLEX-BLADE WORKS 3%, West 70m, 51. 











| Thanks— 


| for your LOYALTY! 


—and for your patient understanding of our inability 
to supply your needs while we are doing our utmost 
tq supply— 


MARBLES Outing Equipment 


—for the personal safety of your boys and ours in 
the Armed Services. 


_| MARBLE ARMS & MFG. CO. 


540 DELTA AVE., GLADSTONE, MICH., U. S. A. 











KILLS 








This powerful dis- 
" infectant also kills 
blue bugs, fleas, ticks, cattle lice, termites, 
roaches, ants and similar pests. 


Something to Sell When the Going is Tough! 


Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


pA TOXITE LABORATORIES 
BOX B CHESTERTOWN, MARYLAND 

















Keep In Touch With The “‘OPPORTUNITIES”’ In The Trade— 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recognized 
leader for bringing buyer and seller, employer and employee together for 
many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd Street, New York, N. Y. 





. 
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-. Heck, even a woodpecker knows 

x Mt's easier to _ | 
bore a round hole 

than to 

mortise a square.one 







That's why DEXTER-TUBULARS are so popular — so prac- 
tical. They do a wartime job. They save valuable, costly 
time in installation, doing a better job, faster. They are 
built for lifetime service, backed with a lifetime warranty. 


Let Us Send You DEXTER-TUBULARS conform with Federal Regulations 
Complete Details On — and are available for prompt delivery on proper priority. 
; Cebit pore be santie .. Are your customers familiar with the Dexter Bit-Guide — 
* Both available today in conformity the tool that gives streamlined, factory productioW’ method 

aie). TREND SORT Te to Dexter-Tubular installation? Sim- 


* Write now — no obligation. 


ply clamp the Bit-Guide on the door 
— self-centering, no measuring — 
guides the bit straight and true. A 
good-will-building service tool for 
you to loan to users. 


T U a U LAR Be a wise old bird yourself, sell Lifetime guaranteed 


LOCKS and LATCHES Dexter-Tubulars and National Brass Cabinet Hardware. 
Manufactured by NATIONAL BRASS COMPANY 


GRAND RAPIDS, MICHIGAN 
154 HARDWARE AGE 
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LOOK 10 Lucas, 


FOR THE NEWEST! 


Once AGAIN Lucas announces a brand new mer- 
chandising idea to the paint industry . . . the 
PAINT HINTS PACKET. Designed by Lucas for 
Lucas Dealers only, this new idea stimulates paint 
sales among homeowners. 

Here's how... 


The Lucas PAINT HINTS PACKET contains thor- 
ough, authentic information on all kinds of home 
painting jobs, compiled in handy card form, clas- 
sified according to type of paint job, tabbed for 
easy reference. This convenient, compact, indexed 
packet solves all painting problems for the home- 
owner. And they'll keep it! 

Lucas also has prepared full color window 
streamers and counter cards to support this novel 
idea in paint merchandising. Lucas Paint Hints 
















AWARDED 6 
THE MARITIME COMANSSION: 
FOR MERITORIOUS 
wae PRODUCTION 


@ Great Name in PAINTS 4 


Packets will induce people to paint, bring in 
more customers, increase sales and profits and 
build goodwill. 

The new Paint Hints Packet is only one of 
many effective merchandising ideas originated by 
Lucas to stimulate business for Lucas dealers. The 
combination of Lucas Quality with Lucas’ sales- 
stimulating ideas is proving a timely and profit- 
able answer for hardware and paint dealers 
everywhere. Lucas’ line of quality paints offers 
you products you can seil with pride as well as 
profit — for the Lucas name has been.known and 
respected not only throughout. America but in 
51 countries throughout the world for nearly a 
century. 

Why not get all the advantages a Lucas Paint 
Dealer enjoys? Mail coupon below. 


"pean lenetheama stant inet mania: 





JOHN LUCAS & CO., INC. | 
322 Race Street, Philadelphia 6, Pa. I 
Gentlemen: Your PAINT HINTS PACKET looks like a sure-fire business- t 
builder to me. Send me full information and a copy of new Fall Lucas 

Merchandising and Advertising Promotion Plan. : 
ADDRESS 


ADMINISTRATION OFFICES * PHILADELPHIA, PENNSYLVANIA 
Sle); N LUCAS & COM PANY, INC. Offices, FACTORIES, WAREHOUSES IN PRINCIPAL CITIES 
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Ec F= BP ¢ a if pas t. 
K E \ () rf? {= I E Wickless 
a : BURNEF 
STOVES * RANG &§ 


BOSS BLU-HOT 
Adjustable Wickless 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made “ 

the Quality Leader. 








PRIZE WICKLESS 
NEEDLE VALVE 
STOVES... 


Made in both Table Model 
and High Leg Types. 


C-29-N Table Model 
C-28-N High Leg Model 





MODELS 


For the 
Duration. 





C-39-N Table Model 
C-38-N High Leg Model 


art: S % Oo “ i N © Nationally Famous For Cooking Efficiency .. . 
The Standard Of Value For Over 40 Years. 











Ne tic MER —— 














RANGES « STOVES *« OVENS ° HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 


| ee oe 











